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The invading force’s walkie-talkie powered 
by Ray-O-Vac Batteries gives the Navy’s guns 
the range to demolish enemy equipment. 


Men who operate the machines of war munication systems, bazookas, flashlights, 
quickly learn the value of the name “Ray- = and similar equipment are, from actual ex- 
O-Vac” on the batteries that power their perience, fully sold on Ray-O-Vac. When 
equipment. They know they will deliver de- | they come back, what flashlight battery do 
pendably in the clutch. The boys whose you think they'll ask you for? Yous re right 
lives depend on unfailing operation of com- _—--- Ray-O-Vac LEAKPROOF. @ 


While we're sorry we can’t deliver merchandise to you these days we’re proud 


that Ray-O-Vac LEAKPROOF production is going 100% to the armed forces. 


RAY-O-VAC COMPANY, MADISON 4, WISCONSIN 
Other Factories at Clinton, Massachusetts, Lancaster, Ohio, Sioux City, lowa, Milwaukee, Wisconsin, Fond du Lac, Wisconsin 


ees 


eebaS HL CAT * TELEPHONES LANTERN © HEARING AID © RADIO © IGNITION © MULTIPLE 




















Cusaamte 
SC i any Twin® 


FOSSSET 


THE WOOSTER BRUSH CO. @ WOOSTER, OHIO 
Brush Manufacturers Since 1851—Thruw 4 Wars 
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“GREATER DANGER THAN EVER!” 


With its slogan “Prevent 
Forest Fires — Greater Danger 
Than Ever’, the Wartime 
Forest Fire Prevention cam- 
paign is a practical, patriotic 
theme for hardware store pro- 
motions this Fall. 

Campaigns have been run- 
ning throughout the year, but 
now is the best time to link 
your promotion with autumn 
camping, fishing, hunting and 
outdoor activities generally. 
Here is the schedule of the 
campaign in various sections 
of the country. Ask your 
nearest fire warden or State or 
Federal forest officer how your 
store can best cooperate. 


August 1 to September 30: 
North Central States. Septem- 
ber 1 to November 15: East 
and South Central States. Oc- 
tober 15 to December 15: 
South. 

Here is a vital and dramatic 
theme which can help you es- 
tablish your store as a center of 
useful, patriotic activity in war 
time. At the same time, it pro- 
vides opportunity to group a 
lot of outdoor products and 
build volume with related saies. 


The following list of these 
related products is compiled on 
the basis of best information 
now available; while the list 
may vary as conditions change, 
it is offered as a check-list for 
your convenience in planning 
your stocks: 


shovels 
axes 
spades 
hoes 
stirrup pumps 
back pack pumps 
fishing tackle (limited) 
lunch kits 
rope 
cooking utensils 
lodge furnishings 
paints 
stains 
varnishes 
turpentine 

icnic baskets 
janterns 
flashlights 
bathing suits 
camp clothes 

up tents 

olding cots 
charcoal briquettes 
boating supplies 


ates 

orseshoe pitching sets 
thermos jugs & bottles 
archery equipment 








Forest Fire Prevention Provides Vital Theme for Hardware Promotion and Sales 
Hére is one idea for your WFFP window display. Posters (as well as envelope stuffers, newspaper 


ads or drop-ins for your ads) can be obtained from 
forest officer. In fact, he will help you plan and build. 


our nearest fire warden, or State or Federal 
the display. 





Facts To Help You Sell 
Wartime Fire Prevention 


“Did you realize that fires in 
the U. S. kill enough timber 
every year to build more than 
215,000 five-room homes — 
enough to house the entire 1940 
wae of Washington, 


(If your customer is planning 
to build a post-war home, the 
above fact will-interest him or 
her, and give you a chance to 

et down to details on the 
uilding and repair products 
you will then be able to sell, 
such as locks and builders’ 
hardware.) 

“More than 800 fighter 
planes could be built with the 
1,000,000 man-days of labor 
which forest fires each year 
take away from U. S. factories 
and farms.” 

“The 210,000 forest fires we 
have each year burn over 31,- 
000,000 acres, more than the 
land area of New York State.” 

To answer the question, 
“Why are forest fires a greater 
danger than ever?”, you can 
point out that lumber is not 
only a critical war material, 
but also vital in peacetime re- 
construction; with the short- 








An important element in 
Yale’s Wartime Progress Plan, 
this ad in the Saturday — 
Post suggests how you can li 
forest fire prevention with sales 
of outdoor equipment. 


age of manpower, everyone 
who can must support forest 
fire prevention. 


Cementing 
Wholesaler-Retailer 
Cooperation 


Twelve suggestions from Os- 
car J. Koepke of the Corpus 








Christi Hardware Company, 
Corpus Christi, Tex., in line 
with preparing now for better 
post-war business are worth 
quoting: 

+ “(1) Wholesalers to educate 
dealérs on merits of goods 
handled. (2) Dealers to edu- 
caté their salesmen on the same 
subject. (3) Wholesalers to 
help retailers properly price 
goods, perhaps by suggesting 
retail prices on wholesale in- 
voices. (4) Dealers to shout 
their goods from the house tops. 
(5) Wholesalers to recognize 
that their problems are the 
same as the dealers. (6) Whole- 
salers to be more friendly with 
manufacturers. (7) Manufac- 
turers to find out more about 
problems of the wholesalers. 
(8) Better values to be offered 
through the wholesale trade. 
(9) New lines of goods to be 
directed through the hardware 
channel. (10) Manufacturers to 
study possibility of lower 7 
based on different kinds of 
packaging. (11) Wholesalers to 
offer dealers two grades of 
goods, Ist and 2nd quality. 
(12) Plans to be made for an in- 
dustry advertising campaign.” 





Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as seo md clas 
$1.00 per year. Single copies, 25¢ each. Vol. 154, No 
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NO SMOKE 
WHILE REFUELING 


Front feed with SMOKE 
APRON simplifies re- 
fueling — insures clean 
walls and curtains. 





This new-principle MONARCH 
Super Heater is, by performance, 
the “‘hottest’’ circulator type unit 
on dealers’ floors today. The 
new gas-burning principle is not 
something theoretical — it actu- 
ally works just as described above. 
Gives more heat; saves fuel. Write 
for Exclusive Dealer Franchise 


eS 


MALLEABLE IRON 
RANGE CO. 





*Patent Pending 


Ask to receive the monthly “MONARCH REPORTER” 
HARDWARE AGE 


2484 Lake St. Beaver Dam Wis. © 
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Your Best Customers... 
They make $6,000,000 an Hour 


4 


The farmers in your community, as a class, are your best customers. Their 
income is much greater than ever. (National farm income for 1944 — more 
than double the 1940 figure — will be at least 30 billion dollars, or about 
$6,000,000 an hour for a 12-hour working day). . . And the future promises 
continuance of high-level farm income. 


There are three outstanding reasons why the Goulds line of water systems 
provides a sound, logical basis on which you can build a steady, year-in- 
and-year-out, profitable business with the farmers in your community: 


First, a dependable water system is the farmer's Number 1 basic need; he 
is going to buy a dependable water system before he makes any other 
major purchase. 





Second, after he installs a Goulds Water 
System, he will be in the market for many 
other things that utilize running water on 
the farm. 


Third, you win his complete confidence 
in yourself and your merchandise when 
you sell him a Goulds. His satisfaction 
with its low-cost, trouble-free, adequate- 
capacity operation makes him your good 
customer —and his Goulds is the best kind 
of advertisement for itself and for you, to 
bring you other customers. 


Just as soon as Uncle Sam says “GO!” we'll 
step up our production of water systems 
for civilian use. You can count on us then 
to take care of a// your needs for Goulds 
Water Systems and for full cooperation in 
sales, merchandising, promotion, installa- 
tion and servicing. 


THE GOULDS JET-O-MATIC 


The ultimate in low-cost, trouble-free, 


«adequate-capacity water systems 


for the farm. 
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Goulds Water Systems will provide the sound 
foundation for establishing a Goulds Water Sys- 
tem Department as an exceedingly important and 


profitable part of your future business in the rich 
rural market. 


After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 


For your full share of this profitable business, 
depend on dependable Goulds to help make your 
Water System Department successful. 


We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 
your salesmen in installation work and servicing. 





GOULDS PUMPS, Inc., Seneca Falls, N.Y. 


BETTER and BETTER PUMPS... and ONLY PUMPS... for 96 YEARS 

























The 
GREENLEE 

Line 

Auger Bits 
Expansive Bits 

. Socket Butt Chisels 
Socket Firmer Chisels 
Car Bits 


Razor Blade Draw 
Knives 


Automatic Push Drills 
Spiral Screw Drivers 
Bit Tirso 
Bell Hangers’ Drills 
"= Turning Tools 

Pi. 


And many more. 
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What Sells a Tool? ...We’re Asking You! 


Yessir, now comes your chance to 





suavey 


tell us about the tool business and 
how best to promote sales! We've 
been busy these past months rapping 
on hardware store doors toask you 
what you want in displays, mer- 
chandising materials, sales helps, 
product packaging. Doing “foot- 


work for facts” . . . coming direct to you for aid on our 














post-war planning! 


Many of you have already told us—straight from 
the shoulder, too—what’s right and what’s wrong 
with our line. You’ve told us what selling helps actually 
help, how to improve them, what to discard. We’ve 
got a clear picture of exactly what you can use in mer- 
chandising displays and sales literature. 


Some very surprising and workable ideas have been 
unearthed in this survey. And many of them are being 
tested on the firing line right now. They are being 
readied for the day when Uncle Sam can let up in his 


demands and the famous GREENLEE line of registered 
tools for the craftsman is again plentiful on the market 
. . . Same pre-war quality, but modernized, stream- 
‘lined for faster sales. 


But we want more reports! This is your post-war 
planning, too—we can’t do the job alone. Send for a 
Survey Sheet today—fill in your answers (don’t pull 
your punches)—we’ll pay the return postage! 


Greenlee Tool Co., Division of Greenlee Bros. & Co. 
1808 Herbert Avenue, Rockford, Illinois. 


Gut Riaay with Crecrcloe/ 
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GREENLEE 


CRAFTSMAN 
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WETTER & Sons «2 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 


AUGUST 31, 1944 








As you know, most tools now are 
irreplaceable. Therefore it is im- 
portant that all usable tools be 


kept in workable condition. This 





can be accomplished through the 


‘ 
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use of Macklin’s complete line of 
high quality grinding wheels and 


sharpening stones. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 
Distributors in all principal cities 


Sales Offices Chicago - New York Detroit - Pittsburgh - Cleveland - Cincinnoti - Milwaukee - Philadelphia 


HARDWARE AGE 
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WITH THIS 


A Shortage of 30,000,000 tons of coal is predicted 
for the next heating season. This will be serious to 
home furnace users, for war plants, railroads and 
other essential users MUST get all they need. It’s 
up to home usérs to make up this shortage by 
extreme conservation measures! 


YOU CAN HELP... 


The War Production Board has permitted produc- 
tion of fuel-saving A-P AUTOMATIC CONTROLS 
to help solve this dangerous shortage. You can help 
— by telling every furnace user in your community 
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{fp} AUTOMATIC FURNACE REGULATOR SET 


of the danger, and the vital need of adding automatic 
furnace controls, and the advantages in warmth, 
comfort, and money-savings they will enjoy. 


An Opportunity to'SERVE ... 
and to SELL 


The A-P Automatic Furnace Regulator Set 
is available — for all types of heating systems, 
warm air, steam, or hot water. Tell your friends 
about them. They're inexpensive, easy to install, 
dependable in their sure and accurate control of 
room temperatures. They offer you an oppor- 
tunity for ready sales volume and profits NOW. 


AUTOMATIC PRODUCTS COMPANY 


2442 NORTH THIRTY-SECOND STREET » MILWAUKEE 10, WISCONSIN 


DEPENDABLE 


FUEL CONTROLS 















People don’t wear wet clothes ...nor unironed clothes. 
If the laundry is to be done at home, why not sell equip- 
ment that will complete the job? 

Blackstone believes that many post-war homes will want 
equipment that will not only wash, but dry and iron the 
family laundry. Blackstone believes that such equip- 
ment should not only be compact and well-designed, but 
should be capable of installation anywhere in the home. 
Blackstone has such equipment in the form of a Com- 
plete, Integrated Home Laundry. In addition, Blackstone 
has a full line of conventional Washers and Ironers. In 
short, Blackstone has “everything for the home laundry.” 
What have you done about securing the Blackstone 





"BLACKSTONE 


OoUCT oF 
AMERICAS OLDEST WASHER MANUFACTURER 


franchise in your area? Or do you plan on selling 
the coat and vest without the pants? 


BLACKSTONE CORPORATION, JAMESTOWN, N.Y, 
letal Equipment Co., Inc. 


’ Divison of Ji M 
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Complete Laundry 
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FREE ‘6,000.00 


$10,000.00 Cash FREE to O-Cedar Users! 

$6,000.00 Cash FREE to O-Cedar Dealers! 

$16,000.00 in Cash to boost your O-Cedar vol- 
ume and profits during O-Cedar NATIONAL FALL 
HOUSECLEANING SALE and in the weeks that 
follow! It’s easy for you to win a cash prize, simply 
by cooperating with O-Cedar in this timely fall 
promotion ... and you'll see O-Cedar business soar. 
Advertised on 188 radio stations of the Blue Net- 
work, on “Hot Copy,” O-Cedar’s great Sunday 
afternoon program; in spot broadcasting on 34 pop- 
ular local radio programs on leading stations; and 
in national magazines, including a smashing 2-page 
spread in “Liberty.” 

Here’s how it works: Customers can get entry 
blanks for the $10,000-contest ONLY FROM YOU. 
They’re to write 25 words or less completing the 
sentence, “‘ My favorite O-Cedar J rset is O- ‘Cedar 





On each entry blank is a space thet ¢ says: “I 
prefer to buy O-Cedar products from...” with 
plenty of room for YOUR STORE NAME and 
ADDRESS. 

Prizes go to dealers with most entry blanks sent 
in! Separate prizes for cities of different size. See 
complete prize list at right. Both contests close mid- 
night, October 18, 1944. 


T CUET, 


AUGUST 31, 





1944 


‘(dar Cuts You In on Great 
NATIONAL *10,000.00 CONTEST 


with POWERFUL ADVERTISING to back it up! 


oF YY PRIZES 
to O:Edar 


DEALERS: 


yy 3 prizes *500% 
996 PRIZES 

























IN ALL 


For Your 
Cooperation in 


O-Gdar rr” 


HOUSECLEANING 
SALE 


September 
18-30 


PURPOSE OF THESE CONTESTS: 


That’s all there is to it... just give out the 
entry blanks to your customers, and make sure they 
pt your store name and address on the entry blank 
when it’s sent in. 

You can get entry blanks (as many as you can 
use; ask for more if you need them), display mate- 
rial and full details from your O-Cedar distributor 
or jobber... probably he’s already seen you about 
it. Naturally, the better you display O-Cedar prod- 
ucts...the more entry blanks you give out... 
the better your chance to win! And the bigger your To Make the Housewives of America and 
O-Cedar sales and profits! O-Cedar Dealers Still Better Friends. 


PRIZES TO DEALERS DUPLICATED 
IN 3 POPULATION GROUPS 








GROUP 1 GROUP 2 GROUP 3 
YOU CAN WIN Cities Under 10,000 10,000 to 100,000 Cities Over 100,000 

Population Population Population 
Ist PRIZE $500.00 $500.00 $500.00 
2nd PRIZE 100.00 100.00 100.00 
5 PRIZES 50.00 50.00 50.00 
25 PRIZES 10.00 10.00 10.00 
100 PRIZES 5.00 5.00 5.00 
200 PRIZES 2.00 2.00 2.00 








DUPLICATE AWARDS IN CASE OF TIES 


POLISHES « WAXES « CLEANERS « POLISH MOPS « DUSTERS « MOTH PROOFING PRODUCTS 


SKIN PROTECTIVE CREAMS ¢ POLISHING CLOTHS « INSECTICIDES 
O-CEDAR CORPORATION, 2246 WEST 49th STREET, CHICAGO 









TENNESSEE VALLEY 
“ve @ Wia~ 
HOME APPLIANCES 


~_ IRONS—FANS 
HEATERS —APPLIANCES 


TOPOL LINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


_ GAMBILL BUILDING, NASHVILLE, TENNESSEE 





































» . » and, in the meantime .. . Step Stools — 
Cabinets -— Housewares — Genuine Walt Disney 
Toys -—~ and the New Saiety Sulky! Write for 
details . . . TODAY! 





ECONOMASTER APPLIANCES ARE 
' TOP LINE APPLIANCES 





TRI-M-ITE 











Your Rental Floor Sanding Machine 
plus TRI-M-ITE Floor Sanding CUT 
SHEETS Will Build a Profitable 
Business For You .-e- 














TRI-M-ITE Floor Sanding Cut Sheets are profitable- 
They have a great performance record and they are put 
up attractively and conveniently. You don’t have to pull 
any punches when selling them. They will back you up 
one hundred percent. 


TRI-M-ITE Floor Sanding Cut Sheets have a tough, but 
flexible backing, which simplifies reloading the machine 


LE A ETRAD 


‘and is extremely long-wearing. The silicon carbide coating 


is the same material that professional floor sanders have 
sworn by for years. TRI-M-ITE Floor Sanding Cut Sheets 
are the perfect team-mate for your good rental floor sand- 
ing machine. With ordinary care amateur floor sanders 
get fine results with them. 


TRI-M-ITE Floor Sanding Paper is 
also available in 50-yard rolls, from 
which you can furnish lengths or sheets. 
Ask your jobber for it. Specify the name, 
TRI-M-ITE Floor Sanding Paper. 
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BUY MORE BONDS 


HARDWARE AGE 
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Pushing Bicycle Traffic 


A waR-workKING locomotive . . . hauling 
heavier loads at faster speeds... . be- 
grudging every minute required for re- 
pairs .. . needs bolts and nuts so strong 
they defy the shock and stress of pulls and 
bumps and banging vibration. 

A bicycle . . . riding a busy assembly 
line . . . needs fasteners with threads so 
true they speed the get-away and ease the 
drive home. 

Whether strength or accuracy is the 
chief fastener requirement of your cus- 
tomers’ products, you give them both 
when you sell RB&W Empire products. 
For, the same’ manufacturing steps that 


PKPP LOL» 


make them strong build accuracy into 
their dimensions. 

Your customers will more readily ac- 
cept RB&W products when you review 
their history . . . 99 years of constantly 
improved strength, accuracy and finish 
resulting from continuous research and 
progress. Tell them how this progress 
started with RB&W's development of the 
first automatic cold-header and has been 
sustained by great investments in the 
most modern manufacturing equipment 
and most up-to-the-minute methods for 
quality control from raw material to 
finished fasteners. 
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And to turn your prospects into new 
customers, tell them about the many satis- 
fied users of RB&W products among your 
own trade as well as reminding them of 
the famous names in*farm implements, 
automobiles, railroads, aircraft, power 
and transmission equipment, construction 
and general industry that have standard- 
ized on RB&W fasteners. 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, I). Sales offices at : Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portiand, Seattle 





RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY > 
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“Here today gone tomorrow” 





“Here today and gone tomorrow” is the kind of 
quick-turning merchandise that every merchant 
wants. That is why wise dealers stock Whitney Hampers, which 
sell readily and steadily and so increase profit ratios by good 
turnover. 

For women know that these fine looking hampers will give long 
and satisfactory service. National advertising has told them so 
for many years. The Whitney fact tag repeats the outstanding 
points of Whitney quality at the point of sale and makes for 
quick easy selling. 

Moreover, when you display Whitney Hampers you are building 
up confidence aa and will for your store Seaiaes your custom- 
ers realize that you offer them dependable merchandise. 

To keep your working capital really working — to build for 
repeat customer patronage — to cut down on selling time — 
stock and promote Whitney hampers. 


BEST KNOWN IN THE PAST. . . BEST KNOWN IN THE FUTURE 


Whitn ey 
HAMPERS 


F. A. WHITNEY CARRIAGE COMPANY, Senes 1858 
LEOMINSTER, MASSACHUSETTS 




















14 


OTiLiTy 


Dhewnog ls 


FORCED AIR 
CIRCULATING HEATERS 












These modern Fan-type 
heaters give quicker warmth, 
more uniform temperature 
and greater effective room 
heat with lower gas con- 
sumption. Highly efficient 
heat exchangers and scien- 
tific burners result in maxi- 














mum heat output. All- 

welded construction insures 

long life. Draft diverters 
are built in. 

DELIVERIES ON THESE PROVEN 
THERMAFLO HEATERS 
WILL BE MADE AS SOON 

AS PRODUCTION IS ALLOWED 








UTILITY Fan CORPORATION 


4851 South Alameda Los Angeles 11, California 





Peace-time manufacturers of the Famous Utility Air Koolers, 
Blowers, Fans, Floor Furnaces, Circulating Heaters, 
Unit Heaters, Forced Air Furnaces. 
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Pin this motto on your wall... 








“PERFECTION QUALITY 
STAYS SOLD 





...ds the makeshifts come home to roost! 


i that quick sale of unproved, but seemingly “just 
as good”—many dealers are reaping a harvest of 
discontented customers now. A harvest that will cut deeply 


into their postwar profits. 


This will never happen to you, who sell Perfection 
Oil Ranges and Heaters. Their quantity may have been 


limited —but the QUALITY of Perfection models and 


Model 2201 Space Heater Model 730 Perfection 
Heats from 2,300 to 4,600 cu. 
ft. Occupies only 18x26% in. 


floor space. 


Heater. Easy to carry by 
the air-cooled handle. 





Model 525 Popular Per- 
Portable Kerosene fection Portable Kero- 
sene Heater. Light, eco- 
nomical, Air-cooled handle. 


products you are selling now is pre-war in every detail. 


Every Perfection item you have sold during the war is an 
active salesman for you now—out piling up repeat orders 
for the day when you can again fill them. Every Perfection 
item you have sold is bringing you the trust and confidence 
of your customers. For you have given them QUALITY 


—a prize in a world of makeshifts! 


poms THESE MODELS NOW AVAILABLE 


Gas 


Model 353 Perfection Flat-Top 
Stove. Broad cooking surface. Three 
High Power Burners for any degree of 
quick, steady heat. 


Ration Certificate required for all stoves and heaters 


PERFECTION STOVE COMPANY 


MORE WAR BONOS AND SWEAT 
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Woodruff’s top quality line is 
showing the largest sales in- 
crease. The public prefers, and 
pays for, the high quality lawn 
seed —which also shows deal- 


ers the largest dollar profit. 


i 







W 
Adapted Lawn Seed 


For Complete Information Write to... Grass 
Seed Division, F. H. WOODRUFF & SONS, Inc. 


Milford, Conn. ¢ Toledo, O. « Atlanta, Ga. « Dallas, Texas 











FALL 2s the time to make 
EXTRA profits from Vigoro | 


From coast to coast the practice of fall lawn 

feeding has taken hold. Authorities showed e 
Americans the advantages of feeding lawns 
in the Fall. Swift & Company, in big color- 
ful ads in national magazines, has told and 
is now telling the nation: “Fall is the ideal 
time to give lawns the Vigoro Beauty Treat- 
ment!” 





Fall—the ideal time to feed Vigoro, is the 
ideal time for you to sell Vigoro. Right now 4 
is the time to get your share of these timely 
profits! Feature Vigoro now! 
Send for free display ma- 
terial today. 
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A product of 

SWIFT & 
COMPANY 
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The Joneses are making a list—a list of the things they’re going to get when they 
go to the stores tomorrow. Actually, they’re doing the buying now—making their 
selections from the products advertised in FARM JOURNAL. Multiply the Jones 
family by 2'/2 million—and you have the number of choosey farm families who 
do their purchasing the same way. This is a mighty powerful group—with 
billions in income, and an instinct to use it wisely. And FARM JOURNAL is 
a mighty force when these 10,000,000 people-in-need-of-things check it through 
for buying ideas. 
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Retail merchants make the most of a rural 
market like this by anticipating it. Stock 
and display products FARM JOURNAL ad- 


vertises. You'll be on the way then to a real 
share in the profits that come when people 
like the Joneses come to town. 


These are the products in your line advertised in 





awn 
wed current issues of the FARM JOURNAL. Display them. Of the 
a FIRST FOUR 

ARMCO STEEL EVEREADY FLASHLIGHT POLAROID DAY GLASSES 
lor- BALL ALL-GLASS JARS BATTERIES PRESTO ina ONLY ONE 

FOLEY FOOD MILL PURINA 
and LACK LEAF 40 FRIGIDAIRE RED ARROW GARDEN covers the rural market 
BOSS Lye ry + a GATOR ROACH HIVES SPRAY 

leal BRIGGS & STRATTON GENERAL ELECTRIC REPUBLIC STEEL 
ed, GASOLINE, ENGINES DR HESS & CLARK R-V LITE 45 1p 

BRIGHT STAR FLASHLIGHT > . 
at BATTE PRODUCTS Sant. FLUSH x, “FARM, Me 
| BURPEE CAN SEALERS & KALAMAZOO STOVES vr {JOURNAL Qa) 

PRESSURE CANNERS KELVINATOR 50 LO PATCHING CEMENT 
car" s PAW RUBBER HEELS KERR MASON JARS & CAPS PRA-KAST 
LES K-R-0 RATICIOE ‘i is nite CO COLLAR PADS 
MONARCH RAN 
he COROT appuances —«SRIMAKELECTRIC ENGER WA MONG STOVE 
, F aa es PERFECTION STOVES WAYNE FEEDS 
Ow : DEEPFREEZE PHILCO PRODUCTS WESTERN CARTRIDGES 
3 DISSTON SAWS PITTSBURGH PAINTS WESTINGHOUSE PRODUCTS 

ely DUTCH BOY WHITE LEAD PLANET JR., TOOLS ZENITH RADIOS 











Successful merchandising is based on facts. Write today and have us tell you how many 
FARM JOURNAL subscribers live in your own county. In 2 counties out of 3 (practically 
all but the metropolitan areas), FARM JOURNAL readers outnumber those of Life or 


The Saturday Evening Post or Collier’s. 







GRAHAM PATTERSON, Publisher 





JOURNAL 


Washington Square, PHILADELPHIA 5 





Ane Farmers Wife 
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Part of the secret of the quality unfailingly 
found in all Briddell tools is—proper 
tempering. 

Photo shows Aden Howard, one of 
four Howard brothers at Briddell’s, prac- 
ticing steel-tempering the way he learned 
it from a master craftsman, Founder 
Charlie Briddell. At the 100% proper 
moment Aden will remove his blades 
from the fire and immerse them in the 
just-right bath of tempering oil. 

At every point in production the same 
craftsman’s care prevails; efficiency, long 
wear, economy must be built into every 
tool. We never forget that our tools are 
for folks who will use them to make 
their living. 


Flag awarded Jan. 4, 1944 * Star awarded June 24, 1944 


CHAS. D. BRIDDELL, 


Crisfield, Maryland 


INC. 


« Craftsmen in Metal since 1895 





UNION 


| 





Just as soon as 

and VICTORY 
shut down on Fighting Tools! 
J ust as soon as we can switch our eCxX- 


panded facilities from fighting tools to 
hardware and sporting tools, — 


You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
*Hack Saw Frames 


Gun Implements 
* Available on Priarities 


HARDWARE COMPANY 


aw FUE Ge EY 
TORRINGTON. CONN. 


YORM: OFFICE IS|' CHAMBERS 


HARDWARE AGE 





“She 
MOST FAMOUS NAME 


IN AMERICAN 
HOUSEWARES 








FORTIFYING THE FUTURE: 


Rid-Jid products owe their wide public acceptance to their sound value and 


enthusiastic promotion by our dealer friends. We're sorry we can't keep up 
with the requests for Rid-Jid merchandise, for our facilities are extremely busy 
with vital war work. However, we hope to assure your contirruing interest in 


Rid-Jid by a program of development that will give you improved Rid-Jid 


products for post-war selling. 


@ RID-JID IRONING TABLES @ RID-JID LADDERS 
@ RID-JID CLOTHES RACKS @ RID-JID WOODEN WARE 


Products of Merit since 1878 
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LINE UP WITH YOUR TRU-TEST DISTRIBUTOR NOW 
FOR THE BIG TOY SEASON THAT'S JUST AHEAD! 


Colorful. compelling, complete, this handsome new 
TRU-TEST Consumer Book is ready now to help you 
go after the highly profitable toy market! Beautifully 
printed in full color and gravure, this one book sells a 
complete line of toys ~featuring more than 200 popu- 
larity-proved items retailing from 15 cents to $12.95. 


This TRU-TEST Consumer Toy Book is typical of the 
powerful promotional support you get as a TRU-TEST 
retailer of toys, hard lines, automotive supplies. fur- 


TRU-TEST 

Merchandise Mart 

Chicago 54, Illinois 

Please send booklet explaining the TRU- 
TEST System. 

Name___ 

Company 

Address 


City. State 
~ Zone 


a en a o> 


20 


niture and home appliances. And TRU-TEST, the 
remarkable system that brings the proved advantages of 
modern mass distribution to independent retailers and 
distributors, offers other outstanding benefits. It assures 
maximum sales volume .. . increased net profit . . . 
and an impregnable position against all competition. 


For complete details on the new TRU-TEST Con- 
sumer Toy Book, get in touch with your TRU-TEST 


Distributor, or write us. 


MERCHANDISE MART= CHICAGO 54, ILLINOIS 
Eastern Offices: 225 Fifth Avenue, New York 10, N. Y. 
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All frames forged of the finest 

special alloy steel * * * The new 

improved polished frame Micrometers in 1” 

and 2” sizes * * * The new black enamel finish 

Micrometers in all sizes from 1” to 6” * * *® Also available with 

ratchet stop, lock nut and 10,000ths graduations * * * A full range 

of Metric Micrometers in addition to complete sets jin leather 
covered cases—0” to 3’, 0” to 4° and 0” to 6” * * *® 


. IMMEDIATE 
DELIVERY 


¢ 








WRITE FOR CATALOG NO. 14 
AND DEALER'S PRICE LIST! 


The entire line of individual Micrometers and com- 
plete sets illustrated and fully described. Write 
today toTheCentralToo!lCo., Auburn,Rhodelsland 





CENTHAL 


fOR MORE THAN A 
aaTes CENTURY 
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Type 2001 The ‘‘Tripiex" 
Spring Hinges of Quality . . . correctly designed 
and accurately manufactured of finest materials. 
Used for many of our greatest war plants and ships 
of our Navy. 


Over 50 years of satisfaction to leading Hardware 
Contractors, Architects and Builders. 





Chicago Spring Ninae Co. 


CHICAGO U.S.A. NEW YORK 








SPRING LOCK WASHERS 
MACHINE SCREW NUTS 
TAPER PINS 
COTTER PINS 





Write for catalog 
for each of these 
STANDARD Products. 








STANDARD LOCK WASHER & MFG. CO., INC. 


17 VIKING TERRACE e WORCESTER 4, MASS. 














COTTERS 


@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve as a 
drift pin. Lamson stock cotters conform to all Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 

poe od of the Lamson “Ready Reference” List, a 

ly visible indexed catalog and price list, is ready 

po Ask your jobber’s salesman, or write us for it. 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 











Make Your Store 


Waterproofing Headquarters 








You can stand 
squarely back of 


KAY-TITE 


It will positively 
prevent onl seep- 


age of wa 
It's th -- to 
do the job. 
For cellar walls 
and floors and all 
masonry surfaces. 
Any one can apply 
it. Goes on like 
paint. 
Users are always 
enthusiastic boost- 
ers. They will boost 
your store as the place 
to get real waterproof- 
ing satisfaction. 
Kay-Tite ts packed in 10 Ib. 
packages and 60 Ib. 
It comes to Girey and White. 
A 10 Ib. package will water- 
proof 100 to 150 aq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
: West Orange, N. J. 
Jobbers now selling Kay-Tite: 
. Inc., 0, Pour forgo | a woe 
. Stamford, Newark . 
N. i ire Hardware ‘Co., washing 


Newark Specialty Co Newark, N. yes a Hardware 
delphia, Pa.; Phoenix Hdw. Co., LEM, . J.: S. Federbush, 
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re wre save seszEe SY 


NOW ... you can offer your cus- 
tomers super-efficient KOL-GAS 
Heaters in a choice of four beav- 


tiful modern Cabinet Models. 


These. units are packed with eye- 
appeal, and exclusive KOL-GAS 
features enable customers to see 
and understand the many svu- 
perior advantages. 


Sell KOL-GAS in these eye-luring 


thee adventoges: Cokes new Cabinet Models . . . enjoy 


the cool, then burns the 
se3 with intense heat. 


Mode Yo. 524—SO 


es % fuel. Heats all 
day and night on one fuel- 
ing. Provides BOTH radi- 
ont and circulating heat, 
longer fire travel odds 
50% more radiating ca- 
pcity, 60% more circy- 
capacity. 


satisfactory profits and build 
lasting customer good-will. For 
details, write Dept. H 


Super De Luxe Circulating Heater. 
Heat Unit with Economizer Heat Booster. 
Heating Capacity 9,000-13,000 cu. ft. 





Wade Wooded Model 
WYla.F4¢24—DR Wte.324—RR Ye. 624—DR 
oe “Tomcat Sys frien Gua 
Round Unit. Heot Sw ee | Heat Unit with Economizer 

opacity 6,000-9,000 cu. ft. Heat Booster. 
, ~ cu. ft. Heo! Capacity 
9,000-13,000 ev. ft. 


Heater 
i Ket Fo 


~~ 
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“Best Seller’’ 


There's always a “best seller” . . . and 
in fence controllers it’s ELECTRITE! Ask your job- 
ber about the indoor and outdoor fencers now avail- 
able in 6 volt and 110 volt models. Approved by the 
Industrial Commission of Wisconsin. 6 volt models 


sell as low as $9.95. 


WHITEWATER, WISCONSIN 


OLDEST ESTABLISHED ELECTRIC FENCE COMPANY 


WARNER 


ELECTRIC 
BROODERS 


FOR OVER 10 YEARS, the industry’s standard; 
Warner Electrics (now all-steel, except the fa- 
mous SPACEMAKER) have proven that Reflected 
Heat (patented) with Warner reflectors and 
Chromalox heat rings—do the best job. 

YOU SHOULD HANDLE WARNERS. Write 
today for literature and prices on all models. 
Priced from $19.50. 


THE NATIONAL IDEAL CO. <*'rs 


KNOXALL « RED EDGE « BRONCO e« PINNACLE « O. AMES ¢ OPTIMUS 


lf 


“AMES 


THE SHOVEL 
THAT 
BUILT AMERICA 


Parkersburg, W. Va 


SHOVELS @ SPADE a) 


S PEERLESS « FAVORITE + TWO STAR * HUSKY RAM 


AMES BALDWIN WYOMING CO. north Easton, Mass 


°e RAKES e 


Leading the “Ames” line of famous 
brands is that of O. Ames, the pioneer 
pace setter for fine shovels, spades 
and scoops. Every dealer will do well 
to put “AMES” shovels on his must 
list now. 


By reason of improved methods and 
farsighted planning, “Ames” is supply- 
ing the greater percentage of shovels 
for war requirements and continuing to 
meet the essential domestic demand. 


Ask Your Jobber 


HANDLE 


POST HOLE 


ANOd © 1103 © Y3LUVD © HVDNONOW © YVILS 33NHL 


HARDWARE AGE 




















Every new generation of hogs for 
the last forty years has been 
finding out that American Fence 
is a tough, relentless barrier that 
keeps them in their place. The 
same with cattle and other farm 
animals. More American Fence 
has been sold than any other 
brand—it must be good! 











dard; The government now permits 

e fa- us to manufacture considerable 

lected quantities, although there still is 

end not enough to fill al/ demands. 
Our advertising to your cus- 
" tomers explains this situation 

Write frankly and asks them to keep 

odels. in touch with you if they need 
American Fence. It tells them 
you will do all you can to take 

LEDO care of them. 

e? To build further good will for 
you, our advertising also sug- 
gests that customers ask you for 

MUS the helpful free booklet, “How 


to Make Your Fences Last 
Longer.” We will gladly send you 
copies if you'll ask our repre- 
sentative on his next call—or if 
you will write direct to our near- 
est branch office. 











































AMERICAN FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


UNI Pee STATES STEEL 


1944 
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PROVES THAT 
WORLD'S FINEST, 


GAS HEATERS 


Increase your profits. Join ee swing 
to Dearborn, the complete line of vented 
and unvented heaters offering out- 
\ standing Safety and Convenience fea- 


GETS THE see 
SMART RATS || Mines xcs me sc. 


—Ryphonaire Chass! 
It is being generally accepted by those study- oy oy ee 
proval. These are features that make 


ing the rat problem that prebaiting is about the most — &2 2 
dective way to get the smart rats and make a thor- | Poey Ofer” a Taltable— Visible and 
aleabie erence. 


ough clean-up } 
KAZOO PRE-BATE Extract, used WRITE FOR LITERATURE 


Tat, pobiemshe pront «ee || AIR COOLED CABINETS 


peat orders wherever this combina- | 
d. For Safety 


tion is trie 
Air Insulated Cabinets end the fire hazard. The cabinet never gets hot. Yes, you 
can install it against the wall—tight. No blistered woodwork. Ne aa =. 
@ chasse’ 


| tains. No seared fingers. No burned f The 
oe. . we patented. Dearborn’s famous cool eabinet feature is a major contribu- 
ion safety. 


MAKE MONEY 


One sale immediately encourages many 
more. National Ce 3 is ant vee ne 
ing your customers with this product. Be 
the first in your community to cash in 


on the profits already being made wher- 
ever these products are stocked. FAMOUS HI-CROWN BURNER 
Ask your jobber for Kazoo Rat Brew with Blue Flame Pilot Light 


and Kazoo Pre-Bate Extract—or write 
‘ ’ ALL Dearborn Heaters have this costlier but definitely superior, Hi-Crows Burner 
direct giving jobber’s name. and Blue Flame Pilot Light. You get # pus the 
convenience and safety of Automatic Lighting. 


BAILEY, PRIHODA & CO.|| nEaARBORN STOVE COMPANY 


342 W. Kalamazoo Ave., Kalamazoo 11, Mich. 
we., : 3256 Milwaukee Ave,, Chicago, III. 3625 S. Grand Ave., Los Angeles, Calif. 


MODERN SCIENCE 
_ DEARBORN 


















































our production 

goes to war. But when the 

time comes, our conversion to 

peacetime production will be rapid, and Iver 

Johnson dealers won't have to wait long to enjoy 

again the profit and prestige that has always 
been their pride. 


IVER JOHNSON'S ARMS & CYCLE WORKS 


53 RIVER ST., FITCHBURG, MASS 
The F.E. Myers & Bro.Co., 1020 Church St., Ashiand, Ohio 
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Insulated 
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Hand and Electric 


Hair Clippers 


Oster quality — recognized as outstanding for more than % 
20 years — means satisfied customers. Satisfied customers 
mean profits, repeat business, freedom from service worries 
for you. It’s as simple as that . . . Many leading hardware 
men can tell you that Oster clippers — both hand and 
electric — are saleable, “live” items that give you plenty 
of talking points ... Ask your jobber to let you know when 
Oster clippers are available. Then stock and promote them. 


John Oster Mfg. Co. + Racine, Wisconsin HIGHEST 


QUALITY 
ALWAYS 
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ERE’S a chance to draw the huge 
Victory Garden trade in your city 
right to your Pyrex ware counter. Between 
September 10th and October 4th, 75,000,000 
full-color Pyrex ware messages will reach 
the public in 31 national magazines and 110 
Sunday newspapers. Tie your promotion 

to this program and reap extra sales! 
, pat One en em ww fe : Your Fall Pyrex ware Display Kit will arrive before 
ene oe eontonn vores Wee! September Ist. It contains a full-color reprint of the 
national advertisement (left). “Plant” it on your 


6e rdener doing herself proud counter or in your window. You’ll also find a free 
Newspaper Mat (below). Notice it features the same 


E. Isn't it grand ? ‘ items as thenational ad. Use it in your own advertising. 

















This is a, Victory 
with PYREX WAR 








. 


























This specially-designed 

full-color Fall display (also 

in the Kit) holds actual 

Pyrex dishes for added 

sales appeal. And don’t 

forget! The best drawing- 

card you have is the famil- 

iar orange Pyrex ware label 

and the Pyrex trade-mark. : PRESSED 
It’s the name your cus- = IN GLASS 
tomers know and look for. 





Plan your Pyrex Ware Fall Promotion with your Distributor’s Salesman now 
CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS...CORNING, NEW YORK 
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ne huge 


ws [> HOLE CUTTE 


000,000 , 2 
ll reach » = . FOR THE MECHANIC + HOMEOWNER - FARMER 
shea 4 £ Because of simple cutting blade ad- on eee ee 

les! oe j@ justability, BRUNO HOLE CUT- ee 

i TERS replace a long list of fixed- 

nt of the radius tools. Two Bruno Hole Cutters 

eas ne have a cutting range of from 5%” to 

the same : 21%,” in diameter. High speed steel 

‘ertising. blades make clean cuts in sheet metal, 


boiler plate, Dural, plastics, wood, 
Masonite die stock, hard rubber, fibre 
and other materials. Ideal for main- 
tenance, repair, workshop use, model 


building, radio work. May ,be used 
in drill presses, electric motors, hand 
drills or hand braces! Designed by 
cutting tool engineers of long ex- 
perience. 


SPECIFICATIONS 

Model Shank Expansion List 

No. Size Capacity Price 
100 %" straight shank %”-1%" $3.00 
100-B Square Bit Stock %”-1%" 3.00 
101 %” straight shank 1”-2%” 5.00 
101-B Square Bit Stock 1”-2%" 5.00 

JOBBERS & DEALERS 


Write Today For Generous 


No. 100-B Discount Schedule 


Square Shank 
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Here’s a MAJOR APPLIANCE 
you can start selling Today! 


«+ - and if you figure automatic 
water heaters are out of your line, 
these facts will change your mind! 


F YOU can sell refrigerators, or radios, 
or washing machines, or any other 


package appliance—then you can sell Duo- 
Therm Automatic Fuel Oil Water Heaters 
—and you can sell them right now. 


Look at this! In our last year of full pro- 
duction our dealers sold over a million 
dollars worth of Duo-Therm Automatic 
Water Heaters. And they sold them at list 
prices and terms which provided a high 
dollar profit per sale! 


Now look at this! Without interrupt- 
ing vital war work we are again back in 
water heater production and our dealers 
are again selling Duo-Therm Automatic 
Water Heaters for essential civilian needs. 


But it’s not just our opinion that you con 
sell Duo-Therms. They have been sold in 
volume through appliance outlets for years. 
They, teo, are package merchandise . . . 
self-contained and self-operated. They are 
@ naturel for you because you know the 
right selling technique through selling 
other major appliances. 


And these are important points, too. 
The Duo-Therm Automatic Water Heater 
is simple to install, simpler still to service, 
and the market for low-cost automatic water 
heaters is practically unlimited! 


And What a Sales Story for That Market! 


Plenty of hot water for the average family 
at less than 4 cents a day! 

No gas or electric connections. A Duo- 
Therm Automatic Water Heater can be 
installed anywhere! 

Fully automatic convenience—conven- 
ience that millions of Americans want and 
are waiting to enjoy! 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION, LANSING 3, MICHIGAN 


Back in civilian production without interrupting the steady tlow 
of war goods that won our plants a three-star Army-Navy “E”’. 


A name that se//s! Automatic fuel oil 
burning water heaters were pioneered and 
perfected by Duo-Therm, America’s larg- 
est producer of fuel oil appliances. 


Anda name that keeps on selling through 
consistent national advertising in Look, 
Liberty, Household, Pathfinder, Farm 


DUO-THERM Division of Motor Wheel Corporation 
Department L 


| would like to have additional information on the water heater market 
and deaier franchise. There is no obligation to me. 





Journal, Successful Farming, True Story 
and True Confessions! 


Send the coupon below and we'll send 
you the interesting story of one of the 
most profitable franchises in the appli- 
ance field! Good territories are still open 
and the merchandise is available now! 


© 1944, Motor Whee! Cor, 
ee 


3 





Lansing 3, Michigan 


ES OES 





America’s Largest Manutacturer of Fuel Oil Heating Appliances 
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When post-war becomes 


Pearl-Wick’s national advertising, now, is part of our post- 
war planning! Your stepped-up hamper sales tomorrow 
will be the result of the educational job we're doing today. 


In America’s most influential home magazines, big-s pace 
ads are making three sales for you instead of one. We are 
teaching millions of women that tomorrow’s perfect home 
will have more uses for more hampers in more rooms! 


PEARL-WICK 
hampers 


DESIGNED AND BUILT BY HAMPER SPECIALISTS 
PEARL-WICK CORP., LONG ISLAND CITY 2, N.Y. 
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We Have Over a Hundred Different Figurines 


from 3 inches to 15 inches high, ranging in price from $3.60 to $90.00 per doz. Made of 
Terra Cotta Composition, beautifully colored. Works of Art in every detail. Illustrated 
price lists Set Z mailed to any Hardware Dealer on application. 


We illustrate here just a few— 


A NEW NUMBER IN OUR 
3786z WOODEN SALT & PEPPERS 
“DUTCH #7 AND GIRL" very neatly made, a work of art 
5% Inches high. $30.00 per dez. eee #4276Z THE TOWN PUMP 
PAIRS. om 2% inches high. $4.00 per doz. 
PAIRS. 
3582Z 
630Z 60 per doz. PAIRS 7. 


Girt 
OFFERING FLOWERS" 
10 imehes high. $21.00 
per doz. 


HARDWARE DEALERS: All Figurines come packed from 1/12 to 1/6 doz. per 
Be sure to send for our Set Z illus- number in carton, according to size and may be bought 
trated price lists. in these quantities. 





IMPORTING 115-119 Z South Market St. 
cas, fom Ma te Chicago 6, Ill. 














COME BACK 


REALLY RESTED 


FROM A HEALTH VACATION AT 








X_ RIEGEL 


WORK GLOVES 


These strong, protective work gloves are the product of ¢ COMPLETE CHANGE OF SCENE 


eS 1 gg ee 
a) 


ust stopping work won’t thoroughly rest you. 
‘Get away from it all” —rest, relax, play in the 
inspiring atmosphere of this world famous 
spa! Enjoy the wonderful food and service of a 


a i As om | Ne oy Enjoy massage on a 
; <= \ , s to relax taut mus anc- 
if 3.) For Every J ob” Ye hg quale, and outdoor sports to oulex tense 
Riagek | 


glove. This single close supervision of every detail re 
sults in unexcelled qualitv—durability—economy, 


moods. A complete change from daily same- 
ness that acts like a tonic. Why not write for 
special rates now =~ 


RIEGEL TEXTILE CORPORATION FRENCH LICK SPRINGS H rar) a 


342 Medison Avenue, New York 17, N. Y. T. D. TAGGART, President FRENCH LICK, INDIANA 
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(Ch complete amd, fase moving. Qne— 
McKEE DEFROSTING TRAYS 


for all standard refrigerators 


There are 28 sizes and several styles in this popular McKee line of sturdy, 
long-lasting glass defrosting trays. They have the McKee value that comes 
from 91 years of quality glass making. And they're a good profit item. 
Ask your Jobber or our representatives for details or write us direct. 


McKee Glass Company, Jeannette, Pa. Established 1853. 


McKEE 
GLASBAKE — RANGETEL 


OVEN WARE aotm 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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The sturdiness, super-strength and durability of handles 
made by WOOD is made possible by 40 years of special- 
ization in making Shovels, Spades and Scoops . . . and 
no other products. 


WOOD SPECIALIZATION is evidenced in Wood’s un- 
varying selection of only finest, first-quality handles. . . 
constantly tested to assure uniformity in the strength 
and use-life in the handle of every STUART and 
WILSON Tool. 


Open Back 


Product Leadership springs from Specialization .. . Hf with Steel |-Beam | 
} Handle Reinforce- 


and manufacturing leadership is found in every construc- y// ment...leader of low 
tion detail of these two famous Hardware Brands. price quality field. 


SELL ON SIGHT...KEEP CUSTOMERS SATISFIED 


 WAVRCKGnl 
pent 
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“The 
Hardware Dealers — 


Magazine - 
© 











| 
GEORGE H. GRIFFITHS 
President and General Manager 


CMIARLES J. HKALE 
Vice-President and Hditer 











L. V. ROWLANDS 
Sales Manager 






Associate Rditors 
KENNETI A. NEALE 
GEORGE M. SANGSTER 


ALRERT J. MANGIN 
“Who Makes It?’’ Directory Hditor 


L. W. MOFFETT 
J. DONALD BROWNE 
EUGENE J. HARDY 
Washington Representatives 


















SAUNDERS NORVELL 
GEORGE G. HOY 
Contributing Editors 






HARRY R. TERMUNE 
Los Angeles, Calif., 
Pacific Coast Kditor 


J. M. WITTEN 
Circulation Manager 













With the Armed Forces 
JOON G, WILCOX RUDOLPH 8. WILD 
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The quality of Cir- 


cle ® products 


begins in our own 


rolling mill. 

















Informal Editorial Comments .. . 





Just Among Ourselves 


... By Charles J. Heale, &ditor of HARDWARE AGE 








We Repeat Again... 





“Dent Expect Too Much, Too Soon,” 
But Start Getting Ready Now 


Lx publicity ac- 


corded WPB’s “spot reconver- 
sion order” (Priorities Regu- 
lation No. 25) of August 15 
may mislead both consumers 
and distributors, especially 
those who read only headlines 
in newspapers and fail to read 
all of the conditions involved. 
This order’ does not promise 
early deliveries of the many 
essential civilian goods, as was 
indicated by many screaming 
headlines and by certain in- 
complete radio news reports. 
It does, however, constitute the 
first definite step toward re- 
conversion for such produc- 
tion and does provide a more 
simplified process for accom- 
plishing that objective, when. 
where, and if, manpower, ma- 
terials and equipment can be 
spared from basic war needs 
manufacturing. In that re- 
spect, it should speed up the 
process, at a date earlier than 
most of us expected—but not 
immediately. 

Perhaps one of the greatest 
advantages that will accrue 
from Regulation No. 25 is the 
stimulus it may give manufac- 
turers to start gearing their 
thinking, if not their facilities. 
toward a more positive post- 
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war program. It should en- 
courage formulation of sales 
and distribution policies; sim- 
plification or expanson of 
lines; decision whether or not 
to operate under fair-trade 
laws in the 45 states providing 
such protection from price-cut- 
ting on trade-marked goods; 
plans for display and other 
selling aids; a policy on pri- 
vate brand goods production 
and many other details that 


should be fairly well devel-— 


oped when the post-war era 
really starts—for that will be 
a very busy time. 

In our opinion, there will 
not be any important, large 
scale, civilian goods produc- 
tion until the European phase 
of the war has terminated. At 
that still indefinite time, Regu- 
lation No. 25 should prove a 
time-saver. Until then, we an- 
ticipate only very spotty, smal] 
quantity, possibilities for most 
of the lines that have not been 
available. Certainly, there will 
not be sufficient to make even 
an impression on national dis- 
tribution. Further, it is likely 
that the first shipments, no 
matter where they go, will stir 
up complaints as there defi- 
nitely will not be enough for 








everybody to have even small 
quantities. Many charges of 
favoritism and discrimination 
inevitably will result no mat- 
ter how fairly allocation is 
conducted—because some will 
still be “without.” 
Fortunately, many hardware 
manufacturers (even though 
they may be making certain 
special military items) are 
basically making their normal 
lines for war use with different 
and arrested finishes, fewer 
patterns, etc. To them, recon- 
version presents little difficul- 
ty. When manpower, material 
and equipment may be di- 
verted from war need, Order 
No. 25 should facilitate their 
resumption of production for 
hardware wholesalers and re- 
tailers. For that and other rea- 
sons, hardware distributors 
should start now to see that the 
hardware trade gets its share 
and full quota of the early 
shipments. At first there won’t 
be enough to go around and so 
wholesalers have an immedi- 
ate obligation (and opportuni- 
ty) to get busy now to make 
sure they have reasonable as- 
surance of fair and prompt 
treatment from manufacturers. 
They should not rely solely on 
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past performances nor on as- 
sumed agreements. 

Currently, many complaints 
are heard that mail-order 
owned stores are getting 
marked preferences on scarce 
goods, that are not available 
to the independent channel. If 
this is true, and widespread, 
wholesalers should read the 
“riot act” to offending manu- 
facturers and consider this 
angle one more spur to get 
busy now to assure fair quotas 
for the hardware trade when 
goods are available. 

Even though we do not ex- 
pect any early rush of essen- 
tial civilian goods in quantity, 
we again urge both wholesal- 
ers and retailers to drastically 
reduce their inventories of 
strictly substitute quality, 
over-priced merchandise which 
will have little or no value 
when the better and more nor- 
mal goods are available. At 
the first real sign that normal 
goods are on their way such 
“war-born “plunder” will veri- 
tably be “junk.” Distributors 
could afford to clean out all 
such goods now and not re- 
stock. 

In such a “cleaning-out” 
program, don’t confuse profit- 
able, good value, and salable 
non-critical merchandise that 
you have added with the “er- 
satz” stuff. There is a marked 
difference. Many of the new 
lines taken on by the hardware 
trade to maintain volume lost 
due to the unavailability of 
normal lines should stay in the 
hardware distribution picture 
as a post-war “plus,” broaden- 
ing the base of the variety of 
merchandise a hardware deal- 
er can offer his community. 
With the return of normal 
merchandise, plus the reten- 
tion of desirable war-time ad- 
ditions, the hardware trade 
faces the post-war era with a 
new strength in the struggle 
for consumer patronage. 
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In other words, Regulation 
No. 25 should help later on, 
but don’t expect too much, too 
soon. Get rid of your “junk” 
but hold new lines that have 
possibilities. Get busy getting 


lined up for the resumption of 
normal goods when and as 
available. To quote from a 
famous jubilee song, “Be 
Ready When the Great Day 


Comes!” 
® 


How Do You Record Your “Back 
Orders”—By Number or Source? 


HE other day I heard a 

group of manufacturers’ 
salesmen complaining about 
the methods most distributors 
follow in recording “back or- 
ders.” It seems that only a 
numerical file is maintained 
by many so that any check up 
requires endless detail and the 
“going through” a full file, as 
no alphabetical record, by 
sources, is available. 

Under present day difficul- 
ties, it would seem fair to state 
that the handling of back or- 
ders, both by buyer and seller, 


should be on a mutually help- 
ful basis. A strictly numerical 
file, based solely on order 
numbers, is not sufficient for 
either distributor or producer. 
Both should record, alphabet- 
ically, by name, the data either 
requires to adjust a back order 
situation. 

While any present day sug- 
gestion that increases book- 
keeping for any business is 
hound to be immediately un- 
popular, this particular bur- 
den should actually save 
more time than it would take. 


Wrapping Paper Must Be 
Conserved And Salvaged:— 


A / PB asks all retail stores 
to cooperate to the nth 
degree in conserving and sal- 
vaging paper of all kinds, es- 
pecially wrapping paper. The 
paper supply situation, says 
this agency, constitutes the 
most acutely critical shortage 
of war material at this time. 
An example of the gravity of 
the shortage is shown in recent 
army orders to salvage paper 
even on foreign beachheads. 
Five basic economies for retail 
merchants suggested by WPB 
are: 
(a) Using wrapping or 
packing materials only 
for protection and not 
for appearance. 
(b) Using as little new ma- 
terials as possible. 


(c) Bringing to the atten- 
tion of the general pub- 
lic the pressing need of 
conserving and salvag- 
ing paper products. 
Organizing _ effective 
training programs in 
their own stores to 
bring about maximum 
conservation. 

(e) Taking the most active 
possible part in their 
own community’s sal- 
vage campaign. 

Food retailers are asked to 
go a step further and request 
all customers to bring their 
own shopping bags. Retailers, 
their employees and their fam- 
ilies should also follow this 
plan in their own food shop- 


ping. 
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IT CAN BE 
POSTWAR — 
BUILDING 


— If You Have the Lockwood 
Builders’ Hardware Franchise 


Your big share of Postwar Builders’ Hardware business isn’t just 
going to fall into your cash register. You’ll have to be set for it 
... sold on its potentialities .. . and ready. 

Merely stocking a good line of Builders’, Hardware won’t bring 
you volume sales. Lockwood has proved that you need an out- 
standing line, exclusive representation, scientifically bal- 
anced stock for quick turnover, sure-fire stock and display 
methods and a simple, effective record system. 

What you can do in:sales and profit in Builders’ Hardware and 
associated lines — and how you can do it — are explained in our 
new Franchise Plan Portfolio. Available to you if your territory 
is open for a Lockwood Franchise. 


START GETTING READY — 
MAIL THE COUPON 


LOCKS I USE 4 ; 


HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG. MASSACHUSETTS 
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HOW MUCH 


BUSINESS 
IN A NEW $5,000 HOUSE? 


Every Lockwood Franchise dealer knows exactly 
what to sell for the new $5,000 house ... a good 
minimum, for example, is based on Finish Hardware, 
Rough Hardware, Cabinets, Garage Doors, Coal 
Chutes, etc. Package Receiving Boxes, Paint, Fix- 
tures, Chimes, etc. . .. How much in dollars? What 
other business is salable? What is the best way to 
sell? The new Lockwood Franchise Portfolio will tell 
you. 


YOU'LL FIND THE 
ANSWERS HERE 


LOCKWOOD HARDWARE MFG. CO. 

Fitchburg, Mass. 

Please arrange to have your representative call with 
your Lockwood Franchise Portfolio as advertised 
in Hardware Age. This request will place me under 
no obligation, of course. 


RS eat 5 TREE RE en Se Se , 


NOTIONS 92 53ccsedaiasuccsadvesssséatuneeceacssdbssasiecss 











“They shall beat their swords into ploughshares, 


The exterior designed by Silverman and Levy shows a wide expanse of plate glass front window. Glass blocks 
along the side of the store provide for added illumination. Note the side street show case for the display of tools. 


Hardware Age 


Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


A Glimpse of t 


; ie hardware shop 


of the future will have an opened 
up front, putting the entire 


shop on view from the street. 
says the Pittsburgh Plate Glass 
Company. Pittsburgh, Pa. This will 


This store's interior, showing the entrance to a glass-enclosed area for garden tools and furniture. 


be achieved by the use of large 
areas of plate glass windows 
and wide entrance doors of clear 
plate glass. The display windows 
will have little or no backing so 
that a shopper on the sidewalk 
may see beyond into the shop. 
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and their spears into pruning hooks.”.... ii, 4; Michah, 1v, 3 








The exterior designed by Holabird and Root is covered with gray structural glass while the t i 
cks glass. The large lettering is made of glass shapes lighted from behind to provide for yp Pacnent ae 


the| Post-War Hardware Store 


Post-war competition will be keen 


rge The herculite doors, specially tem- . 
ws pered for strength, are highly re- and the dealer who is ready with 
“ar sistant to impact and shock. The . : . 
ne penis As ae aly aaliyah his plans for store modernization 
so for special displays. These clear will be ina position to meet it 
Ik glass doors, in fact, create an ex- 
Pp. tra display window which is to be 

desired. , 

Hardware retailers might look them for sale right there and then. _ tects of the country were commis- 
upon the modern, opened up store ‘The cost of this “billboard” can __ sioned by the above company, 
front as a billboard—and a very __ be charged off as “billboard point makers of glass, metal and paint 
good billboard—inasmuch as it of sale” advertising over a period _ products, to submit their designs 
displays the actual products them- _ of a very few years. of various types of stores. The 
selves and, what’s more, displays Recently 20 of the leading archi- _—_ architects were given a free hand 








In this store’s interior everything may be seen easily and comfortably. It’s easy to orient oneself here. 
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but the results were remarkable in 
the unanimity of their opinion 
that the post-war store will be one 
huge display window via the use 
of large areas of transparent glass. 

Pictured herewith are two of the 
designs of hardware stores, one by 
the architects, Silverman and 
Levy, and the other Holabird and 
Root. 

Silverman and Levy say of their 
design that it “is based upon the 
avoidance of sight barriers be- 
tween the interior and exterior 
and an attempt to create display 
of merchandise under the condi- 
tions of actual use. Toward this 
end, the large street window allo- 
cated to seasonal exhibits is en- 
tirely glass enclosed and incor- 








Interior plan of the 
Holabird and Root 
store: 


1—Receiving and 
marking. 
2—Wrapping table. 
3—Metal stock and 
work room. 
4—Work bench. 
5—Office. 
6—Toilet. 
7—Delivery window. 
8—Plated fittings. 
9—Plumbing. 
10—Linoleum. 
11—Wallpaper. 
12—Oilcloth. 
13—Electrical. 
14—Homecratft tools, 
garden imple- 
ments. large mer- 
chandise. 
15—Housewares. 
16—Smali items. 
17—Refrigerators. 
18—Tools. 
19—Hobbies. 
20—Seasonal items. 
21—Promotional 
merchandise. 
22—Stoves, etc. 
' 23—Paints. 
24—Cutlery. 
| 25—Display. 
| 26—Overhang. 
| 27—Sidewalk. 
| 28—Stairway. 


porates glass panels at the ceiling 
for the introduction of natural 
daylight. Daylight illumination 
also is obtained within the store 
through glass blocks placed above 
the stock cases. 

“A feature of the design is the 
merchandising of garden tools and 
garden furniture in the area indi- 
cated. This space would be treated 
informally with planting, flag 
stone floor and similar rustic ma- 
terial, and protetted from the ele- 
ments by glass walls and roof.” 

The exterior drawing shows the 
wide expansion of plate glass in 
the front window with the wall 
side paneled with mirrors. The 
front is flanked with wide columns 
of Carrara glass. Note the side 


Floor plan of the Silverman and Levy store: 1—Street display; 
2—Interior display: 3—Hardware sales; 4—Electrical equipment: 
5—Garden tools and furniture; 6—Stock room and deliveries. 











street show case for tools. The 
interior view shows the entrance 
to the glass enclosed area for the 
display of garden tools and fur- 
niture, as well as alternate plate 
glass recessed and out-in-the-open 
shelves. 

The Holabird and Root draw- 
ings show a hardware store in a 
shopping area in an American 
city, serving people of low and 
average income. It is as simple 
and direct as all the tools, house- 
hold goods and machinery it sells. 
This simplicity and directness ap- 
plies to the exterior as well as the 
plan. 

The exterior face on the build- 
ing line is covered with gray 
Carrara structural glass. The soffit 
and sides are cream Carrara. The 
base and two remaining vertical 
surfaces on either end will be 
black Carrara. The rest is plate 
glass with herculite doors. Pittco 
metal store front mouldings are 
used throughout. The large letter- 
ing made up of glass shapes with 
light behind is for distance read- 
ing. Smaller lettering at the sides 
and over the entrance is for a 
closeup view. 

The large exterior overhang. 
Holabird and Root point out, mini- 
mizes the reflection in show win- 
dows and gives ample opportunity 
for comfortable sheltered window 
shopping in bad weather. The 
ceiling, being on the same level 
outside and inside, gives the store 
itself the same importance as the 
show window. ° There is no bar- 
rier between the exterior and the 
interior. 

“In the interior,” say the archi- 
tects, “no frills keep the customer 
from orienting himself and seeing 
everything easily and comfortably. 
The round and rectangular dis- 
play counters can be moved at 
(Continued on page 94) 
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This attractive display of china and glassware is located near the front of the store. 





Ven George A. 


Essig of St Charles, IIl., enlarged 
his china, glassware and gift de- 
partments during wartime to com- 
pensate for appliance and other re- 
stricted articles volume, it proved 
to be an excellent measure. Vol- 
ume on these lines doubled in a 


China and Glassware Attract 


| E S 
, g 


very short time, with women from 
near and far coming to the store 
to select china, glassware and pot- 
tery items. 

Here is a store which takes 
great pride in neatness of display. 
Ray Essig, son of the. owner, and 
his staff spend a great deal of 
time making the store and stock 
spick and span—and this policy 


Attractive displays, neatness and 


good merchandise build feminine 


business for St. Charles, IIl., firm 
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pays dividends. The store is a 
delight for any woman to visit, 
and the stock is plentiful and 
varied despite war-time buying 
difficulties. 

Ray Essig says that the store 
does a fine china business on about 





ON AVAILABLE GOODS 















12 patterns which range in price 
from $8.50 and up. Popular 
priced sets are those at $18.79 and 
$25.79. The dinnerware is kept 
in a display case up near the front 
of the store. Mr. Essig finds that 
by displaying the various pieces 
so that they can be seen, rather 
than in the stacked manner, that 
the china gets more attention from 
women shoppers. 


Post-War Expansion 


This store has had such excel- 
lent results with china and allied 
lines during wartime, that the lines 
will be expanded in the post-war 
era. 

Separate display areas are de- 
voted to a showing of glassware 
and gifts. These lines are dis- 
played on separate aisle tables near 
illumination. The heavier items, 
such as glass cooking ware and 
various mixing bowls are dis- 
played in separate aisle tables near 
the glassware and gifts. There are 
four of these small tables through- 
out the department and they take 
care of considerable extra mer- 
chandise and account for numer- 
ous additional sales. The tables also 
have a lower level on which sur- 
plus merchandise can be stored in 
an attractive manner. The use of 
these tables gives the Essig store 
a complete china, glassware and 
gift department with plenty of eye 
appeal for women customers. 





Glassware is one of the first things that meets the eye 
as the customer enters the store and walks to the rear. 


Cookie jars and other colored 
pottery are displayed in wall 
shelves and are also featured occa- 
sionally on the small aisle tables. 
These items have proved to be very 
good sellers and move especially 
well as gift items during the Christ- 
mas season and at Mother’s Day. 
The woman who receives an at- 
tractive cookie jar from this store 
is certain to tell her friends about 
it, with the result that the store 
gains new customers. 

“We are keying our store more 





Looking from the back of the store toward the front gives 
one an excellent idea of the extent ef this department. 
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and more toward the women’s 
trade,” states Ray Essig. “That 
is one reason why we take pains 
to stock good merchandise and 
display it well and keep our store 
extra clean. This policy pays divi- 
dends.” 

Window displays of china, 
glassware and gifts bring in many 
customers. Newspaper advertising 
is also used occasionally with good 
results. 


Work Clothes Popular 
With Both Farmers 
And Hunters 


HE hunter and fisherman and 

the farmer who must work out- 
doors in all kinds of chilly weather 
buy heavy red mackinaws and wool- 
en shirts, according to Raymond 
Goodall, owner of Goodall’s Cash 
Hardware, Harvard, Ill. 


Mr. Goodall put in a line of mack- 
inaws and shirts about two years ago 
and found that farmers bought them 
as readily as did hunters. The mack- 
inaws sell for $19.95 and the shirts 
for $6.95. After the war, he plans to 
enlarge his stock of such clothes to 
appeal to both classes of trade. 

In addition, Mr. Goodall sells can- 
vas and leather gloves for men, 
women and children, and finds that 
he has many town and rural custom- 
ers for these items. Hardly a far- 
mer comes to town but what has 
need of an extra pair of canvas or 
leather work gloves. 
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N, matter if it’s an 


electric fence controller or a milk- 
ing machine, the service shop of 
the Decker Hardware, Inc., Austin, 
Minn., can handle the repair, and 
this sort of service is building con- 
siderable volume as well as good 
will for the store in this city of 
12,500. 

Ed Kehret, manager of the store 
and part owner, declares that this 
service shop has done its share in 
the past few years in helping 
farmers keep up food production 
and also in maintaining civilian 
morale. In addition to electric 
fence controller, milking machine 
and other repairs, the department 
also handles washing machine, 
vacuum cleaner and small appli- 
ance repairs. 

Mr. Kehret himself is able to 
handle many repairs and he also 
has a helper who is kept busy turn- 
ing out repairs of various sorts. 
In the case of milking machines, 
some of this servicing is done right 
out on the farms. 

The average farmer comes to 
town once or twice a week for 
poultry and livestock feed and 
other supplies and, therefore, can 
bring in his milking machine part 
or washing machine and pick up 
the items when they have been re- 
paired. 

The service shop in this store is 
located at the rear of the building. 
with several large benches handy 
for repairing purposes, as well as 
a fine selection of proper tools. 

“This service shop is an impor- 
lant part of our wartime pro- 
gram,” states Mr. Kehret.“ Through 
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Austin, Minn., Firm is equipped to 






Decker’'s Service Shop a Boon 
To the Local Farmers 


handle all types of repairs and 


is building good will and profits 




















Milking machines in need of repairs form another source of revenue. 


it we are not only able to make a 
profit on the work done, but we 
are able to contact many towns- 
people and farmers regularly. 
“These contacts are going to be 
very valuable indeed when we can 


sell new appliances in volume after 
the war. We already have a splen- 
did prospect list of folks who want 
such appliances. These have been 
gained largely through our service 
work.” 
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More Liberal WPB Policy 


Order aims toward reconversion. Priorities Reg. 25 will 
enable manufacturers making affected lines to appeal 
to local WPB offices for permission to exceed restrictions 
subject to labor, materials, facilities which do not inter- 
fere with war effort. Lifting of ban may not have much 
of an immediate effect on production of civilian goods 
but will provide blueprint for orderly conversion to 


peacetime manufacture. 


\ \ PB has finally taken 


the first big step toward eventual re- 
conversion of American industry with 
the issuance of Priorities Regulation 
25, effective Aug. 15. This is the so- 
called “spot authorization” order, 
which will allow WPB field offices to 
grant permission to manufacturers 
to produce hundreds of hitherto pro- 
hibited civilian items, provided mate- 
rials, manpower and facilities not 
needed for war production are avail- 
able. However, applications from 
manufacturers employing more than 
250 workers, and those in critical 
and acute labor areas employing 
more than 50 and 100 workers, re- 
spectively, will be filed in Wash- 
ington. 

To insure the availability of ade- 
quate manpower for necessary war 
work the War Manpower Commis- 
sion has been given virtual veto 
power over any increased produc- 
tion of new items, and for this rea- 
son reliable WPB officials do not be- 
lieve that the effects of PR 25 will 
be felt immediately. However, there 
is unanimity of opinion that when 
war contracts are cancelled in large 
quantities PR 25 will provide the 
necessary blueprint for orderly con- 
version to peacetime manufacture. 


War Production Cut 


WPB Chief Donald Nelson in an- 
nouncing the new plan estimated 
that war production would be cut 
back 40 per cent with the fall of 
Germany, making possible a 30 per 
cent increase in the production of 
civilian goods, approximately up to 
the level of 1939. Until Germany is 
defeated only relatively simple items 
and in limited quantities will be 
made under the new order. 

The order conforms to the recent 
ruling of War Mobilization Director 
James F. Byrnes, prohibiting in- 
creased civilian production in classi- 
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fied areas where it has not been as- 
certained that labor for such activity 
is available. 

Instructions have been issued to 
the WPB field offices that increased 
civilian production may not be au- 
thorized until such time as labor 
checks have been made and the area 
representative of WMC has certified 
in writing that the increased manu- 
facture of civilian goods will not in- 
terfere with either local or inter- 
regional recruitment of labor for 
war production. 

For example, if “X” company has 
finished its war contracts and has 
adequate facilities, manpower and 
materials available for the manufac- 
ture of any items permitted under 
the new orders and his application 
for such production has been ap- 
proved by WPB it still might be im- 
possible for the company to swing 
into production of their normal 
peacetime products. For, if “A” 
company in the same community or 
in the immediate regions requires 
the manpower that has become avail- 
able by means of the termination of 
war contracts held by “X” the local 
WMC office would undoubtedly re- 
fuse to certify the application to pro- 
duce civilian goods, filed by “X”. 

Since new supplies of materials 
and components in any appreciable 
quantity will not be available until 
war production programs are re- 
duced the immediate production that 
will result will come mainly from 
the use of materials and components 
in idle and excess inventories. It is 
not expected that production will 
result in any volume until new sup- 
plies are made available as a result 
of new cutbacks and terminations of 
war contracts. 


Other items to be added to 
list when possible, says WPB. 


Manufacturers desiring to make 
civilian items should file two forms 
with their nearest WPB field office. 
One form (WPB-4000) is an appli- 
cation for authorization and mate- 
rials to carry on production, while 
the other (WPB-3820) revised re- 
quires information concerning labor. 

Applications may be made only to 
manufacture products covered by 
WPB orders which specifically per- 
mit such application, or for permis- 
sion to manufacture products which 
are covered by orders which are 
listed in Direction 1 to PR 25. 

Products of interest to the hard- 
ware trade and covered by the fol- 
lowing list of orders are subject to 
the spot authorization procedure. 
Relief from provisions of the orders 
will be granted under the spot pro- 
cedure only to the extent that they 
prohibit or limit production, other 
provisions of the orders will remain 
in effect. However, many of the 
“L” orders are to be amended to 
achieve better cohesion with the spot 
procedures. The following are the 
orders applying specifically to items 
which are handled by the hardware 
trade: 


Orders Applying to Hardware 


L-5-c, domestic mechanical refrig- 
erators, except electric; L-6, domes- 
tic laundry equipment, except wash- 
ing machines; L-7-c, domestic ice re- 
frigerators; L-18-b, domestic vacu- 
um cleaners; L-23-b, domestic elec- 
tric ranges; L-28, incandescent, 
fluorescent and other electric dis- 
charge lamps; L-30-a, galvanized 
ware and nonmetal coated metal 
articles; L-30-b, enameled ware; 
L-30-c, cast iron ware; L-30-d, mis- 
cellaneous cooking utensils and 
other articles; L-30-e, aluminum 
cooking utensils, kitchen and house- 
hold ware; L-33, portable electric 
lamps and shades; L-36, umbrella 
frames; L-52, bicycles and bicycle 
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parts; L-62, metal household furni- 
ture; L-65, electrical appliances; 
L-65-a, electric irons; L-67, lawn 
mowers; L-71, dry cell batteries and 
portable electric lights; L-73, office 
supplies; L-92, fishing tackle; L-93, 
golf clubs; L-98, domestic sewing 
machines; L-104, metal hair pins 
and metal bob pins; L-136, church 
goods; L-140-a, cutlery; L-140-b, 
flatware and hollow ware; L-176, 
domestic and commercial electric 
fans; L-227, fountain pens and 
mechanical pencils; L-275, alarm 
clocks; L-308, domestic food de- 
hydrators; L-257, farm machinery 
and equipment and attachments and 
repair parts, except tractors; L-55, 
shotguns; L-23-c, domestic cooking 
appliances and domestic heating 
stoves; L-42, plumbing and heating 
simplification; L-74, oil burners; 
L-75, coal stokers; L-173, oil and 
gas burning space heaters; L-182, 
commercial cooking and food and 
plate warming equipment; L-185, 
water heaters; L-187, cast iron boil- 
ers; L-199, plumbing and heating 
tanks; L-248, commercial dishwash- 
ers; L-190, scales, balances and 
weights; L-325, 35 mm. motion pic- 
ture projection equipment and ac- 
cessories; and L-201, automotive tire 
chains, tractor tire chains and chain 
parts. 

Just how great an increase of 
these items can be obtained through 
use of idle and excess inventories 
and small amounts of aluminum to 
be released cannot be adequately de- 
termined. 


Excess Stocks of Metal 


WPB Chairman Donald Nelson 
has estimated that 3,000,000 tons of 
steel and substantial quantities of 
copper are now available as idle and 
excess stocks. Aluminum supplies 
are plentiful and are expected to 
increase. 

From the above list, electrical ap- 
pliances poses a difficult problem. 
Those requiring small fractional 
horsepower motors, fans, mixers, 
etc., eannot be made at present, due 
to the severe shortage of needed 
types of motors. Backlogs on such 
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motors are increasing weekly. Appli- 
ances, which do not require motors, 
will very likely reappear first. 

Alarm clock production has been 
increasing and is expected to con- 
tinue to do so. At present manufac- 
turers are producing all the civilian 
clocks possible and WPB is willing 
to allot all necessary material to en- 
able the plants to achieve maximum 
output for civilian use, but until war 
orders are terminated nothing like 
normal peacetime use can be ex- 
pected. 

Items, for which standards are 
specified by WPB orders, such as 
plated flatware, and definitely war- 
time models, will continue to be 
made under such specifications for 
the life of the limiting order, or un- 
til the order is amended to drop the 
specifications. 

Conservation orders controlling 
the use of aluminum, magnesium, 
copper, quartz crystals, iron and 
steel, lead and zinc are also subject 
to the spot procedure. Until they 
have been amended, the new proce- 
dure grants relief only from the 
prohibitions against the use of 
materials. 


Other Items to Be Added 


WPB has promised that other 
items will be added to the permitted 
list as rapidly as possible. WPB 
will also give a preference rating of 
AA-5 to get materials for the pro- 
duction of items, which the Office of 
Civilian Requirements deems essen- 
tial to the civilian economy, pro- 
vided the other conditions of PR 25 
have been met. This essentiality list 
covers the following: 

L-5-c, domestic mechanical re- 
frigerators (all items except elec- 
tric); L-6, domestic laundry equip- 
ment (all items except washing ma- 
chines); L-18-b, domestic vacuum 
cleaners; L-23-b, domestic electric 
ranges; L-23-c, domestic cooking 
appliances and domestic heating 
stoves; L-30-a, galvanized ware and 
non-metal coated metal articles, in- 
cluding ash cans, utility and wire 
picking baskets, coal hods, diaper 
pails, funnels, garbage cans, garbage 


can liners, oil cans, pails and buck- 
ets, step-on pails, wash boilers, wash 
tubs; L-30-b, enameled ware, in- 
fants’ enameled bathtubs, all types 
household coffee makers (except 
electric) all types, sizes and mate- 
rials of cooking utensils, dinner 
pails, dishpans, double boilers, fry- 
ing pans, covered kettles, dry and 
liquid household measures, perco- 
lators, all sizes saucepans, surgical 
and medical instruments and equip- 
ment and tea kettles; L-30-c, cast 
iron ware, cooking utensils and sad 
irons; L-30-d, miscellaneous cook- 
ing utensils and other articles, in- 
cluding can openers, step-on cans 
and liners, hand food, meat, onion 
choppers, clothes pins, diaper cans 
and pails, dish drainers, drip pans, 
dustpans, egg-beaters, flour sifters, 
frying pans, wire garment hangers, 
insecticide spray guns, commercial 
and household juice extractors, 
kitchen tools, lunch boxes, mop 
wringers, bottle, can, jar openers, 
dust pans, household, baking, drip, 
pie, cake, roasting pans, pot scour- 
ers, insecticide spray guns, spatulas, 
basting, cooking, mixing, measuring 
spoons, stirring spoons, coffee, tea, 
food, fruit, vegetable and jelly 
strainers, carpet sweepers, vacuum 
bottles and *wash boards; L-52, bi- 
cycles and bicycle parts; L-65, elec- 
trical appliances, including domestic 
dishwashers, commercial food prepa- 
ration electric appliances, electric 
and hand hair slippers, space and 
electric heaters, electric heating 
pads, automotive, refrigeration, do- 
mestic and electric appliances repair 
and replacement parts; L-65-a, elec- 
tric flat irons; L-67, lawn mowers; 
L-68, closures and associated items; 
L-73, office supplies; L-74, oil burn- 


‘ers; L-75, coal stokers; L-98, do- 


mestic sewing machines; L-104, 
metal hair pins and bob pins; L-136, 
church goods; L-140-a, cutlery; L- 
140-b, flatware and hollow ware; 
L-176, domestic and commercial 
electric fans; L-190, scales, balances 
and weights, except coin operated 
scales; L-201, automotive _ tire 
chains, tractor tire chains and chain 
(Continued on page 29) 
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Chinaware is displayed in two ways in this store. Here we 
see it attractively shown to the customer on slanting wire racks. 


Sales of China, Glassware and Gifts 


Mahler Hardware Co. of Faribault, 
Minn., decides to feature line in 
a permanent, up-front department 


, stocked china, 


glassware and gift department has 
practically doubled the volume in 
the line during wartime for 
Donald E. Mahler, Mahler Hard- 
ware Co., Faribault, Minn. and 
has done much toward replacing 
appliance volume. This firm's 
stock of china is impressive and 
when a housewife enters the front 
door her attention is immediately 
attracted by the fine arrangement. 
Mr. Mahler devotes the first two 


center tables as well as the two 
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front sidewalls to a showing of 
china and glassware and gifts and 
this sort of an arrangement ap- 
peals to the many women cus- 
tomers. 

“Our china and glassware de- 
partment goes over very well with 
local women,” says Mr. Mahler. 
“We try to keep it well stocked 
and our displays are always clean. 
We believe in giving them pienty 
of items to inspect when they 
come into the store and this al- 
ways promotes more sales.” 

This store does most of its 
husiness on about 15 patterns. Two 


ways of displaying china are 
used. The slanting, wire rack 
method is used and also the mass 
display technique. On some tables 
the two types are combined to 
make. a very effective showing. 
Glass shelving is also employed on 
a few of the tablés to give a touch 
of variety in the display, and this 
feature attracts many women shop- 
pers. 

China priced from $4.95 and 
up is in excellent demand at this 
store with $15.00 being a popular 
price on sets of 32 pieces or more. 
Farm families in this area usually 
buy one or more sets containing 
numerous pieces. They also buy 
a few mixing bowls, cake plates 
glasses and items of that nature. 
Replacement stock is frequently 
called for by farm women, and the 
Mahler store carries a large stock 
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Here is an illustration of the second method—that of a mass 
display. Most of the business is done in about 15 patterns. 


oubled During Wartime 


vf such items for this purpose. 
As a result, farm women from 
considerable distances come to bay 
at this store, for the word has got- 
ten around that a good wartime 
stock of china is carried. 

Plain and colored pottery, as 
well as ovenware is given fine dis- 
play and is extremely popular. 
states Mr. Mahler. Women are 
especially anxious to make their 
kitchens and dining rooms attrac- 
tive and pleasant and colored pot- 
tery helps to achieve that goal. 

One display table at the store 
shows an array of mixing bowls, 
pictures, lamps, globes, placques 
and some glassware, while the be- 
low counter shelves carry surplus 
stocks of these items. Women find 
many items at this table that fit 
well into the home decoration 


(Continued on page 94) 
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Figurines, glassware and novelties are shown along the sidewall. 
Pictures, shown at a high level, also attract numerous customers. 
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Late September-Heaters, Insulation 
And Fall Harvesting Needs 
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HEATER 
WINDOW 


MERCHANDISE: 
Coal, wood, gas, and 
oil heaters, stove 
Pipe, elbows, floor or 
wall thimbles, pipe 
collars, flue _ stops, 
coal hods, wood bas- 
kets, pokers, fire 
shovels, stove pipe 
wire, soot destroyer. 


BACKGROUND: 
Center panel of dark 
brown corrugated 
board or painted 
wallboard. Side 
panels of bright red. 
Cut-out letters in 
bright red. 


FALL 
HARVESTING 
NEEDS 
WINDOW 


MERCHANDISE: 
Canvas gloves, bind- 
er twine, rubber 
belting. canvas belt- 
ing. husking pegs. 
rope, barbed wire, 
corn knives,  bat- 
teries, etc. 


INSULATION 
WINDOW 


MERCHANDISE: 
Several bags of in- 
sulation. One bag 
should be open and 
contents spilled 
through the display. 


BACKGROUND: 
Center panels of 
dark brown corru- 
gated board or pzint- 
ed wallboard. Side 
strips of red. Cut- 
out letters in red. 
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Gentlemen. we'd like to 
break some news... 
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or. THE FAMOUS long-range Remington shot shells that you YES, and when we decided on that new, easy-to-remember 
and your customers have known as Remington Nitro name for these shells (remember, it’s simply Remington 

rk P Express have a new name now ... Remington Express. Express), we also decided on a new, easy-to-recognize 

xd But they’re the very same superb shells now that they box ...a box that you and your customers will always 

id were before . . . with high brass heads, Kleanbore prim- be able to identify by its brilliant color scheme and 

le ing (exclusive with Remington, of course) and many distinctive white lettering. And... 

. other quality features. 

i 


HERE IT 1S. Take a good look at it, 
please. That bright red end panel 

3 will be a familiar sight on dealers’ 
shelves ... in time. Right now, of 
course, we’re turning most of our 
energies to making great quanti- 
ties of military supplies. We’re 
making only a limited number of 
Remington Express shells for essen- 
tial civilian use . . . and it may be 
some time before even these all 
appear in the new box. So please 
accept (and ask your customers to 
accept) Remington Express shells 
for a while in either the old or the 
new box. In either box they’re the 
same hard-hitting favorites that 
shooters have been so enthusiastic 
about for years. 





Remington, 


[f it’s Remington—it’s Right! 


and that isn’t all... 











‘This is new, too! 


We’ve also designed this attractive 
new package for Remington Shur Shot 
shells, long-time favorites among your 
customers for upland game. These are 
still the same fine, economically priced 
shells that they were before . . . with 
exclusive Kleanbore priming and pro- 
gressive burning powder. Only the 
package is new . . . and you'll recog- 
nize it by the green end panel with 
white lettering. 








...and here are a few things to remember about these 
Remington cartridges you'll be selling again! 





y BIG GAME CARTRIDGES 
with Core-Lokt bullets are favor- 
ites among big game hunters every- 
where, and for many very good rea- 
sons. They hit like a ton of bricks. 
Controlled expansion keeps the bul- 
let all in one piece for greater effec- 
tiveness. And their Kleanbore prim- 
ing means that they won’t rust or 
corrode rifle barrels. 





a REMINGTON PISTOL CARTRIDGES are 
noteworthy among your local pistol 
shooters for their accuracy and de- 
pendability . . . logical reasons why 
they’re chosen by law enforcement 
agencies and pistol teams every- 
where. These cartridges, too, have 
the famous Kleanbore priming .. . 
an exclusive feature, as you will re- 
member, of Remington ammunition. 


35 REMINGTON HI-SPEED 22's with 
Kleanbore priming are, of course, 
famous among your customers as 
one of the biggest little cartridges 
ever built. Remington Hi-Speed 22 
bullets travel faster than sound, and 
on a flatter trajectory than ordinary 
speed bullets. And if it’s power that 
you want... they’ll smash through 
seven 7;’’ pine boards! 


Remington, 


Remington Arms Company, Inc., Bridgeport 2, Conn. 


Kleanbore, Nitro Express, Shar Shot and Hi-Speed are Reg. U. S. 
Pat. Off.; Core-Lokt is a trade mark of Remington Arms Co., Inc, 
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Job-Makers and Job-Seekers 


“Scarcity of jobs is a symptom, not a cause. 
There is plenty of work to be done—the new 
technology. new raw materials and new pro- 
ducts and the unsatisfied human demands, the 
latter in terms of both deferred demand and 
low standard of living of many people. The 
problem is to get the economic machine off 
dead center by harnessing proper incentives.” 


By EMERSON P. SCHMIDT 
Director, 
Economic Research Department, 
Chamber of Commerce of the U.S.A 


| we sought 


“prosperity.” Today the talk is in 
terms of “full employment” and 
“jobs for all.” 

This is more than a change in 
terminology. The new emphasis 
arises from a deep-seated conviction 
that we are passing through (or 
into) one of the great social crises 
of history. This crisis began with the 
last World War and now is eoming 
to its peak. The shift in terminol- 
ogy is associated with great social 
and political restlessness, the rise 
of new pressure groups and de- 
mands from the masses. 


Shortage of Job-Makers 


Until recent years, we have as 
sumed that, if business has incen 
tives to produce and expand, jobs 
and mass incomes automatically fol- 
low. In the 1930's, for the first time 
in our history, we reversed this proc- 
ess and tried to correct the imbal- 
ance between the supply of and the 
demand for labor by giving labor 
more power and shearing the job- 
creator of his prestige and power. 
Just at a time when we had a great 
surplus of job-seekers and a short- 
age of job-makers, we tried to create 
equilibrium by making the life of 
the job-maker tougher and more un- 
pleasant and the life of the job- 
seeker easier and more pleasant. 
Little wonder that we ended the dec- 
ade of the 1930’s with a surplus of 
job-seekers and a shortage of job- 
makers. 

Job-making must become recog- 
nized as a noble and meritorious 
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function. Otherwise, those of us de- 
pending on jobs won’t have them in 
sufficient volume. 


Full Employment? 


A free society in which the indi- 
vidual can spend or hoard his in- 
come, can hoard or invest his sav- 
ings. is to some extent an unstable 
society precisely because it is a free 
society. We could have full employ- 
ment and security by abolishing the 
iree choices of labor, consumers and 
investors. Will our demand for se- 
curity and full employment drive us 
to adopt methods which will destroy 
this freedom? Europe is full of peo- 
ples who placed security above free- 
dom. Our problem is to maximize 
both freedom and security without 
destroying one or the other. This is 
a much tougher assignment than is 
commonly realized. 

Freedom of enterprise involves the 
right to succeed if one can and to 
fail if one cannot. Normally, 400,- 
000 business concerns go out of busi- 
ness annually. Competition, which 
we want, may liquidate a competitor. 
and this involves job losses. The ebb 
and flow of the seasons means sea- 
sonal unemployment both because 
of nature and because of human na- 
ture. The volume of crops changes 
from year to year. A dynamic, free 
society involves some insecurity for 
the worker, the investor and the 
businessman. 

It has been estimated that even 
if we had an average of only 2,000.- 
000 unemployed throughout the 
year, we would still have 8,000,000 
or 9,000,000 different persons who 
would not be fully employed 





EMERSON P. SCHMIDT 


throughout the year due to normal 
turnover, temporary layoffs and the 
like; only 75 per cent or 80 per cent 
of our work force would have em- 
ployment throughout the whole year. 

Thus, if we insist on “full employ- 
ment” for all at all times, we are 
setting up a very difficult goal and 
raising false expectations. A more 
reasonable demand would be the 
avoidance of mass . unemployment 
but, to date, no modern, free indus- 
trial society has continuously at- 
tained this goal. Only primitive agri- 
cultural societies and modern dicta- 
torship, such as Germany and Rus- 
sia, have approached it. 

Are we prepared to abandon a 
number of essential features of our 
present economic system in order to 
avoid all unemployment? This is 
one of the hard choices facing us in 
the post-war world. 


Social Security 


Assuming ‘that we are net pre- 
pared to sacrifice the freedom of la- 
bor, consumer and investor in order 
to prevent all unemployment, we 
have, however, at our disposal an- 
other tool for mitigating the hard- 
ships of such unemployment as is 
unavoidable—namely, social secur- 


33 











ity. The modern conception of so- 
cial security is that it should provide 
a basic layer of minimum protection 
against the major economic hazards 
of life. 

While for the individual these 
hazards are unpredictable, for the 
mass they are predictable within 
some broad limits. By collecting 
premiums from the employed and 
their employers, funds are set up for 
the purpose of spreading income 
more evenly over time. 

How far a society can go in com- 
mitting itself in assuring such a 
basic layer of protection for all per- 
sons whenever they are confronted 
with job and income losses is still a 
matter of experimentation. Society 
receives no current product for so 
cial security payments. Social se- 
curity can never be a substitute for 
productive employment. Beveridge 
has repeatedly pointed out that his 
scheme, under which unemployment 
benefits would be paid so long as the 
worker is unemployed, could never 
stand up if unemployment were to 
exceed about 81% per cent over the 
years. In spite of this unknown, 
much is to be said for a social secur- 
ity program which provides this min- 
imum layer of protection; but it 
should be so designed and admin- 
istered that everyone is given a max- 
imum incentive to supplement such 
security through his own thrift. 
home ownership, avoidance of ex- 
cessive indebtedness and the like. 
Furthermore, employers can do 
much to make their operations more 
depression-proof and regular. 

A country as productive as ours 
should never allow anyone who is 
able and willing to work to suffer. 
Social security is the modern inven- 





tion for spreading income more even- 
ly over time; businessmen devoted to 
our freedoms (including free enter- 
prise) and recognizing that our eco- 
nomic system involved periodic job 
losses should be the first to advance 
sound ideas on social security as one 
of the insurances of society itself. 

But if social security diverts our 
attention from the main task of cre 
ating productive employment it will 
do more harm than good. 


Fifty-Six Million Jobs? 

We are repeatedly being told that 
we must provide 56,000,000 jobs in 
the post-war. This figure raises a 
false objective. Some 10,000.000 of 
these people are engaged in agri- 
culture. We don’t have to find job- 
for them. Many more millions are 
self-employed. Other millions are 
business executives. Millions more 
are engaged in the government ser- 
vice. This clearly reduces the mag 
nitude of our problem. 

But whether the figure is 5.000.- 
000 or 25,000,000 jobs does not 
change either the essentials of the 
diagnosis of the problem or the rem- 
dies to be found. So long as we 
have unemployed capital and unem- 
ployed workers and at the same time 
have not attained a desired stand- 
ard of living, there cannot be any 
genuine shortage of jobs. If there 
is an apparent shortage, it merely 
means that we have not had the wit 
to furnish job-makers with the ne- 
cessary incentives to bring together 
the surplus capital and the surplus 
labor or to create the necessary eco- 
nomic and political climate. 

It is not the function of the busi- 
nessman to create jobs. Grandfather 
does not smoke a cigar to give the 
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cigar-maker a job. Jim, the garage 
man, does not open a garage to pro- 
vide jobs for mechanics. Business- 
men open a business just as a work- 
er enters a steel mill—in order to 
make a living or secure a return on 
an investment. While there has been 
much loose talk with regard to the 
responsibility of businessmen to cre- 
ate jobs, this is a dangerous and 
spurious illusion. We urge business- 
men to be efficient, which means 
fewer jobs unless accompanied by 
expanding markets through competi- 
tively derived lower prices. No busi- 
nessman has a responsibility to cre- 
ate jobs for the sake of the jobs. 
This would be boondoggling in the 
private sector of the economy. 

To be sure, businessmen as citi- 
zens and as persons interested in 
preserving our freedoms and liber- 
ties must concern themselves with 
the broad private and public policies 
which will encourage high levels of 
production and employment but this 
is quite different from the popular 
and sometimes class-conscious atti- 
tude which puts a special onus of 
job-providing on the businessman. 
The government, the labor and the 
farm leader. as well as the business- 
man, have a high and joint responsi- 
bility for creating constitutional sta- 
bility and those tax, labor and price 
policies which will encourage enter- 
prise and expansion so that an abun- 
dance of job opportunities will flow 
as a by-product of the effective har- 
nessing of incentives. A free enter- 
prise system is one under which free 
men show enterprise. But enterprise 
cannot flourish where extreme un 
certainty and instability prevail. 

Only the expectation of profit= 
will put men to work in self-sustain- 


“Only the expectation of profits will put men to work in self-sustaining jobs.” 
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The No. 741 display— 


Sharpening Stone assortment— 


a cash register ringer! 
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| ae instance, when you sell The ys 10 is 15!4 inches wide, 18 inches ao 8 


a chisel, a plane or any inches deep. Done in four colors it makes a striking, 

edged tool sell a Sharpening sales-impelling display for your tool section or for 

Stone by Carborundum. your window. Glad indeed to send you full particu- 

That's what we mean by pairing up your sales—mak- lars—or ask your jobber. The Carborundun Company, 
ing two sales grow where only one grew before: Niagara Falls, New York. 


And here is a compelling Carborundum Display and 
Assortment that certainly will back you up in such a f 
logical selling program. F} 
It is known as the No. 741 assortment of eight popular 
stones—six of them set in the attractive display fur- 
nished at no extra cost. The assortment consists of 
four combination stones, two fine grit stones and one Sie tins dd estinins to Mae Vets, Chiltan, Wiididahis Deitch. 
in medium grit. Cleveland, Boston, Buffalo, Pittsburgh, Cincinnati, St. Louis, Grand Rapid: 








(Carborundum is a registered trade mark of and indicates manufacture by The Carborundum Company 
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piece construction.—24 gauge gal- 
vanized steel. Built for long use 
and easy handling. Rust resistant. 


| 
| 
! 
Distributed Nationally 
by leading Jobbers 
| 


6 Dozen 

to a Carton 

Quick selling item. Always in | 
demand. 18” long, stamped one 


Prices on Request 


PENN 5-6 Wl Gyorttn 


1825-39 N. Sth Street, Philadelphia 22, Pa. 


PERFECT COTTER PINS 








 recision Manufacturing 


PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and | 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORPPR SOLO COTTER PINS 
PROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION | 


396 Fourth Avenue, New York 16, N. Y. 
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ing jobs. Most production is for an 
expected or a hoped-for market. The 
businessman must get his costs back 
when he sells his product if he is to 
stay in business; if he is to grow he 
must recover more than his costs— 
profits. Profit expectation is the 
activator of our economy. Unrea- 
sonable government controls of busi- 
ness, unduly aggressive unions or 
uncooperative workers, extreme and 
unsettled taxation policy—any or all 
of these may destroy the hope of a 
profit and thereby destroy jobs and 
production. 

The failure to earn a return on 
existing investments inevitably means 
a stagnating economy partly because 
existing job-providing facilities are 
under-utilized and partly because 
current money savings are not con- 
verted into goods and payrolls and 
thus returned to the income stream. 

Individual ‘and business income 
each divide into two streams, (1) 
that used for current operations and 
living and (2) that which is des- 
tined for future use, savings or new 
capital. Unless the combined stream 
flows at an even rate, unemployment 
results. If the outlook for returns on 
existing investments is poor, cur- 
rent money savings will be hoarded 
and will not be returned to the in- 
come stream promptly. Mass un- 
employment is characterized largely 
by the failure to convert money sav- 
ings promptly into goods and ser- 
vices. Not high or low profits should 
be our goal, but we should do those 
things which will maintain profit ex- 
pectations. So long as businessmen 
and investors expect to make profits, 
they will keép their machinery and 
men employed and many of them 
will get into the expansionist mood. 

Furthermore, we have a net in- 
crease in our annual labor supply 
of 700,000 persons; it takes $5,000 
on the average to put one person to 
work. Thus, an expansionist society 
is indispensable for the avoidance of 
unemployment for two reasons: (1) 
money savings must be promptly in- 
vested and returned to the income 
stream and (2) some 13,000 new, 
previously non-existing jobs must 
be created weekly. 

Business confidence, frequently 
the butt of cynical remarks by crit- 
ics of our economic system, is essen- 
tially the conviction on the part of 
businessmen and investors that peo- 
ple generally will spend or invest 
their incomes promptly. Lack of 
confidence is the conviction that peo- 
ple generally will hold back. 

One of the great and insufficiently 
appreciated merits of our constitu- 
tional form of government was that 
the Constitution set down the basic 


rules of the economic game. Inves- 
tors, businessmen and job-makers 
knew where they were at. They had 
no substantial doubts about their 
rights and prerogatives. Failures of 
business or losses of investors were 
largely the result of mismanagement 
and competition and not political 
forces. Today, this same constitu- 
tional framework is wobbling. 

All organized societies must de- 
pend on certain basic rules of the 
game. The rise of dictatorship it- 
self may be viewed as a search for 
authority and stability. Grote, in 
describing Athenian democracy, em- 
phasized the necessity for a “perfect 
confidence in the bosom of every 
citizen, amidst the bitterness of 
party contest, that the forms of the 
constitution will be not less sacred 
in the eyes of his opponents than in 
his own.” 


Exercise in Forecasting 


Every investment, including in- 
vestment in raw materials and pay- 
rolls is an exercise in forecasting. If 
the rules of the game are shifting 
and wobbling such investments sim- 
ply won’t be made. The future is 
clouded. 

This does not mean that we must 
go “back” to the Constitution, but 
it does mean that there must be 
general agreement among substan- 
tially all groups in society as to the 
rules under which we will operate 
our system of division of labor. How 
to restore (1) recognition of the im- 
portance of this point and (2) the 
necessary stability is the central 
problem facing all modern volatile 
democracies. 

If we should be short of jobs in 
the post-war period, the primary rea- 
son will be our failure to get wide- 
spread agreement on this central 
point of constitutional morality and 
stability. The Founding Fathers rec- 
ognized certain inalienable rights as 
a bulwark of organized society. Ap- 
parently, we must relearn this les- 
son. Once we do, other programs, 
also of high importance—such as a 
reasonable and settled labor policy 
and a tax policy which does not 
destroy incentives—will follow more 
or less automatically. 

Scarcity of jobs is a symptom, not 
a cause. There is plenty of work to 
be done—the new technology, new 
raw materials and new products and 
the unsatisfied human demands, the 
latter in terms of both deferred de- 
mand and the low standard of living 
of many people. ‘The problem is to 
get the economic machine off dead 
center by harnessing the proper in- 
centives. 
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We have 2,000,000 employers anx- 
jous to survive and many anxious 
to grow. These are the job-makers— 
they have the know-how, the drive 
and the ambition to expand. Failure 
to expand means that obstacles have 
been thrown into the path. If we 
had 8,000,000 men unemployed and 
then would create the conditions 
which will induce each of these em- 
ployers to put on the average only 
four men on his pay roll, the prob- 
lem of mass unemployment would 
disappear. 

So long as we have unsatisfied 
wants and at the same time have 
unemployed men and capital, such 
under-utilization of our resources 
merely means that we have not had 
the wit to tap the great reservoirs of 
energy and ingenuity which inhere 
in these employment-creating estab- 
lishments. The key to employment 
is the maintenance of profit-expecta- 
tions. This has built America and 
can rebuild our post-war world if we 
give it a chance. Business is highly 
adaptable but it can never adapt it- 
self to constitutional instability 
(rules of the game), to labor in tur- 
moil or to endure unduly burdensome 
taxation or uncertain tax policy. In 
short, the essential ingredients of 
post-war prosperity are readily de- 
finable; the problem is to create 
these essential conditions for indus- 
trial expansion. A wide understand- 
of these essentials will be the best 
way to create them. 













The foregoing has been concerned 
with some of the 
taining prosperity in the post-war 
and has not discussed the steps 
necessary to maintain it. Price infla- 
tion, excessive credit expansion, dis- 
tortions in the price and cost struc- 
ture and unsettled international con- 
ditions—any or all of these may 
bring prosperity to an end. As we 
create expansion we must ever be on | 
guard to prevent distortions and un- | 
settling forces from coming into 
play. Both government and business 
have important roles to fulfill in es- 
tablishing the conditions for sus- | 
tained prosperity. One of the great- 
est problems is the difficulty of see- 
ing these disturbing elements before 
they reach the critical stage. But we 
have reason to believe that even here | 
progress is being made. 








Latest News on 
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and 


WAR-TIME ORDERS 
on page 74 
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STAPLE YEAR-ROUND PRODUCTS 


Nationally advertised . . . needed in every home, office and shop, these 
companion lubricants sell on sight . . . produce good profits. For sale by 
leading jobbers everywhere. 


MANUFACTURED BY 


AMERICAN GREASE STICK CO. 


MUSKEGON, MICHIGAN 













Make Your Job Bigger! 


can Merchants Must Train 

8,000,000 Salespeople — or 
Else!” by Edward H. Gardner on 
page 84 of the August 17th issue 
of Harpware ACE it would be a 
good idea to read it. It gives you 
an excellent closeup of just what 
America needs in the retail sell- 
ing field in the post-war period 
and it explains the whys and 
wherefores in complete detail. 

One sentence in that article 
continues to stick in our mind. A 
retailer whom the author had in- 
terviewed said, “People won't 
stand still long enough to be 
trained. I hire them in the morn- 
ing and they’re gone in two days 
or by noon.” 

There are many people occupy- 
ing sales positions in retail stores 
today who are like that. For them. 
the grass is always greener in the 
other fellow’s yard. The other 
side of the hill holds more attrac- 
tions for them than the side they 
can see. On the move constantly, 
they never remain long enough in 
one position to absorb a knowl- 
edge of selling technique. No 
doubt, they believe that under 
present day conditions one doesn’t 
have to know much—one can al- 
ways get a job. What they don’t 
realize is the fact that present con- 
ditions will not be permanent and 
that when the war ends there will 
he a premium on knowledge and 
stability. 

All of which brings us to the 
point that the man who sticks on 
the job and honestly attempts to 
absorb knowledge and_ selling 
ability is building his business 
career on a rock foundation. 

Your employer is a pretty busy 
man today. He is “up to his neck” 
in a mass of detail and paper work 
and he has less time than ever be- 
fore to supervise and consult with 
the members of his sales forces. 
He is obliged to depend on you 
more and more. If he is depend- 


l' you haven't read “Ameri- 


_» ing on you, it is “up to you” to 
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be worthy of his trust. Learn all 
there is to be learned about your 
job—but don’t stop there! Learn 
all you can about the other phases 
of the retail hardware business. 
Do all of these things and you 
will be taking some of the load 
from your employer's shoulders. 
And, incidentally, you will be as- 
suming real responsibility and 
serving to make yourself more use- 
ful. The men who are in the armed 
forces are doing a big job and 
are doing it surpassingly well. 
Make your own job as big as you 
can, give it all you can and con- 
tinue to learn all you. can in the 
process. Do conscientious work 
and work everything out for your- 
self if possible. Don’t ask too 


many questions. If you are 
brought up against something that 
is outside of your knowledge and 
experience seek information. But 
don’t make a habit of running to 
the man who pays your salary with 
a continuous stream of questions. 
Information obtained from others, 
in many instances, is easily for- 
gotten. The knowledge you dig 
out for yourself and by your own 
effort is the kind that remains with 
you and is not forgotten. 
Cultivate the habit of accepting 
responsibility and you will find 
that responsibility will be seeking 
you. In other words, you will be 
making your own job bigger and 
will be preparing for the time 
when the war is over and condi- 
tions once more return to normal. 








Test Your Hardware Sense 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60, fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 
found on page 95. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A dealer is quoted a discount of 33 1/3-10-5 per cent on 
a line of ovenware in quantity. His present price is 33 1/3-5-10 
per cent. Does the new quoted discount afford him a lower 
net cost? 

2—A dealer placed an order for $500 of critical merchan- 
dise with the following rating to cover. MRO—AAS on 10 per 
cent; AAA on 50 per cent; and MRO AA3 on 40 per cent. 
Determine the dollar value of the order under each rating. 

3—Delivery expense in a retail store is 3.5 per cent of sales. 
If sales are $28,000 annually, how much in dollars and cents 
does the delivery expense amount to? 

4—Contractor customers receive a trade discount of 10 per 
cent on all tool items. Merchandise in this line is marked to 
vield a 35 per cent margin on the selling price. Figure the net 
margin in per cent of the selling price on such contractor sales. 
(re such profitable, in view of the fact that the company’s cost 
of doing business is 25 per cent of sales? 

5—A grate basket for picnics and outdoor use cost a dealer 
$4. Freight amounts to 55 cents on each basket. Dealer wants 
to mark the goods so it shows 30 per cent margin on the selling 


price. What should the item sell for? 
(Answers on page 95) 
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Some Reasons Why— 


The Speed Queen washer and ironer are proven 
products. Every principle. every mechanical fea- 
ture has undergone years and years of testing in 
over a million consumer “laboratories.” 


As a Speed Queen dealer you handle a leading 
7 2 line of washers and ironers — with full oppor- 


Comes the proven superiority tunity to handle other leading lines of major appli- 


ances, as you wish. 
= 
of Sp eed Queen oe y our most Your profits are protected by minimum servicing. 


. 7” Dealers everywhere during this wartime period 
P rofitable P ost war P lan report that Speed Queen is the easiest washer in 


the entire field to service — as well as requiring 
the least service. 





Speed Queen washers and ironers are built by 
laundry equipment specialists whose entire en- 
gineering, manufacturing, and selling energy is 
devoted to the one objective of giving Mrs. 
America the most satisfactory kind of home 
laundry equipment. 


Write for exclusive franchise particulars 
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WRITE to receive the Speed Queen monthly 


“AGITATOR” and keep posted on Speed 
Queen plans and dercelopments. 
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BARLOW & SEELIG MFG. CO. RIPON, WIS. 
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R. C. Duncan Deputy Director 
Treasury Sales of Surplus Property 


TO DIVIDE ACTIVITY INTO EIGHT DIVISIONS 


Will be one of three deputy directors assisting 
Ernest L. Olrich, Assistant to the Secretary of 
the U. S. Treasury, in Charge of Procurement 


rentals, 


Announcement was made Aug. | 


21 by Ernest L. Olrich, Assistant 
to the Secretary of the U. S. 
Treasury, in Charge of Procure- 
ment and Surplus, of the ap- 
pointment of three deputy direc- 
tors to assist him in the oper- 
ation of the Office of Surplus 
Property. Russell C. Duncan has 
been appointed Deputy Director 
in Charge of Merchandising and 
Sales. Frederick R. Atcheson is 
Deputy Director in Charge of 
Operations, and Albert W. Frey, 
is Deputy Director in Charge of 
General Trade Relations, Indus- 
try Advisory Committees, Pub- 
licity, Research and Personnel. 
R. C. Duncan, president, R. C. 
Duncan Co., Minneapolis, Minn., 
distributors of industrial hard- 
ware and a past president of the 


National Supply & Machinery 
Distribution Association, will be 
responsible for the establishment 


rehabilitation of 


of policies governing transfers, 
| sales, loans and rentals, exhibits 
and displays, circularization of 
government agencies and rehabili- 
| tation. Mr. Duncan will direct 
the National and International 
sales of all surplusses of the 
Army and Navy which are as- 
signed to the Treasury for dis- 
position. 





Sales activity has been di- 
vided into eight Washington 
Divisions: Furniture, Machinery, 
General Products, Automotive, 
Hardware, Textile and Wearing 
Apparel, Medical and Surgical 


and Paper and Office Supplies. 
| Mr. Duncan announced that he 
was in full accord with the 
policy of selling through regular 
| trade channels, and that he in- 


| tended to adhere to that policy. 
| Disposition of the merchandise 
will be made through 11 Treasury 
Department 


regional offices in 





Co., 


and Surplus assisting in operation of Office of 
' Surplus Property. R. C. Duncan responsible for 
establishing policies on transfers, sales, loans, 
surplus property. 


this country, plus Alaska, Hawaii, 
Panama and Puerto Rico. All 
exports will be handled through 
the Washington Office. 

As announced in the Aug. 17, 
1944, issue of Harpware AGE on 
page 112, John H. Mize, secretary, 
manager and a member of the 
board of directors of the Blish, 
Mize & Silliman Hardware Co., 
Atcheson, Kan., wholesalers, is in 
charge of the hardware division 
of Mr. Duncan’s sales and mer- 
chandising staff. Other heads of 
sales divisions are: William C. 
Lehman, Cannelton, Ind., Fur- 
niture; Ed. P. Phillips, Phillips 
Machinery Co., Richmond, Va., 
Machinery; Homer Hilton, Gen- 
eral Products Division: L. W. 
Moran, Pittsburgh, Pa., automo- 
bile dealer, Automotive Division; 
Lee R. Fleming, Marshall Field 
Chicago, Textile and Wear- 


ing Apparel Division: F. W. 





Russell C. Duncan and associates heading various divisions under his direction as Deputy 


Director in Charge of Merchandising and Sales. 


Left to right:—John H. Mize, hardware; 


L. W. Moran, automotive; F. W. Brill, medical and surgical; Homer Hilton, general prod- 


ucts; S. S. Fretz; Mr. Duncan; Lee R. Fleming, textile and wearing apparel; Ed. P. 


Phillips, 


machinery; Wm. C. Lehman, furniture, and C. A. Dickerson, paper and a ths supplies. 


| Brill, 
|and Surgical Division; 





Medica! 

CG A. 
Dickerson, Cincinnati, Paper and 
Office Supplies Division. 

Frederick R. Atcheson, Deputy 
Director in Charge of Operations 
is comptroller of Marshall Field 
& Co., Chicago, and will be in 
charge of coding and classifica- 
tion, pricing, inventory control, 
commodity reports, warehousing. 
transportation, traffic, appraisal. 
administrative and fiscal func- 
tions. Albert W. Frey, Deputy 
Director in Charge of General 
Trade Relations, Industry Ad- 
visory Committees, Publicity, 
Research and Personnel, is 
author of books on merchandise 
control and other business sub- 
jects and has been a business 
consultant. He was Professor of 
Marketing at the Amos Tuck 
School of Business Administra- 
tion, Dartmouth College and is on 
leave of absence from that re- 
sponsibility. His responsibilities 
will be personnel, contacts with 
and establishment of working 
arrangements with industry ad- 
visory committees, trade rela- 
tions, publicity, research and 
planning and all matters concern- 
ing relations with other govern- 
ment agencies. 

Mr. Olrich states, “We have 
only one fixed policy and that is 
to consult freely and fully with 
competent representatives of 
business, and to act in the best 
interests of government and busi- 
ness to avoid economic disloca- 
tion resulting from uncontrolled 
disposition of surplus war prop- 
erty.” 


acting director, 


LEONARD MERCHANDISE 
MANAGER FOR WILLIAM 
GILBERT CLOCK CO. 


Floyd W. Leonard has recently 
joined the executive staff of The 
William L. Gilbert Clock Corp.. 
Winsted, Conn., in the capacity 
of merchandise manager. Mr. 
Leonard was with the Montgom- 
ery-Ward Co. for several years, 
in charge of merchandising its 
clocks and watches. In 1942 he 
joined the OPA in Washington 
and was in charge of the Clock 
& Watch Division. Later on he 
transferred to the WPB in charge 
of clocks and watches in the 
Consumer Durable Goods Divi- 
sion. 
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Southwestern Hardware Co. Formed— 
Dealer-Owned Wholesale Firm 


The Southwestern Hardware 
Co., Inc., Oklahoma City, Okla., 
will begin operations about Sept. 
1, 1944, as a dealer-owned whole- 
sale hardware distributor. Off- 
cers are M. E. Culp, Duncan, 
Okla., president; J. A. Wheatley, 
Yukon, Okla., and G. C. Barker, 
Stillwater, Okla., vice-presidents, 
and R. W. Arnold, Oklahoma 
City, Okla., secretary - treasurer. 
Authorized capitalization is re- 
ported at $200,000. 

Messrs. Arnold and Barker, 
with L. A. Miller and C. D. 


Thomas comprise the board of | 


managers, which has a contrac- 
tual arrangement with the cor- 
poration to operate and manage 
the business. These four men 
have all been associated with 
Oklahoma City Hardware Co., 
Oklahoma City, Okla., for many 
years. 


The Southwestern Hardware 
Co. will confine its sales to 
dealer-stockholders of the cor- 


poration and will feature general 
hardware, housewares, sporting 
goods, electrica] appliances, 





stoves, etc. 








CHRISTMAN HANDLES 
SALES PROBLEMS 
FOR MILCOR STEEL 


J. Harry Christman, who has 
been in charge of Milcor Steel 
Co.’s Milwaukee, Wis., Chicago 
branch since 1936, has recently 
been assigned new duties con- 
nected with special sales prob- 
lems and merchandising _poli- 
cies. Mr. Christman, vice-presi- 
dent of the company, has been 
with Milcor since 1915, except 
for eight months during World 
War I during which time he be- 
came a captain in the Air Force. 
He was appointed sales manager 
of the concern in 1919, and vice- 
president in 1927. Byron B. 
Barker will succeed Mr. Christ- 
man as manager of the Chicago 





| branch. 
| as a sales representative in 1931, 
j and operated in 











J. HARRY CHRISTMAN 


1944 





He joined the company 


the 
1936. 


Chicago 
Subse- 


territory until 





BYRON B. BARKER 


quently he made his headquarters 
in Elmira, N. Y., and Boston, 
Mass. 


FORESTER SALES MGR 
ARNOLD WHOLESALE 
CORPORATION 


R. C. Hager, vice-president and 
general manager of The Tracy- 
Wells Co., Columbus, Ohio, has 
announced the appointment of 
Eddie W. Forester to the posi- 
tion of sales manager of The 
Arnold Wholesale Corporation, 
Cleveland, Ohio, subsidiary of 


the company. Mr. 
tended the Case School of Ap- 
plied Science, following which he 
spent three years as department 
manager with the Firestone Tire & 
Rubber Co., Cleveland, resigning 
to accept a position with Strong, 
Carlisle, Hammond Co., where he 








| . EDDIE W. FORESTER 


| spent the next four ‘years. In 
1934 he joined The Arnold 
Wholesale Corporation as _terri- 


Forester at- ) 


MUNGER DIVISIONAL 
SALES MGR EKCO 
PRODUCTS COMPANY 


The Ekco Products Company, 
Chicago, Ill, has recently ap- 
pointed J. K. Munger to the posi- 
tion of divisional sales manager. 
He is the second to be ap- 
pointed to provide for the post- 
war expansion of the company’s 
lines. 

Mr. Munger, a graduate of 
Michigan State College, started 
his career in 1928 with the Gray- 
bar Electric Co., Detroit Mich. In 
1934 he joined the Toastmaster 
Products Division of the McGraw 
Electric Co. with headquarters in 
Detroit. In 1937 he was trans- 
ferred to New York City and ap- 
pointed eastern district manager. 
later becoming manager of the 
entire New York office set-up in- 
cluding the service branch. He 
became eastern zone manager for 
Schick, Inc., in 1940, and when 
the war stopped the production 
of electric shavers was made per- 
sonnel manager for the Stamford, 
Conn., plant. He held this posi- 
tion until last May when he 





torial sales manager, remaining 
in that capacity until February, 
1942, when he accepted a position | 
with Procurement of Defense | 
Products. He returned to the | 
Arnold organization on October | 
Ist of last year. 


APPOINT L. S. PICKUP 
CHICAGO MANAGER 
FOR STANLEY WORKS 


R. E. Prichard, president of | 
The Stanley Works, New Britain, | 
Conn., has announced _ that 
Lowell S. Pickup has been ap- 
pointed to the position of man- | 
ager of their Chicago office and 
warehouse at 61 W. Kinzie St. 
Mr. Pickup, connected with The 
Stanley Works for many years. 
has been covering the southwest 
territory including Texas, Okla- 
homa, and Louisiana. His many 
friends in the hardware field will 
be happy to learn that the Chi- 
cago territory in the future will 
include much of the southwest 
territory. Mr. Pickup is a past 
president of the Texas Hardware 








Boosters. 





J. K. MUNGER 


joined the Ekco Products Com- 
pany, formerly the Edward Kat- 


| zinger Company. 


In his new post, Mr. Munger 
will be associated with Frederick 
Keller, general sales manager of 
the company, and will be active 
in the sale of the various lines 
which are being planned for the 
post-war period. 
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WARREN TELECHRON 
MAKES BURNS PACIFIC 
COAST DIST. MGR. 


J. J. Burns has recently been | 


appointed 
manager, 


J. J. BURNS 


San Francisco, Cal., 
the Warren Telechron Co., Ash- | demonstration. Mr. 
Mass., 
and Oregon. 
formerly assistant district mana- | representative for six years. When 


land, 
ington, 


ver of the 
for the ap 





dise division of the General Elec- ; cepted a position as procurement 
tric Co.. Bridgeport, Conn., and 
| has spent 25 years in the elec- 


| trical and merchandising field on 


Corps where he purchased army 


4 sg the coast. 
Pacific coast district | 


will Meadedesions” tn termination branch for the 


| Jeffersonville, Ind., Quartermaster 
Corps. 


TAPPAN STOVE CO. 
PLANS RETAIL SALES 
TRAINING PROGRAM 


G. V. McConnell, general sales 
manager of the Tappan Stove Co., 
Mansfield, Ohio, has recently an- 
nounced the organizing of a re- 
tail sales training program. This 
program, which will also be a 
refresher course for Tappan sales- 


HANLON & GOODMAN 
NAMES SPURGEON CO. 
AS DISTRIBUTOR 

Hanlon & Goodman Co., 6-8-10 
Riverside Ave., Belleville, 
paint brush manufacturers, has 
| recently announced the appoint- 








men, will be directed by Donald | ent of the N. B. Spurgeon Co.. 
S. Sharp, under the supervision | 99 N, Wacker Dr., Chicago 6. 
of W. Hubert Tappan, vice-presi- | }) as its official representative 
dent. | for Illinois, Indiana, Michigan. 


The department is the out- 
| growth of much investigation of 
the training methods of other | 
| outstanding merchandisers. Their 
best ideas coupled with Tappan 
methods will include: funda- 
mentals of retail selling, product 
structure and features, use of | 
product, and the most effective 
Sharp, a 
in California, Wash- | graduate of Ohio University, was 
He was | formerly southern Ohio factory 


| Minnesota, and Wisconsin. 


DELCO APPLIANCE DIV. 
| APPOINTS SALES HEADS 


M. Lawrence Judd has been 
ances for Delco Appliance Di- 
vision of General Motors Corp., 
General Motors Bldg., Detroit, 
Mich., and Charles E. Smith as 
assistant sales manager in charge 
of oil heating equipment. Both 
men have been affiliated with the 
company for a number of years. 


representing 





| 


Pacific coast territory | the curtailment of gas range pro- 
pliance and merchan- | duction was realized, he ac- 
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Come on with those rivets, ee 
... what in heck is holding bet 








The last two years we have been kept under constant pres- 
sure supplying sedulous requests for the following products .. . 


% BRASS and STEEL *% WIRE *% COPPER 
WIRE NAILS e NAILS e WIRE NAILS 
for airplane and for ammunition for landing barges 


glider construction and boat construction 


case construction 


% GALVANIZED WIRE NAILS 
for Naval and Maritime construction, repairs 
% GALVANIZED CUT and WIRE TACKS 
for Army and Navy construction, repairs 
% STAPLES used in strapping Army and Navy 
equipment for overseas 
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*%& BRASS *& EYELETS * WIRING 
ATLAS TACK) *2*: . 225 .*5: 
for gun for Army. for Signal 
CORPORATION mounts Navy Shoes Corps 
FAIRHAVEN, MASS, * HENDERSON, KY. 


specialist in the Quartermaster | 


field ranges. He also directed | 
| the organization of a contract | 


N. J.,.1 


named sales manager of appli- | 


Mand fl 
w* 
“~™ 
s~7. 
A Se 
~ Sg 


%& COPPER, BRASS and STEEL RIVETS 
for airplane and torpedo construction 

%& COPPER BELT RIVETS and BURS 
for Army and Navy construction 

%& STEEL WIRE NAILS and BRADS 
for Army and Navy construction 





NEWMAN RESIGNS AS 
SALES MGR. OF MOORE 
ENAMELING & MFG. CO. 
J. E. Newman has recently re 
| signed as sales manager for 
| Moore Enameling & Mfg. Co., 





J. E. NEWMAN 


| West Lafayette, Ohio. Mr. New 

man was appointed sales manage 
in 1939, and prior to that was 
| advertising manager for the com 
pany. He now intends to enter 
an entirely different field of 
merchandising. 
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Col. Siegmand Retires From Army — 


Now Gen. Sales Manager, Olin Corp. 


Parent Company 


Appointment of Col. Walter F. 
Siegmund as general sales man- 
ager for the Olin Corp.. with 
headquarters at East Alton. IIl., 
has been announced by Spencer 


T. Olin, vice-president. Col. 
Siegmund, well known and well 


liked throughout the hardware | 
trade, was honorably discharged | 


from active duty in the Army Air 
Corps. on Aug. 9, having suc- 
cessfully completed his missions 


at the Army Air Field, Lincoln, | 


Neb., on July 4. 

Col. Siegmund’s new duties 
will include coordination and di- 
rection of sales of the various 
affiliates of the Olin Corp., which 
among others include the West- 
ern Cartridge Corp., East Alton, 
and its Winchester Repeating 
Arms Co. Division and Bond 
Electric Corp. Division. 

He began his army service 
more than 30 years ago and has 
served in the infantry, field artil- 
lery, cavalry and Air Corps, hold- 
ing the rank of full colonel for 
22 years. His long and honor- 
able military career was summar- 
ized on page 48 of the Aug. 3. 
1944, issue of Harpware AcE. 

A versatile sportsman, he is an 
expert horseman, swordsman, 
rifle, pistol, wing, trap and skeet 
shooter, Col. Siegmund won 
three national professional skeet 
shooting championships in San 
Francisco in 1939 and the world 
all-gage professional skeet shoot- 
ing championship in Ashville. N. 
C., in 1940. 

Olin Corp. is besides being the 
parent company of Western Car- 
tridge, its Winchester Repeating 
{rms Co. division and Bond 
Electric Corp. Division, is also 
operator of a black powder mill 
under the name, Western Pow- 


| 


| ing Co. announces the organiza- 





der Mfg. Co. Div. of Olin Corp. | 
at Edwards, Tl. <A dynamite 

plant is operated at Mt. Brad- 

dock, Pa., under the name of 

Liberty Powder Co.. Division of 

Olin Corp. and under the name, 

Aluminum Division of Olin Corp.. 

an aluminum reduction plant at 

Tacoma, Wash. Olin Corp. also 

controls Kalunite, Inc., now con- | 
structing a plant near Salt Lake 
City, Utah, for production of alu- 
mina. 

Olin Corp. is affliated 
with a number of other corpora- 
tions by reason of stock owner- 
ship, all of which are managed 
from East Alton. These are, 


also 


Equitable Powder Mfg. Co., East 
Alton, making fuses and torpe- 
does, and operating a black pow- 
der mill at Ft. Smith. Ark.: the 
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of Western-Winchester 





COL. WALTER F. SIEGMUND 


| Egyptian Powder Co., operating 

a black powder mill near Marion, 
| Il, and Columbia Powder Co., 
operating a dynamite plant near 
Tacoma. Wash. 


PENNSYLVANIA SALT 
MFG. CO. APPOINTS 
BARR EXPORT HEAD 


Pennsy!vania Salt Manufactur- 


tion of an export department at 
the company’s main office at 1000 
Widener Building, Philadelphia. 
John H. S. Barr, who has been 
with the company for 15 years in 
technical and capacities, 
has been appointed manager. 
The formation of this depart- 
ment is a result of the company’s 
study over the past year of the 
possibilities for post-war business 
in all Latin American countries, 
including Cuba, Haiti, Jamaica 
and Puerto Rico. Mr. Barr made 
an extended visit to Brazil and 
other important Latin American 


sales 


j Ohio. 








countries last year for the pur- 
pose of investigating the possi- | 
bilities for future business in the 
heavy and specialized chemicals | 
produced by the company. 


BALDWIN HEADS 
SOUTHWESTERN SALES 
FOR G. F. WRIGHT STEEL 


Lawrence J. Baldwin has re- 
cently been appointed G. F. 
Wright Steel & Wire Co., Worces- | 
ter, Mass., southwestern territory 
district sales manager. This dis- 
trict was previously covered by 
the late John F. Wood, of Biloxi, 
Miss. Mr. Baldwin was sales 
representative in that territory 
for about seven years while affili- 
ated with the Wickwire Spen- 
cer Steel Co. For the past 15 
years, he has served as the exclu- 


sive representative in that same 
territory for the New York Wire 
Cloth Co., which position he will 
continue to hold. He thus will 
represent two wire companies 
whose lines are non-competitive. 


GREEN MANAGES SALES 
BAY STATE ABRASIVE 


Arthur G. Green has been ap- 
pointed sales manager of the Bay 
State Abrasive Products Co., 
Westboro. Mass. 





NUCKOLS RESIGNS 
FROM STANDARD TOOL 


Robert B.  Nuckols ha- 
signed as sales manager of the 
Standard Tool Co., Cleveland. 
He had been with the 
company since 1919 and has not 
as yet announced his plans. 


te- 


MYSTIC FOAM MOVES 

TO LARGER QUARTERS 

The Mystic Foam Co.,*Cleve- 
land, Ohio, will move to larger 
quarters at 2003 St. Clair Ave.. 
on Sept. 1. 


HYSLOP NOW HEADS 
MASSEY-HARRIS, U. S. 


W. K. Hyslop, former vice- 
president and general manager, 
has been named president of the 
United States operations of Mas- 
sey-Harris, Ltd., in this country. 
James S. Duncan became chair- 
man of the Board of the United 
States company at the time of 
Mr. Hyslop’s appointment as 
president. E. G. Burgess, former 
assistant general manager at the 
Racine, Wis., plant of the com- 
pany, is now vice-president in 
charge of manufacturing for ali 
| company operations, with head- 
| quarters in Toronto, Canada. C. 

E. Krause, formerly director of 

purchases, now directs produc- 
tion at the Racine and Batavia. 
N. Y., plants of the company. J. 
M. Tucker, former sales manager. 
is now vice-president and assist 
| ant general manager 
| Lloyd M. Sweeney is now sales 
manager in the United States for 
the company and will make his 
headquarters in Racine. F. A. 
| Sundquist is assistant sales man 


| ager. 











Col. Baker Decorated 


With Air 


Medal After 42 Missions in Far East 


Col. Robert H. Baker has been 
awarded the Air Medal for meri- 
torious achievement in _ aerial 
flight. Col. Baker has piloted his 
ship on 42 operational missions 
in 159 hours of flight over the 
Far Eastern theater of war. Col. 


Baker, who was vice-president 
and merchandise manager of 


Fones Bros. Hardware Co., Sec- 
ond and Rock Sts., Little Rock, 
Ark., wholesalers, before he was 
called to active duty in June, 
1941, was a charter member of 
the 154th Observation Squadron 


Airport, near Detroit. 
Mich. Transferred to Baltimore 
as commanding officer of the 
Northeast Sector of the Ferry 
| Command, he was later ap 
pointed commanding officer ol 
the Central Sector of the Ferry 
Command in Kansas City. 


County 


He was sent to India in Janu 
ary, 1944, and was named deputy 
wing commander of the Eastern 
Division of the India - China 
.Wing. He is now a full wing 
commander of the Assam Wing 
which comprises the C-B-1 thea 





of the Arkansas National Guard. 
He first went to Patterson Field, | 
Dayton, Ohio, and then was made | 


control officer of the Wayne 





| ern 
| tion and the Old Guard. 


ROBERT BAKER 


coL. 


| to duty. 


ter. The citation said in part. 
“In flying at night, as well as by 
day, over impassable mountain 
terrain, often encountering 


ous 
hazardous, inclement weather 
| conditions necessitating long 


periods of operation on instru- 
ments, Col. Baker has carried out 
his assigned missions courage- 
ously and with steadfast devotion 
He has also displayed 
skillful airmanship and courage 
while transporting numerous 
wounded personnel from the 
fighting fronts.” 

Col. Baker is a past president 
of the Southern Hardware Job- 
bers Association, and a former 
Chief X of the X Club, which is 
comprised of past presidents of 
the American Hardware Manu- 
facturers’ Association, National 
Wholesale Hardware and South- 
Hardware Jobbers Associa- 








Some of those 


0-Cedar Announces Two Contests at 
Salesmen’s, Distribators’ Meeting 


Two major sales promotion 


programs were announced at the | 
first annual O-Cedar Distributors’ | 


Sales Convention recently held at 
French Lick Springs Hotel, 
French Lick, Ind., the gathering 
being attended by more than 100 
O-Cedar distributors and sales- 
men. Harry C. Westmeyer, vice- 
president in charge of sales and 
advertising, O-Cedar Corp., Chi- 
announced 


cago, Ill., the pro- 
motions. One promotion is a 
semi-annual National House- 


cleaning Sale, the first of these 
to be held Sept. 18 to 30, these 
events to be held, hereafter in 
the spring and fall. Consumer 
advertising and radio programs 


| 200 of $2.00 each. 





over 222 stations, coast-to-coast, | 


188 of them on the Blue Network, 
will tie in with the Housecleaning 
Sale and Prize Contest. Display 
material for dealers in the form 


of banners and pennants is also | 


part of the campaign. 

The users’ contest offers 1,117 
prizes in all, with a first award 
of $5,000; a second of $1,000; 
five third prizes of $100, ten 
$50.00 awards; 100 awards of 
$10.00 each and 1,000 awards of 
$2.00 each. To enter the contest 
the user completes in 25 words or 
less this sentence, “My favorite 
O-Cedar Product is O-Cedar 

— because Ps 
Users obtain entry blanks from 
dealers and are under ao obliga- 
tion to make any purchases in 
order to enter the event. Con- 
sumer contestants send their en- 
tries to O-Cedar, Box 1093, Chi- 
cago, Ill, and may make as 
many entries as they wish. 


Entries must be postmarked not | 


later than midnight, Wednesday, 
Oct. 18, 1944. Entries will be 
judged for sincerity, originality, 
aptness and clarity, with dupli- 
cate awards in case of ties. Con- 
sumer contestants entry blanks 
provide space for completion of 
statement, as to favorite O-Cedar 
product, name and address of 
entrant and name and address of 


oF 





favorite dealer from whom such 
purchases are made. 

Dealers with the most mentions 
from consumers receive awards as 
follows: $500, first award; $100, 
second; five awards of $50.00 
each; 25 awards of $10.00 each: 
100 awards of $5.00 each, and 
Three com- 
plete sets of dealer prizes are to 
be awarded—one set in cities 
under 10,000, another set in 
cities of 10,000 to 100,000 and a 


who attended the O-Cedar Distributors’ Sales 


Convention at French Lick Springs Hotel, French Lick, Ind. 


third set in cities over 100,000. | 
In the event of ties provisions are 
made for duplicate awards. 

The first day of the sales con- 
ference was devoted to review, 
discussion and clarification of 
current problems in_ separate 
group meetings of salesmen and | 
distributors. O-Cedar men heard | 
a discussion by Harold W. Nor- | 
man, vice-president, concerning | 
company experience with selected | 
distributors. George Barnes, 
vice-president and general man- 
ager discussed “Production Prob. | 





lems Under a War Economy.” 





William Luedke, assistant sales- 
manager, discussed prices and 
discounts, Barney Howard, sales 
promotion manager, outlined 
profitable use of sales promotion 
material. Mr. Westmeyer cov- 
ered marketing and sales promo- 
tion in several talks. Betty Lou 
Gerson, star of the company's 
radio show, “Hot Copy,” which is 
broadcast over 188 Blue Network 
stations on Sundays played her 
role of “Ann Rogers.” A floor 
show featured the banquet held 
the second night of the conven- 
tion. 





EUREKA ACQUIRES 
CHERATON CORDLESS 
ELECTRIC IRON 


\nnouncement has been made 
by George T. Stevens, vice-presi- 
dent of the Eureka Vacuum 
Cleaner Company, Detroit, Mich,. 
that the company had acquired 
the Cheraton Cordless Electric 
fron and will produce it as one 
of a group of new household 
products. Eureka has also se- 
cured the tools, designs, patents, 
good will and other rights con- 
nected with the iron which will 
be known as the Eureka Cordless 
Iron. 

“Acquisition of the 
iron is another step in Eureka’s 
planning for post-war expan- 
sion,” Mr. Stevens said. “We 
have a number of other products 
in mind, and they will supple- 
ment our production of the new 
home cleaner units we will 


cordless 


zero temperatures, waterproofs, 
fireproofs and mildewproofs fab- 
rics, produces Bazooka rockets, 
parts and assemblies for torpe- 
does, shells, bomb fuses, and 
other essential war materials. 





H. F. BOND RETIRES 
AFTER 37 YEARS 


Henry F. Bond, prominent 
Brooklyn, N. Y.. hardware de~ler, 
has sold his store and retired | 
after 37 years in the business. 
He took an active part in local 
Hardware organization work and 
served the Brooklyn Hardware 
Association for 25 years as treas- 
urer, and the Metropolitan Hard- 
ware Association for seven years 
in the same capacity after serv- 








produce when war conditions 
permit.” 


CONGOLEUM-NAIRN 
EARNS SECOND 
WHITE STAR 


The employees of Congoleum 
Nairn, Inc., Kearny, N. J., have 
recently been awarded the second | 
white star for their Army-Navy 
“E” pennant, signifying continued 
excellence in production of war 
materiel. This company arcticizes | 
duck, to maintain pliability of | 
tents and engine covers in sub- | 








HENRY F. BOND 


ing a year as its president and 
officiated for more than 25 years 
on the Metropolitan Hardware 
Banquet Committees. He also 
was identified with several civic 
and other types of community or 


| ganizations. 


Mr. Bond makes his home at 
174 Bayfront Drive, Baldwin. 
N. Y. 


ns 


MILWAUKEE STAMPING 
CO. AWARDED THE 
ARMY-NAVY “E” 


The Milwaukee Stamping 
Company, Milwaukee, Wis., man- 
ufacturers of builders’ hardware. 
luggage hardware, shower cabi- 
nets, partitions and other metal 
products, was the recipient of 
the Army-Navy “E” production 
award on July 5. The presenta- 
tion ceremonies took place on 
the grounds of the company. 
with Albert Puelicher, president 
of the Marshall & IIsley Bank of 
Milwaukee, as master of cere- 
monies. All of the company em- 
ployees and their families were 
present. 

The presentation address was 
made by Col. Patrick F. Powers. 
U. S. Chemical Warfare Service. 
while the “E” award was ac- 
cepted by Joseph Birbaum, vice- 
president and plant manager of 
the company. Token pins were 
presented by Comm. C. F. Kott- 
ler, U. S. N., and Pvt. George 
Burdick, who was wounded in 
the Italian campaign. 
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HAASE SECOND V.P. 
NATIONAL CONTRACT 
HARDWARE ASS’N 


W. H. Haase, manager of the | 


dent and radio plant manager. 
Irwin Mendels, formerly presi- 
dent of Radio Products Corp., 
Chicago, Ill., which was absorbed 


| by Admiral, was elected chair- 





contract and jobbing builders | man of the executive committee. 
hardware department of the | Richard A. Graver, formerly 
Richards & Conover Hardware midwest regional manager, was 
Co., Kansas City, Mo., has been | named vice-president in charge 
elected to the position of second Sof thé Gulia ation. 
vice-president of the National | 
Contract Hardware Association. 
Mr. Haase has been with the 
Richards & Conover organiza- 
tion since he was 21 years of age. MFG. CO. IN EAST 
Starting as contract hardware ‘ . ta 
salesman he later became mana- | Geyer Mfg. Co., Rock Falls, 
ger of the contract builders’ ill., has recently named A. P. 
hardwere department and s¢- Hendricks — Co., manufacturers 
representatives, 78 Reade St., 


— his present position in New York City, its eastern repre- 

‘ sentative for the states of New 
York, New Jersey, Pennsylvania. 
Delaware, and the District of 
Columbia for its entire line of 
farming implements. 


A. P. HENDRICKS CO. 
TO REPRESENT GEYER 


ADMIRAL ANNOUNCES 
EXECUTIVE CHANGES 


Ross D. Siragusa, president of 
the Admiral Corp., Chicago, III., 
has announced several changes in 
executive positions which were | 
approved by the board of direc- ENLARGED QUARTERS 
tors. J. B. Huarisa was elected | Klinghopper Supply Co., for- 
executive vice-president in charge | merly located at 44 Ave. D, New 
of production and engineering of | York City, has recently moved to 
all divisions ef the company. Mr. | enlarged quarters at 52 Ave. A, 
Huarisa was formerly vice-presi- | New York City. 


KLINGHOPPER SUPPLY 
MOVES TO 











THE SCHAIBLE CO., WINNER OF ARMY-NAVY “E”: 
In a colorful and impressive ceremony with the officials of 
the Army and Navy in attendance, the Army-Navy “E” for 
production excellence was awarded to the personnel of The 
Schaible Co., Cincinnati, Ohio, by Lt. Col. Forrest W. Smith, 
U. S. Army acting on behalf of Under Secretary of War, 
Robert P. Patterson. In accepting the award, Michael 
Schaible, president of the company, pledged the entire re- 
sources of the company in equipment and personnel to con- 
tinued effort in the production of materiel essential to the 
armed forces. Commdr. G. H. Bowman, US.N., retired, as- 
sisted by Cpl. Hoyt Phillips, an invalid veteran of the African 
invasion, presented the silver “E’’ lapel emblems. The em- 
blems were pinned to the lapels of Charies Schaible, founder 
of the company, and father of Michael Schaible, president; 
John Meyer, treasurer; William Ejichle; Hazel McGinnis; 
Esther Keller, and William Elbe, Sr. Before the ceremony 
the company was host to the employees and guests at a 
dinner. Left to right in the above illustration: Lt. Col. Forrest 
W. Smith, director of purchase policy, Cincinnati Ordnance 
District, U. S. Army; Michael Schaible, president, The 
Schaible Co; Frank Koch: machine shop foreman, Mary 
Jones, machine onrerator, Albert Beerman, core room fore- 
man, and Robert Aull, electrician. 
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McHinneys | 


direct war work 


A MESSAGE 
OF IMPORTANCE TO 
M°KINNEY DEALERS 








Much of McKinney’s production has been 
diverted to war channels, yet McKinney’s new 
activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from 
aircraft to hand grenades and landing mats to 
tanks) is adding much to McKinney’s produc- 
tion skill—will help make McKinney more 
broadly known than ever, after the war is over. 

Add that to McKinney’s 75 odd years of 
experience in meeting changing trends and you 
have the assurance of a more‘salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
... then talk McKinney and display McKinney 
for building after the war. 
























A Margin 


BEYOND THE CALL 
OF NORMAL SERVICE 


@ Now at a time when we are being urged 
to “conserve, and make-do” many civilian 
essentials, merchants who were far-sighted 
enough, before war restrictions limited 
sales, to have placed QUALITY first in 
importance, will be remembered—favor- 
ably. The word conservation itself implies 
that the thing being conserved retains 
enough of its original value to make re- 
pairing practical, The extra quality woven 
into Cortland products allows for just such 
a margin of usefulness in an emergency— 
a margin even beyond what is called 
“Standard Practice.” 

Rigid and undivided control of all 
phases of manufacture—in one group of 
mills—from scientific selection of raw ma- 
terials to the weaving and coating opera- 
tions—gives to every Cortland product a 
long life and a useful one. 

It will pay you to remember this fact 
when we again are able to ship you all the 
wire screen cloth, hardware cloth and 
netting you desire to buy. 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 


ortland Brands 


SCREEN WIRE CLOTH 
NAILS 


WIRE 
POULTRY NETTING 

















DEMPSTER CELEBRATES 66TH ANNIVERSARY: Officers, 
stockholders and employees of the Dempster Mill Manufac- 
turing Company, Beatrice, Nebr., celebrated the company’s 
66th birthday on July 29th with a picnic dinner and extensive 


program at Chautauqua Park. Governor Dwight Griswold 
and Federal Judge John W. Delehant were featured speakers. 
The celebration also marked the production of the one mil- 
lionth 90 MM anti-aircraft shell by the company. Employee's 
service pins were presented to those in various groups, ac- 
cording to their years with the firm, beginning with the three 
of 50 years or more, A. W. King, treasurer of the company; 
Wm. Elliott, and A. P. Sage. The above illustration was taken 
as H. L. Dempster, president of the company, presented the 
first service pin award to Wm. Elliott, for 57 years of service, 
the longest in the company. Left to right: A. P. Sage, Wm. 
Elliott, H. L Dempster, president, and A. W. King, treasurer 











LEVY PRESIDENT OF lising and promotional staff of 
GREENTREE PRODUCTS Good Hardware, a trade publica- 
; tion. In 1930, he went to the 
Samuel Levy. who was for- (mr ; : 
. a | coast as marketing director in 
merly manager of the plastic di- os 
ay ; . charge of sales and advertising 
vision of the Arnel Co. Inc., New : . a 
as with the Schlage Lock Company 
York City, was recently elected ‘ i . ; ; 
: a a of San Francisco, Cal. Return- 
president and managing director ing to Yale & Towne in 1932, he 
of the newly organized Greentree a , , 
* | resumed promotional duties there 
Products, Inc., 1140 Broadway. , ; 
. until 1938. The next two years 
New York City. Engaged solely ‘ 
a "ie | were spent with the Eagle Lock 
in the promotion and distribu- | -. ? ‘ ; 
. . , Company, Terryville, Connecticut. 
tion of plastic fabrics and prod- | : 
: : | as sales promotion manager, and 
ucts, this company will foster the : 
‘ . from 1940 to the present year hr 
development of plastic sheeting ; ‘ 
. was executive secretary-treasure! 
for closet accessories, shower | “ar A : 
: of the National Contract Hard 
curtains, bowl covers, ete. Mr. 


Levy started his business career ware Association. 
with Lesher-Whitman & Co., Inc.. 
in 1923 as promotional director. 
Later he joined Wauregan Mill- 
as head of its decorative fabric 
division, and prior to his affilia- | 
tion with Arnel, was general man- 
ager of Seal Sac, Inc. 


FRANK H. SHERWOOD 
JOINS INDEPENDENT- 
LOCKWOOD 


The Independent Lock Com 
pany and Lockwood Hardware | 
Manufacturing Company of | 
Fitchburg, Mass., announce the | 
appointment of Frank H. Sher 
wood as manager of advertising, 
catalogs, and sales promotion. 

Mr. Sherwood brings to his 
new post a broad knowledge of 
builders’ hardware gained through He was also editor of Profit 
27 years in the industry. Starting | Hound, official magazine of The 
in 1917, with the Yale & Towne | American Society of Architect 
Mfg. Co., Stamford, Connecticut, | Hardware Consultants and the 
he became one of their salesmen, | National Contract Hardware As- 
and later sales manager. He | sociation. Mr. Sherwood — is 
served in this capacity until | widely known to distributors 
1928. when he joined the adver- | throughont the industry. 





FRANK H. SHERWOOD 


HARDWARE AGE 
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CORNING APPOINTS 
MACKEY AND SHANKIN 
IN N.E. AND CHICAGO 


Appointment of two new terri- 
terial sales representatives in its 
Consumer Products Division has 





GERALD J. MACKEY 


been announced by 
Glass Works. 


# 





EITEL 


E. SHANKIN 


and Eitel E. Shankin, who will 
be in charge of the Chicago area. 

Both are well known in their 
respective territories, Mr. Mackey 


having covered New England for 
some 15 years as a representative 
of McGraw Electric. Westing- 


house, Graybar and Western 
Electric. Mr. Shankin was for- 
merly associated with S. C. 


Johnson & Son, F. G. Findley. 
Marshall Field and Creamery 
Package Manufacturing Com- 
pany in Chicago. Their new work 
will include the handling of bev- 
erage ware and tableware, chim- 
ney lines and hospital equip- 
ment, as well as other glass 











items for the hardware, jewelry. | 


florist and premium trades. 


BLACKSTONE NAMES 
DISTRIBUTORS 

P. S. Moynihan, vice-president 
in charge of sales for the Black- 
stone Corporation. Jamestown. 
N. Y., washing machine manufac- 
turers, has recently announced 
the following distributor appoint- 
ments: Gross Distributors, Inc., 
New York City: Elliott-Lewis 
| Electrical Co., Inc., Philadelphia. 


Corning | Pa.; Henry O. Berman Company. 
The appointees, 
long experienced in the commer- 
cial field, are Gerald J. Mackey, 
who will cover New England. 


| Baltimore, Md.: Biehl’s Auto 
| Parts, Pottsville, Pa.: Woodson 

& Bozeman, Inc., Memphis, 
| Tenn.; Swing Master Products. 
| Inc., Indianpolis, Ind.; Rudning- 
| Robertson Company, Watertown. 


|S. D.: Alemite Co., El Paso. 
Tex.: Cross & Rogers, Little 
Rock, Ark.; Southwestern Co.. 


Inc., Dallas, Tex.; Pallo & Sons. 
| St. Louis, Mo., and Crawford & 
| Thompson, Inc., Atlanta, Ga. 
| E. B. Latham & Co., Newark, 
|N. J., will continue as Black- 
stone distributors for their area. 
| Nate Lewis of New York City 
| will continue as the company’s 
divisional sales manager in the 
northeastern area. 


CENTRAL STATES DINNER 
AT ATLANTIC CITY 


The 
Club will hold a dinner at 
Hackney’s, Atlantic City, N. J., 
on Sunday evening, Oct. 15, 1944, 
the day prior to the official open- 
ing of the Atlantic City conven- 
tion. 











N.C.H.A. and A.S.A.H.C. to Meet 


Oct. 4-6, Palmer House, Chicago 


The National Contract Hard- 
ware Association, 441 Lexington 
Ave., New York City 17, and the 
American Society of Architectur- 
al Hardware Consultants will 
hold a joint meeting on Oct. 4 to 
6 at the Palmer House in Chi- 
cago, Il]. The program will be- 
gin on the afternoon of Oct. 4 
with a board of governors’ meet- 
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ing, and in the evening an execu- 
tive committee meeting will be 
held. On Oct. 5, both morning 
and afternoon sessions will be 
occupied with the N.C.H.A. meet- 
ing, and in the evening the an- 
nual dinner will occur. Both 
morning and afternoon sessions 
of Oct. 6 will be concerned with 








the A.S.A.H.C. 


Central States Hardware | 











FARM FENCE 
CONTROLLERS 





mopEl nO. 4208 
Aue Furpo on’ ow 
. C,-D. C.0 tec 
ist Price $27.50 
Shipping Wet. 154 be. 


There oWMO SUBSTITUTE 
For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements os far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
| relieve the problem of distribution at the 

time of peak demand. 


Sold 
Vhnough 
Gobbers 

Only 


ELECTRO-LINE FENCE COMPANY 


120 North Broadway 


Baer. 5 ees 


Milwaukee 2, Wisconsin 






HOLMER GEN. SALES 
MGR. CARNEY CEMENT 
N. A. Holmer, formerly director 
of sales and marketing for the 
Elastic Stop Nut Corp., Newark, 





N. A. HOLMER 


N. J., tas reeently been appointed 
zeneral sales manager of the Car- 
ney Cement Co., and the Carney 
Rockwool Co., with quarries and 
plants at Mankato, Minn. The 
general sales office of the Carney 
Co.’s will be maintained in the 
St. Paul Midway district at 2478 
University Ave. Mr. Holmer and 
the Carney sales staff will move 
to the St. Paul offices from Man- 
kato. Mr. Holmer was affiliated 
with the Mid-States Steel & Wire 
Co., Crawfordsville, Ind., as gen- 
eral sales manager. Prior to 
that he headed the sales for 





Unity Mills Distributing Co. The 
new Carney sales office offers the 
contractors, designers, and build- 
ers of the northwest prompt and 
complete service on all Carney 
building products. 


CAMPBELL SALES MGR. 
EASTERN U.S. FOR 
LOUDEN MACHINE CoO. 

H. W. Campbell has been 
named jobber sales manager for 
the states east of the Mississippi 
River for The Louden Machin- 
ery Co., Fairfield, Towa. Mr. 





Campbell has been with the com- 
pany 11 years as district repre- | 
sentative in the southern Iowa 
territory and has had extensive 
experience in both the jobber 
and dealer fields, C. A. Ham- | 
merly, formerly jobber repre- | 
sentative for the U. S. will be 
jobber sales manager for the 


states west of the Mississippi 
River. 
Other recent company ap- 


pointments include district rep- 
resentatives as follows: A. L. 
Robeson, southern Iowa, to suc- 
ceed Mr. Campbell; J. H. Mc- 
Martin, western Iowa, eastern 
Nebraska and southeastern South 
Dakota; and A. K. Miller, south- 
ern Wisconsin. W. E. Lund- 
quist, formerly district represen- 
tative for southern Wisconsin 
and southeastern Minnesota, will 
now cover southern Minnesota. 
Ray Riemenschneider, who trav- 
eled western Ohio and Indiana, 





is now covering northern Illinois, 
taking over the territory formerly 
covered by Norman Wilhelm, 
who was killed in an automobile 





H. W. CAMPBELL 


Mr. 


auc- 


accident this past spring. 
Riemenschneider will be 
ceeded by Norval Burke. 


A CORRECTION 


In the August third issue of 
HarpwareE AGE, on page 54, an 


| item announcing the appoint- 
ment of W. H. Rattenbury as 
secretary of Landers, Frary & 


Clark, New Britain, Conn., stated 
that he was formerly vice-presi- 
dent. Mr. Rattenbury is still 
vice-president of the company, in 
addition to his new position of 
secretary. 





FORMER HARDWARE MAN 
COMMENDED FOR 
BRAVERY UNDER FIRE 


Joseph A. McGraw, Jr., sig. 
nalman third class, U. S. N. R, 
and formerly employed in Leon. 
ard’s Hardwareg Russellville, 
Ark., was officially commended 
for “conspicuous bravery and 
devotion to duty” at a ceremony 
held at the U. S. Armed Guard 
Center, New Orleans, La., July 
28. The commendation was the 
result of his action during the 
invasion of Sicily when he 


| “sent three enemy planes crash- 


| ing in flaming ruins and assisted 


| in the 
| others.” 


| 











destruction of three 


LOS ANGELES POT & 
KETTLE CLUB DEEP 
SEA FISHING TRIP 


A long-anticipated deep sea 
fishing trip by the Los Angeles 
Pot and Kettle Club attracted 15 
members, viz.: Bob Homan, Ford 
Pearson, Ed Straube, A. F. 
Wheeler, Hal Newell, A. D. Me- 
Burney, Jack Badham, Jr., Car- 
roll Walker, Jas. Holm, Howard 
Sargent, Dr. Dudley Collins, 
Jorelan Brookes, Hank Froula, 
with, of course, George P. Wil- 
cox, who was chairman of the 
day. Practically everyone caught 
at least one white seabass and 
several caught three or four. 
Prize for the largest fish went to 
Dr. Collins. 
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TRU-TEST SUMMER MEETING ATTENDED BY 57 REPRESENTATIVES: At the recent summer meeting held by Tru-Test, 


marketing, and merchandising, Merchandise Mart, Chicago 54, Ill., representatives from many of the manufacturers whose 
products are featured by Tru-Test made effective talks on their postwar problems as well as the immediate problems which 
confront the manufacturer, the distributor, and the dealer. The fall merchandising plans of Tru-Test for hardware and furni- 


d, and 





ture were disc 


iderable time was devoted to planning for postwar merchandising of appliances and other con- 


sumer goods. The Tru-Test booklet, “Mass Distribution Through Independent Distributors & Dealers”, was presented to the 
company’s entire wholesale distributing organization. 
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WESTERN MASS. DIST. 
REPRESENT EMERSON 


Charles Robbins, vice-president 
in charge of sales for Emerson 
Radio & Phonograph Corp., 111 
Eighth Ave., New. York City, has 
recently announced the appoint- 
ment of Western Mass. Distrib- 
utors, Inc., Springfield, Mass., as 
distributors of Emerson radio 
products in that territory. The 
company will stock a, complete 
line of parts and tubes for servic- 
ing Emerson radio sets. It has 
also established a centralized ser- 
vice station, manned by efficient 
servicemen for the purpose of 
assisting those dealers who do not 
have adequate servicing facili- 
ties. 


GAY APPOINTED HEAD 
OCR FIELD RELATIONS 


Moves to strengthen the field 
operations of the OCR, WPB 
were announced recently by Wil- 
liam Y. Elliott, WPB Vice Chair- 
man for Civilian Requirements. 
In charge of all OCR field rela- 
tions will be Edward R. Gay, 
Assistant Vice Chairman for Ci- 
vilian Requirements, His deputy 
will be Arthur B. Holmes, for- 
merly of the Operations Analy- 


sis Branch of WPB’s Division of 
Budget Administration. John C. 
Diebel, former OCR _ assistant 
field officer, was named as the 
first of several field liaison offi- 
cers who will be responsible for 
the integration of the OCR field 
operations with Washington head- 
quarters. Mr. Elliott has also 
announced the appointment of 
William N. Leonard, formerly 
with the Traffic Branch of 
WPB’s Public Services Division, 
as executive assistant to the di- 
rector of the General Commodi- 
ties Division. 
STEWART-WARNER 
FORMS 25-YEAR CLUB 


More than 8000 consecutive 
years of service with the Stew- 
art-Warner Corp., Chicago, was 
represented at a dinner held re- 
cently at the Lake Shore Club, 
Chicago, IIl., where 272 of the 
firm’s employees with records of 
25 or more years’ service formed 
a self-governing group known as 
the Stewart-Warner Quarter Cen- 
tury Club. Special tribute was 
paid to Phillip Willet, a caster 
inspector, who has been with the 
Bassick Co., a Stewart-Warner 





subsidiary, Bridgeport, Conn., 








Milligan, Inventor of One-Piece Forged Shovel 
Retires After 50 Years’ of Service 


After a half century devoted 
to the making of shovels and 
improving their design and con- 
struction, Arch Milligan is retir- 
ing as manager of the Dunkirk 
Works of The American Fork & 
Hoe Company, Cleveland, Ohio. 
Mr. Milligan developed the pat- 
ented process of forging shovels 
in one piece from a solid bar of 
steel. He first developed the one 
piece solid shank shovel sold un- 
der the well-known “True Tem- 


“Bantam” brands. In the early 
1930’s he developed and patented 





the “True Temper” forged sock- 
et shovel (formerly called taper 
forged), likewise forged in one 
piece from a solid bar of steel. 
Born in Scotland in 1879, Mr. 
Milligan entered the shovel man- 
ufacturing trade at the age of 
15, completing a five-year appren- 
ticeship in the forging division of 
the business. During his early 
years with shovel manufacturers, 
he gained a broad knowledge in 
the trade of forging and finishing 
shovels and served for five 
years as superintendent of one of 
Scotland’s principal shovel 
makers. At the age of 30, Mr. 
Milligan came to Canada where 





he was employed by the Canadian 
Shovel & Tool Company of Ham- 
ilton, forging operations for the 
firm, then as superintendent in 
charge of all manufacturing 
operations. 

Mr. Milligan joined the Skel- 





since Aug., 1891. Second honors 
went to Josephine Sailer, who 
joined the Bassick company in 
Dec., 1892. Joseph Hovorka, old- 
est employee at the Chicago 
Diversey Parkway plant, started 
in Aug., 1907, George L. Meyer, 
Jr., has served the Die Casting 
Division in Chicago for 36 years, 
and Samuel Wendell joined the 
Indianapolis plant in 1915. 

Diamond studded gold pins 
were presented to the entire 
group forming the club by James 
S.  Knowlson, president and 
chairman of the board of Stew- 
art-Warner Corp. Preliminary 
steps leading to the service pin 
awards, and the club were started 
by the Frank A. Ross, senior 
vice-president, who died last No- 
vember. 

HORTON MFG. CO. 

AWARDED THIRD STAR 


The Horton Mfg. Co., Fort 
Wayne, Ind., has recently been 
awarded its third star for con- 
tinued excellence in the produc- 
tion of war materiel. Announce- 
ment of the award was received 
from the office of the Secretary 
of the Navy through C. C. Bloch, 
Admiral USN, retired. The cem- 
pany also was given a Class “A” 
quality rating by the AAF. In 
order to‘merit this award, a com- 
pany must develop a careful and 
painstaking inspection organiza- 
tion that can be entrusted with 
the full responsibility of insuring 
the Army Air Forces that the 
product will meet all require- 





A..G. ORMSBEE NOW MGR. 
OF FIREARM SALES 
WINCHESTER ARMS CO. 

Albert G. Ormsbee has recently 
been appointed manager of fire- 
arms sales of the Winchester Re- 
peating Arms ‘Co., division of 








ALBERT G. ORMSBEE 


Western Cartridge €o., New 
Haven, 4, Conn. Mr. Ormsbee 
has been with the company since 
Dec. 9, 1914. He is nationally 
known as a crack skeet shot, and 
is president of the Connecticut 
State Skeet Shooting Association. 


, Starting in the company’s order 


department, he progressed 
through the warehouse and sales 
engineering departments, became 
supervisor of the order depart- 
ment, and then was assigned to 


ments necessary. 





GILLETTE SPONSORS 
CONTINUOUS RADIO 
FIGHT BROADCASTS 


ton, Mass., has 


fromthe 


J. P. Spang, Jr., president of 
Gillette Safety Razor Co., Bos- 
recently an- 
nounced that Gillette will spon- 
sor a fight broadcast every Fri- 
day evening at 10:00 p.m. EWT. 
The major part of the bouts will 
originate 
Square Garden, New York City, 
but the agreement between Mu- 
tual Broadcasting’ System and 
Gillette provides for broadcasts 
from other fight centers through- 
out the country. The descriptions 
of the bouts will continue to be 
handled by Don Dunphy and 
Bill Corum. 


Madison 





ton Shovel Works, Dunkirk, 





N. Y., now a division of The 
American Fork & Hoe Company, 
in 1924, as manager where he 
continued developing many new 
features in shovel design and 
manufacture. He is now retiring 
to follow his various avocations 
of travel and sports after 50 
years of eventful service in the 


Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 


on page 74 








ARCH MILLIGAN 
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the sales department, with which 
he has been connected since 1928. 
During the first World War he 
was in charge of government 
orders. 


PROPOSE REVISION 
R35-28 STEEL 
LOCKERS RECOMM. 


The Standing Committee in 
charge of reviewing and revising 
Simplified Practice Recommenda- 
tion R35-28, Steel Lockers, Single, 
Double and Multiple Tier, has 
approved a revision of the rec- 
ommendation and the Division of 
Simplified Practice of the Na- 
tional Bureau of Standards has 
mailed copies to all interests for 
consideration and approval, The 
committee recommends the drop- 
ping of two sizes of single tier 
lockers, the addition of two sizes 
of double tier lockers, a change 
in the size of one multiple tier 
locker, the addition of three 
sizes of multiple tier lockers and 
the addition of several para- 
graphs of general information. 

Copy may be had by writing 
the Division of Simplified Prac- 
tice, National Bureau of Stand- 








shovel manufacturing industry. 


ards, Washington, D. C. 
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SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 
Semi-Finished, Castle, Slotted, Cold Punched, 
Flot Pressed, Cold Forged, Stove Bolt and Machine 
Screw Nuts in any quantity from stocks. We make 
nuts from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready. Reference” List, a 
handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 









LAMSON & SESSIONS 
\ 






CHANGE PERSONNEL 
IN CONSUMERS GOODS 


Changes in the personnel of the 
Consumers Durable Goods Price 
Branch, affecting especially the 
furniture and bedding price units, 
were recently announced by the 
OPA, Harvey O. Tenner, for- 
merly in the equipment and sup- 
plies unit, will be head of the 
furniture price unit. Mr. Ten- 
ner was head of procurement for 
Montgomery Ward & Co., before 
joining OPA. Thomas Creal will 
become associated chief of the 
furniture unit, a new post, which 
has been created because of the 
extensive program facing the fur- 
niture unit. Mr. Creal operated 
his own furniture factory at War- 
ren, Pa., before being connected 
with the OPA. He formerly 
served as assistant to Mr. Ten- 
ners’ predecessor. Koppel Wek- 
selblatt, formerly chief of the 
bedding price unit, has been 
named supervisory price analyst 


| with jurisdiction over furniture, 


bedding, floor coverings, and 
toys and games. Mr. Weksel- 
blatt was buyer of upholstered 
furniture and bedding for the 
Hecht Co., Washington, D. C., 
and was also on the buying staff 
of the same department at R. H. 
Mach & Co., New York City. 
His former post as head of the 
bedding price unit will be taken 
by George Young, who served 
as chief assistant. Mr. Young 
formerly served R. H. Macy & 
Co., in an executive position. 





L. J. WOLF TO ENTER 
EXPORT BUSINESS 


Louis J. Wolf, formerly general 
hardware buyer for Chas. Wei- 
land, Inc., New York City, whole- 
sale hardware distributors, has 
entered the export business to 
operate under the name of L. J. 
Wolf, with offices at 25 Park 
Place, New York City 7, N. Y. 
He will devote much of his time 
to the export business but will 
also act as buyer of domestic 
lines. Prior to his affiliation with 
Chas. Weiland, Inc., he was 
assistant secretary of Oliver 
Bros., Inc., New York City, pur- 
chasing agents, having been affili- 
ated with that company for 20 
years. 


SCHELL DIRECTS 
TREASURY PROCUREMENT 
REGION FOUR 


Rowland D. Schell has recently 
been appointed Regiona) Director 
of Treasury Procurement and 
Surplus Property Region number 
four, with headquarters located 
at Cincinnati, Ohio, and covering 
the following states: Indiana, 
Kentucky, Ohio and West Vir- 


business career with the A. B, 
Stove Co., Battle Creek, Mich, 
in 1921, as an assistant to the 
production manager and later 
transferred to the advertising de- 
partment. From 1925 to 1932, he 
was in the real estate and insur. 
ance business, and in 1932, he 
became a district manager for 
the Detroit Stove Co. 


NAME NAVY HELLDIVER 
PLANE FOR SENTINEL 


Because the Sentinel Radio 
employees, Evanston, IIl., over- 
subscribed their quota in the 
Fifth War Loan Drive, the U. S. 
Treasury Department has ar- 
ranged with the U. S. Navy to 
name a “Helldiver” Navy Bomber, 
of the type used so effectively in 
the Pacific battle area, “The Erla 
Sentinel” in their honor. Senti- 
nel employees have purchased a 
total of $115,000 in War Bonds. 





UNION FORK & HOE 
GIVEN NATIONAL WAR 
THEME AWARD 


The National War Theme 
Award was recently presented to 
The Union Fork & Hoe Co, 
Columbus, Ohio, manufacturers 
of farm and garden tools, for 
outstanding skill in the prepara- 
tion of printed matter which sup- 
ports the official war themes of 
The War Advertising Council, 
the Graphic Arts Victory Com- 
mittee and the OWI. The award 
was based specifically on the 
company’s program for encourag: 
ing the raising and canning of 
family food, with particular 
reference to instruction manuals 
which it produced for victory 
gardeners of which more than a 
million copies have been dis- 
tributed, principally through 
hardware stores. 
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H. C. STAFF JOINS 

LEWIS ENGINEERING 
Announcement has just been 
made by The Lewis Engineering 
& Mfg. Company of Alliance, 


& 





HERMAN C. STAFF 


Ohio, manufacturers of the “Doo- 
klip” Line of Lawn Tools, that 
Herman C. Staff has been ap- 
pointed sales representative for 
Ohio and Michigan, with head- 
quarters at 1935 Euclid Avenue, 
Cleveland. Mr. Staff has been 
associated with the R. A. Staff 
Company for the past 18 years 
and prior to that was sales engi- 
neer of welding for the Lincoln 
Electric Company. 





HALLSTEIN ASST. MGR. 
OF BELT SALES 
FOR GOODYEAR 


Walter P. Hallstein, Jr., has 
been appointed assistant mana- 
ger of the belt department of the 
Goodyear Tire & Rubber Co., 
Akron, Ohio. Mr. Hallstein has 
been identified with Goodyear 
since 1934. 


. RUBBERSET RECEIVES 
ARMY-NAVY “E” 


The Rubberset Company has 
announced that the employees at 
its plant at Newark, N. J., have 
been awarded the Army-Navy 
“E” for their outstanding war 
production achievements. This 
marks the first time this recog- 
nition has been given to workers 
for producing Nylon bristle paint 
brushes, which are required in 
tremendous quantities by both 
the Navy and the Army. The 
award will be made on August 
29h at ceremonies to be held 
at the Mosque Theatre, Newark. 

Approximately 92 per cent of 
the output of the Rubberset Com- 
pany is for war and related pur- 
poses, the company said, .adding 
that it had produced 25,000,000 
brushes of all kinds since Pearl 





Harbor. Its technologists have 
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developed techniques for making 
Nylon brushes, now widely used 
by the United States Navy. The 
company’s employees completed 
early this year for the Navy the 
largest paint brush order ever 
placed. Their brush production 
has been consistently increased 
since the start of the war and is 
today at a peak. 





EMERSON NAMES TWO 
DISTRIBUTORS IN 
THE SOUTH 


Announcement has been made 
by the Emerson Radio & Phono- 
graph Corp., New York City, of 
the appointment of two com- 
panies to act as distributors in 
the south. Dixie Radio Supply 
Co., Columbia, S. C., will dis- 
tribute the company’s products in 
Columbia and contiguous terri- 
tory. The James Supply Com- 
pany, Chattanooga, Tenn., will 
perform a similar function in 
that area. 


EDWARDS WINS CUP 
AT N. Y. GOLF PARTY 


W. W. Edwards, Federal Hard- 
ware Co., New York, won the 
secretary’s cup at the Aug. 15 
golf party of The Hardware 
Trade Association of New York, 
with a card of 70 net, at the 
Knollwood Country Club, White 
Plains, N. Y. Twenty-three 
golfers participated: in the tour- 
nament, the dinner attracting a 
total of 30 members and guests. 
Although a storm threatened, it 
passed away from White Plains 
and gave the golfers a good 
break in the weather. Runner-up, 
with 78 net, was M. C. Harriman, 
American Wire & Steel Co. Low 
gross member-winner was Jack 
Smith, Holo-Krome Screw Corp., 
with 79 gross, with Edmond 
Neal, Nicholson File Co., runner- 
up. Low gross guest winner was 
Gene Jennings, Russell, Burdsall 
& Ward Bolt & Nut Corp., with a 
gross card of 90. Low net guest 
winner was W. W. Gnann, Holo- 
Krome Screw Corp. E. S. Nor 
vell, E. C. Atkins & Co., secre- 
tary of the association, was high 
gross member-winner, and T. J. 
McTernan was high gross guest- 
winner. 

The club also held a golf party 
in July at the North Hills Golf 
Club, Douglaston, Long Island, 
N. Y., which attracted 30 golfers 
and a total of 41 members and 
guests for dinner. Arrangements 
for both tournaments were di- 
rected by J. B. Perkins, J. H. 
Williams & Co., as chairman, his 
associates being H. L. Ussher, 
Oliver Iron & Steel Corp.; M. L. 
Langel, Osborn Mfg. Co., and M. 
C. Harriman, American Steel & 
Wire Co. 









These fine heaters bear the closest inspection as they 
are tops in quality, construction and performance. 
You never have to apologize for ROYAL quality. 
ROYAL Heaters assure fast turnover and satisfied 
customers. 


Write for complete information. 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 








Not One... But 


TWO OUNCES OF 
PREVENTION 


Two ounces of prevention of rust on your 


customers’ not-to-be-replaced sporting 


equipment. . . and 


TWO OUNCES OF PRE- 
VENTION OF CUSTOMER 
DROP - OFF BETWEEN 
NOW AND THE TIME 


$9 Ar Price 
WHEN GUNS WILL BE per 
FOR SALE AGAIN. 2.80 c=. 


McCAMBRIDGE & McCAMBRIDGE CO. 


BALTIMORE 23, MD. 





Retail Price 


35C sme! 











L. F. WEYAND GEN. MGR. 
OF MINNESOTA MINING 
ADHESIVE DIVISION 


L. F. Weyand, formerly gen- 
eral sales manager of the Minne- | 
sota Mining & Mfg. Co.’s adhe- 





L. F. WEYAND 


sive and coatings division since 
1936, has recently been named 
general manager. This new post 
will entail responsibility for all 
production, sales research, and 
laboratory activities of that divi- 
sion for the St. Paul, Minn., con- 
cern. Mr. Weyand has been 
associated with the company for 
28 years. Under his direction, 
the adhesive and coatings divi- 
sion has become widely diversi- 
fied, both as to the kinds of 
adhesive produced and the classes 
of trade served. Mr. Weyand 
will continue to maintain head- 
quarters at the 3-M factory in 
Detroit. 


WESCOTT EXPORT MGR. 
FOR HAAS BROTHERS 
HDWE. METAL DEPT. 


Edward W. Westcott has recent- 
ly become associated with Haas 
IBros., manufacturers’ agents, 75 
West St., New York City, as ex- 
port manager of its hardware and 
metalsware department. Mr. 
Westcott was formerly affiliated 
with the Masback Hardware Co., 
Inc.. New York City, whole. 
sealers, in charge of its export 
denartment. 





THREE NEW FIRMS © 
TO DISTRIBUTE 
ARVIN PRODUCTS 


Sam Salmanson, president of 
Salmanson & Company, New 
York City, has announced the 
formation of three new compa- 
aies to distribute new lines of 
Arvin radios, small electrical 
appliances, metal laundry tubs 
and other products manufac- 
tured by Noblitt-Sparks Indus- 
tries, Inc., of Columbus, Ind. 
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One of the new companies, 
Arvin-Salmanson Co., of New 
England, Inc., 618 Little Bldg., 
Boston, Mass., will serve all of 
New England. Arvin-Salmanson 
Co., of New York, Ine., 1107 
Broadway, New York City, will 
contact the New York metro- 
politan area, Westchester County 
to Poughkeepsie and New Jersey 
up to, but not including Trenton. 
The Arvin-Salmanson Company, 
Inc., will be located in Baltimore 
and will serve the Baltimore and 
Washington areas. All three 
firms will maintain warehouse 
stocks and service departments 
for the various Arvin lines they 
distribute. 


DE VILBISS PRES., GEN. 
MGR. DE VILBISS CO. 


Howard DeVilbiss has recently 
been elected president and gen- 
eral manager, and Allen D. 
Gutchess has been named chair- 
man of the board and active 
senior executive of the DeVilbiss 
Co., Toledo, Ohio. Mr. DeVilbiss 
has served for several years as 
vice-president of the company 
and Mr. Gutchess has been presi- 
dent of the firm since 1929. As 
board chairman, he succeeds 
W. M. Booker who will continue 
as a member of the board. Frank 
A. Bailey, vice-president and gen- 
eral manager, who has been with 


the company for 34 years, has 
retired. Roy A. Guyer, vice- 
president in charge of sales, has 
become a director of the com- 
pany. 


AUERBACH RESIGNS 
FROM OPA—NOW HAS 
OWN BUSINESS 


Alfred Auerbach who has for 
the past two-and-a-half years 
been chief of durable goods pric- 
ing at OPA: in Washington, 
D. C., has resigned his position 
to open his own offices in New 
York City, where he will act as 
merchandising and sales con- 
sultant to manufacturers in these 
fields. He remains as a consul- 
tant to OPA, where it is ex- 
pected he will function especially 
on pricing problems attendant to 
reconversion of many of the dur- 
able goods industries. In terms 
of service he is one of the oldest 
of OPA executives, having served 
under Leon Henderson and Pren- 
tiss Brown, as well as Chester 
Bowles, present administrator. 

Prior to joining OPA, Mr. 
Auerbach was editor of Retailing 
Home Furnishing. His new or- 
ganization will concentrate on 
serving one manufacturer in an 
industry. His services will extend 
from consumer research and mar- 
ket analysis to sales and design 
counsel, sales training, and sales 





EGBERT C, HADLEY 


HADLEY ELECTED 
BOARD CHAIRMAN OF 
MIDDLEBURY COLLEGE 
Egbert C. Hadley, assistant to 

the vice-president and director of 
manufacture of the Remington 
Arms Co., Inc., Bridgeport, 
Conn., was recently elected 
chairman of the board of trus- 
tees of Middlebury College, Mid- 
dlebury, Vt. The college, which 
was founded in 1800, is particu- 
larly distinguished for its sum- 
mer school of languages. Mr. 
Hadley, who prior to his present 
position, was manager of Rem- 
ington’s Technical Division, is 
widely known in_ educational 








promotion. 


circles. 








MAJESTIC MFG. CO. WINS MARITIME “M”: The United States. Maritime Commission 


has recently presented the Maritime 


“M” Pennant for production achievement to the 


Majestic Mfg. Co., St. Louis, Mo. This company has supplied a large percentage of the 
heavy duty galley ranges for Liberty ships, Victory ships, tankers, troop carriers, and 


aircraft carriers. 


All the company’s employees receive Maritime Merit Badges. The 


pennant and Victory Fleet Flag were accepted in behalf of the employees by the president 
of the company, John E. Russell, and Charles E. Minderman, oldest employee with a 
record of 51 years continuous service. Badges for each employee were accepted by 
George A. Reichert, and G. S. Morley, production manager. Left to right: J. E. Russell, 
Majestic Mfg. Co., president, Allen D. MacLean, director of production, United States 
Maritime Commission, Thomas W. Maryman, BM 2/c, S. L. Culler, Lee W. Grant, G. S. 


Morley, production manager, and C. E. Minderman. 
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B. J. Hank Says Families Will 


Bay Carefully When War Ends 


Bernard J. Hank, chairman of 
the American Washer & Ironer 
Manufacturers’ Association mar- 
kets estimation sub-committee, in 
addressing the industry’s summer 
conference held at the Edgewater 
Beach Hotel, questioned the esti- 
mates of huge postwar markets 
awaiting such consumers’ durable 
goods as home laundering appli- 
ances. Mr. Hank deflated any 
belief that our products will sell 
themselves for any length of 
time. He further stated that the 
demand for postwar household 
washing machines will be re- 
duced in proportion to the use of 
the optionable spendable dollar 
to purchase other appliances, 
which shows the importance of 
offering the most in quality, fea- 
tures and style per dollar. 

He pointed out that the price 
of a product has a direct rela- 
tionship to its sales. If the price 
increases, buyers weigh the dif- 
ference against other items ob- 
tainable at the old price. Even 


though the individual incomes as 
a whole have risen, the less our 
price is up in comparison to 
other products, the more one 
might hope to sell. Since the 
consumer has repeatedly demon- 
strated his ability to make ar- 
ticles last well past their normal 
period of usefulness, if virtually 
unlimited wage costs force prices 
of such articles to unreasonably 
high levels, the consumer may 
continue to make his old posses- 
sions do for another year. 

Other speakers at the meeting 
included Roy A. Bradt, vice- 
president of the Maytag Co., 
Newton, Iowa, chairman of the 
industry’s postwar planning com- 
mittee, and Judson S. Sayre, 
president, Bendix Home Appli- 
ances, Inc., South- Bend, Ind., 
chairman of the industry’s WPB 
advisory committee. John M. 
Wicht, director, home launder- 
ing equipment division, General 
Electric Co., Bridgeport, Conn., 
and president f the association, 
presided. 








SCHENCK SALES MGR. 
LAWN MOWER DIV. 
WORCESTER MOWER CO. 


Albert W. Schenck has re- 
cently been appointed sales man- 
ager of the new lawn mower divi- 
sion of the Worcester Lawn 
Mower Co., owned and operated 
by the Savage Arms Corp., Chi- 
copee Falls, Mass. He will con- 
tinue to make his headquarters 
at the J. Stevens Arms Co., 
Chicopee Falls, Mass., where 
during the past five years, he 
has served as assistant sales man- 
ager of the arms division. Mr. 
Schenck has been associated with 
Savage and the J. Stevens Arms 
Co. division for the past 30 years. 
He joined Savage Arms in 1914 
at the beginning of World War 





ALBERT W. SCHENCK 
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1. In 1925, he was transferred 
to the New York office as export 
sales manager and office man- 
ager. He also covered the job- 
bing trade along the Atlantic sea- 
board for the past several years. 





PIONEER GEN-E-MOTOR 
NOW A CORPORATION 


Pioneer Gen-E-Motor, formerly 
a limited partnership, was re- 
cently incorporated under the 


a Delaware corporation. Pioneer 
Gen-E-Motor Corp. continues to 
have the same personnel and lo- 
cation at 5841-49 Dickens Ave., 
Chicago 39, Ill. Officers of the 
corporation are: David E. Bright. 
president; Richard O. Goldberg, 
vice-president, and Harry Gold- 
berg, secretary and treasurer. M. 
J. Walker is general sales man- 
ager of the company, which is 
now engaged in completing the 
war contracts originally taken 
under the name of the partner- 
ship. 

The company manufactures 
generators, dynamotors, convert- 
ors, motor generators, generating 
sets, etc. 


METALOID SUCCEEDS 

OHIO STOVE PIPE CO. 

The Ohio Stove Pipe Co., 2104 
Woodland Ave., Cleveland, Ohio, 
has been succeeded by The Me- 
taloid Co., 5815 Kinsman Rd., 





Cleveland. 





name Pioneer Gen-E-Motor Corp., | 
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Y2648 Y2634 


THE OR/G/NAL SWIRL.MIXER AND MEASURING CUP 


is a kitchen convenience you will surely want to sell. Just shaking 
the Swirl Mixer blends flour and water to a creamy texture pre- 
venting lumps in gravy or cream sauce. Splendid for making 
scrambled eggs, dissolving sugar for cold drinks or salad dress- 
ings. Patented swirl ends do the trick with a flick of the wrist. 


46—The Glass Swirl Mixer has a plastic cover. Ideal for counter 
demonstration to show action resulting from the patented swirl 
ends, Priced low. Introduces Swirl Mixer Line. Self-seller 
display. Ideal for salad dressings. 


Y2648—The two-cup size is made of flexible plastic in gorgeous 
colors. 
Mixes large quantities; for example, scrambles enough eggs for 
s. meal. Most one-cup users will return to buy a two-cup Swirl 
ixer. 


Y2634—The popular one-cup Plastic Swirl Mixer is a quality 
item. Furnished in beautiful colors. Very handy as a Measuring 
Cup. Follow-up sale to Glass Swirl Mixer. 


Our Customers help us boost SWIRL MIXER SALES 





Philadelphia, Pa.—‘‘As a gift—a friend from Conn. sent me a SWIRL 
MIXER and I am enthusiastic about it. Where can I get a 2 Cup size?” 
Hamilton, Ohio—‘While in Cleve- Congers, N. Y.—‘“All my friends 
land last week I got quainted d in a most compli- 
with your most wonderful SWIRL mentary style about the SWIRL 
MIXER. MIXERS I sent them for Christ- 
Jackson H¢éts., N. Y.—‘‘Several mas, and several said it was the 
months ago when visiting in most worth while gadget in their 
Conn., a SWIRL MIXER was kitchen.” 

given me. I should not like to 

keep house without it and I wish Brooklyn, N. Y.—“This is a gen- 
to present members of my family ine fan letter for I think the 


one each. Could you mail me 
four mixers or direct me to a 
local store ?”’ 


Parkland, Pa.—‘“I am writing to 
you in regard to your SWIRL 
MIXER. I have one which was Newport News, Va.—‘My cousin in 
por Pane A Kad alot bass Brooklyn sent me a SWIRL MIXER. 
in the kitchen. 1 would like to [0 ell my many years of hoses. 
share my pleasure with my friends keeping eve never Be rs 

so would like some information %"d more satisfactory article. Now 
about getting them.” I would like to have a large size. 


SWIRL MIXER is the handiest and 
most useful appliance I have come 
across in a long time. I should 
like to give some for gifts.” 


SELL A DOZEN AND THEY WILL SELL A GROSS 
Enquire from your JOBBER or write us. 


ROCHOW SWIRL MIXER CO. 
P.O. Box 781 Rochester 3, N. Y. 


73 





Sets Procedure for Price 
Rises on Consumer Goods 
In Short Supply When Made 


OPA action does not mean immediate release of 
such goods but sets up procedure to be followed 
when consumer durable goods are made and sold. 


Effective Aug. 18, the Office of 
Price Administratio n has 
amended the familiar Maximum 
Price Regulation 188 to encour- 
age increased output of many 
needed lines now in short sup- 
ply. This does not indicate an 
immediate resumption of the 
manufacture of the lines affected, 
but paves the way—from the 
price angle—for the time when 
such civilian goods may be made 
and offered to the trade. Manu- 
facturers are provided relief only 
where prices are beluw the mar 
ket level, or where continued pro- 
duction is threatened by current 
prices. The amendment also au- 
thorizes corresponding price ad- 
justments at wholesale and retail 
levels, to assure continued dis- 
tribution. 

The adjustment that can be 
granted is limited to the lowest 
applicable amount among the fol- 
lowing: (1) An amount sufficient 
to cover the unit manufacturing, 
packing and shipping cost. where 
freight is allowed—-even if the 
manufacturer’s entire operation 
is profitable. (2) An amount 
sufficient to correct, if his entire 
operation is being conducted at 
a loss or will be within 90 days. 
(3) An amount equivalent to 
the prevailing market level of 
maximum prices of similar arti- 
cles to the same class of pur- 
chasers, manufactured by com- 
petitive firms. 

An adjustment may be denied, 
OPA said, if it appears that a 
reasonably adequate substitute 
for the article on which relief is 
sought is available at a lower 
price. 

The items of consumers’ goods 
affected by the above plan, are: 
Folding baby carriages; bath- 
room wall fixtures; bicycle sad- 


dies; breakfast sets; brooms: 
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brushes, canvas and wood folding 
furniture; carpenters’ squares; 
carpet sweepers; cast iron hand 
tools; metal curtain rods; elec- 
tric irons; fire-protective chests; 
fountain pens, with steel or sil- 
ver nibs; galvanized ware; wire 
garment hangers; wood garment 





kitchen 
cabinets; kitchen cutlery; alu- 


hangers; high chairs; 
minum kitchen utensils; cast 
iron kitchen utensils and enamel 
kitchen utensils; maple or maple 
finish bedroom suites; mattresses; 
mops, mop sticks and heads; 
mouse traps and rat traps; occa- 
sional wood chairs, including 
chairs with padded seats; pen 
nibs, steel or silver; wood pen- 
cils; picture frames selling to re- 
tail dealers for 60 cents or less; 
pillows; play pens; reed or fibre 
furniture; safes; unpainted 
chairs; tables, vanities, chests, or 
cabinets; metal well buckets; 
wheeled cultivators and plows; 
paper or cloth window shades; 
wood bedsteads and cribs; wood- 
en ware (except articles covered 
by MPR 196); household ice re- 
frigerators. 








DUNCAN DEPUTY DIR. 
FOR SURPLUS ITEMS 
HELD BY TREASURY 


R. C. Duncan, president R. 
C. Duncan Co., Minneapolis, 
Minn., industrial hardware dis- 
tributors, has been appointed 
as one of three Deputy Direc- 
tors assisting Ernest L. Olrich, 
Assistant to the Secretary of 
the U. S. Treasury, in Charge 
of Procurement and Surplus to 
assist in operation of the Office 
of Surplus Property. He will 
direct sales and merchandising 
policies on Treasury held sur- 
plus property. A complete 
news story on this and other 
appointments will be found on 
page 60 of this issue of HARD- 
WARE AGE in the “News of 
the Trade” section. 








Some Metal Restrictions Removed 
On Some Incandescent Light Fixtares 


Restrictions on the use of 
metals in utility type incandes- 
cent lighting fixtures have been 
removed from Order L-212 and 
minor relaxations affecting other 
types of incandescent lighting 
fixtures have been made WPB 
announced on Aug. 16. Provisions 
formerly restricting the use of 
metal in utility fixtures affected 
chiefly reflectors and recessed 
fixtures. Utility and industrial 
fixtures, with the removal of 
metal restrictions are merged 
under the amendment announced 
Aug. 16. 

Under Order L-212 they are 
subject only to the provision re- 
quiring a preference rating on 
sales. In addition to the five 
exemptions from the preference 
rating provision already in the 
order, the following two ex- 
emptions are made: (1) exit 
signs of the kind required in 
public buildings by fire laws; 


and (2) illuminating glassware, | 


such as bowls, shades, and 
globes. Residential fixtures, used 
for illumination in homes, may 
be sold without ratings. 

Weight restrictions on metals 
in residential fixtures are relaxed 
and revised for clarity. A total 
of 20 ounces of metal may now 
be used in the fixture. Formerly, 
12 ounces of metal could be used 


the 20 ounce limitation. 





and an additional eight ounces 
could be used for the chain or 
stem of a suspended type fixture. 
This change has been made at 
the suggestion of the Incandes- 
cent Lighting Fixture Industry 
Advisory Committee, WPB of- 
ficials said. 


Aluminum may be used as a 
substitute for other metals, within 
How: 
ever, the amount of aluminum 
and steel (by weight) used in the 
third quarter, 1944, may not ex- 
ceed the amount of steel (by 
weight) that had been allotted to 
a manufacturer for the quarter. 
The number of units made by a 





manufacturer may not be greater 
than the number that would have 
been made with the allotted 
steel. 

Other WPB orders restricting 
the use of materials in incandes- 
cent lighting fixtures—as M-1l-g 
(aluminum paint), M-6-b 
(nickel) and M-9-c (copper) — 
are still applicable. 

Restrictions on the manufac- 
ture of incandescent lighting 
fixtures were originally imposed 
to conserve aluminum, copper 
and steel, and only the most es- 
sential types could be made, 
WPB said. Some relaxations 
were made in a March, 1944, 
amendment to the order. This 
amendment reflects further 
changes in the material supply 
situation, particularly in alumi- 
num. 








Asphalt, Tarred Roofing Prodact 


Prices Permitted to Increase 
3 Per cent in Majority of States 


Manufacturers’ present ceiling 
prices for all asphalt and tarred 
roofing products sold in States 
east of and including Montana, 
Wyoming, Colorado, and New 
Mexico, were permitted to be in- 
creased by 3 per cent after Aug. 
17, 1944, OPA announced re- 
cently. Resellers of the products 





| may pass on actual dollars-and- 


cents increases resulting to them 
from the adjusted manufacturers’ 
prices. . 

Amendment No. 4 to Revised 
Price Schedule No. 45—Asphalt 
or Tarred Roofing Products, ef- 
fective Aug. 17, 1944, made these 
provisions, 
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Stocks of 


Released Metals Reserve 


Screening 


Locations Announced by WPB 


LOCATED IN 16 KEY CITIES 
IN UNITED STATES 


Stocks of bronze and copper 
screening held by the Metals Re- 
serve Co. (a subsidiary of the 
Reccnstruction Finance Corpora- 
tion) and recently released for 
sale by the War Production 
Board, are located in 16 key 
cities throughout the country, 
WPB’s Building Materials Divi- 
sion said recently. These stocks 
were formerly frozen in the 
hands of miscellaneous holders. 

Detailed information about the 
screening may be obtained from 
Metals Reserve Co., 155 East 
Mth Street, New York City, 17. 

This screening is sold “as is’ 
to (1) jobbers, wholesalers and 
retailers; (2) to the military and 
other designated governmental 
agencies; and (3) to other pur- 
chasers authorized by WPB. It 
was released for sale through 
Amendment 4 to the Copper Con- 
servation Order M-9-c, issued 
Aug. 4, 1944. 

A total of 669,947 square feet 
of screening is available. Widths 
are principally 17 inches and 
narrower, and the major portion 
is in two meshes, 14 and 16. The 
material is in both bright and an- 
tique finish, and in three weights 
—standard, medium and light. 

The screening is held in the 
following cities: Baltimore, Bos- 
ton, Chicago, Cleveland, Cincin- 





nati, Detroit, Los Angeles, Mil- 


waukee, Minneapolis, New York, 
Philadelphia, Pittsburgh, Provi- 
dence, San Francisco, Seattle and 
St. Louis. 


LOCATIONS OF INSECT 
SCREEN CLOTH—TOTALS 
FOR DIFFERENT MESHES 








LOCATION 14 Mesh 16 Mesh 
Baltimore. 1,134 0 
Chicago... “tee _6:08 
Clenelond’ 5,301 93,780 
Cinncinnati.. . 4,170 1,748 
Detroit....... 2,634 2,734 
Los Angeles 156,421 188 
Mil ee. 4,216 267 
Minneapolis... .. . 350 233 
New York........ 7,125 3,429 
Philadelphia. 2,933 0 
Pittsburgh . . 1,984 0 
Providence. . 37,716 0 
San Francisco 127,760 129,329 
, SRS 3,483 0 
St.Louis......... 11,280 976 





In addition to the above quan- 
tities of 14 and 16 mesh, release 
of 18 and 20 mesh insect screen 
cloth was authorized. 

18-mesh cloth in the following 
quantities and location was 
released: 359 sq. ft., Chi- 
cago, Ill.; 1,441 sq. ft. in 
Cleveland, Ohio; 12,615 sq. ft. 
in Minneapolis, Minn., and Prov- 
idence, R. I., 400 sq. ft. A total 
of 141 sq. ft. of 20 mesh insect 
screen cloth was also released in 
Providence, R. I. 








LOCATION 9”-11” 12°-14” 18” 18” 17” 26”-28” 
Baftimore............. , whe nik 
boabWuecdewecses sd pee bet asi ‘dis ‘ie 
aa Edeeahaiates 27,868 65,912 |... a 
BE civdarieete 225 386 388 749 : 
a it mena tein wee shy 869 . one 133 ae 
Meee 2 267 Sein fig 
Minneapolis........... 108 125 
IC vanes 259.004 884 2,545 
Philadeiphia.......... 
ediene...., » 
San Frarcisco 1,933 124,396 3,000 
Seattie.... - , 
GOES. nsnUsec5 350 267 142 217 














WMC Order Exemption Does Not Always 
Apply to Stores With Under 8 Employees 


Although generally speaking the War Manpower Commis- 
sion’s order on the hiring of men does not apply to establish- 
ments having under eight employees, this rule does not 
always hold true. The rule applies to stores having under 
eight employees in critical labor areas where such applica- 
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tion is deemed necessary in line with local conditions. 








36 single boxes 
to this compact 
counter display 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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OPA to Issue New Loose Leaf Service 
Replacing 16-Vol. Service on Regulations 


Publication of a new loose-leaf 
service, which will replace the 16- 
volume service now-in use and 
provide a more simplified method 
by which Office of Price Admin- 
istration officials and hundreds of 
business executives and attorneys 
in private practice can keep 
abreast of the OPA’s orders and 
regulations, was. announced by 
that agency on Ang. 10. 

Chief feature of the new ser- 
viee says OPA is the arrange 
ment of the subject-matter in 
such’ a ‘simplified form that the 
average user now compelled by 
the complex codification system 
of the present service to search 
through as many as five volumes 
to check on a pricé regulation, 
and obliged to have ‘all 16 vol- 
umes available for reference, will 
need only two volumes. 

The burden’ of keeping loose- 
leaf service current will be tre- 
mendously lightened under the 
new service. At present, the 
user receives releases twice a 
week which must be inserted in 
their appropriate places in all 16 
volumes. Under the new service, 
he will receive releases once a 
week, and these will deal only 
with the OPA orders and regula- 
tions in the volumes with which 
he works. : 

The new'gervice will consist of 
price commodity desk books, 
each containing current regula- 
tions, statements of considera- 
tions, interpretations and other 
material relating to a specific 
commodity. Each user will be 
provided with a commodity desk 
book, dealing with the commodity 
in which he is interested; and a 
general desk hook, containing 
the acts, legislative reports, the 
General Maximum Price Regu- 
lation and interpretations, sup- 
plementary regulations, supple- 
mentary orders, general orders, 
export-import material, licensing, 
enforcement, services and other 
general material. 

Titles of the new Desk Books 
are: General, Consumer Goods, 
Food (two volumes), Metals & 

Machinery, Lumber, Building Ma- 
terials .& Paper, Chemicals & 
Rubber and Opinions & De- 
cisions. 

The Opinions & Decisions and 
the Consumer Goods Desk Books 
have already been published. The 
former is the only bound volume 
in the new service and contains 
all opinions of the Administrator 


and decisions of Federal and 
State courts to date. It will be 


kept up to date by weekly re- 
leases to be filed in a separate 


The community desk . books 
will replace those volumes of the 
present service containing pric 
and general material. It is 
planned to consolidate the pres- 
ent four volumes containing ra- 


tioning material into one yolume, 
and to use this volume in “con- 
junction with the loose-leaf ra- 
tioning service now used by: local 
War Price and Rationing Boards. 

The ‘commodity desk books 
will not iftclude the former text 
of regulations now in the present 
16-volume service. 





The editing and publication of 


all material contained in thé new 
service is handled exclusively by 
a. private lpose-leaf. publishing 
firm,.and it is not,to be con- 
sidered an’ official OPA publica- 
tion. With the exception of ma- 
terial intended only for use° of 
OPA employees, all data in the 
service are available to the pub- 





lic through subscription. 








Retail dealers in stock screen 
goods whose. freight rate on 
items purchased from jobbers ex- 
ceeds 75 cents per 100 lbs. were 
authorized recently by the Office 
of Price’ Administration to in- 
creage their maximum prices by 
specified percentages rather than 
by. exact. amounts. on each item. 
These changes were made by 
Amendment No. 5 to MPR No. 
381, Stock Screen Goods, effec- 
tive Aug. 17, 1944. 

This ‘means that, when the 
freight. rate exeeeds 75 cents per 
100 pounds, the retail price on 
séreen goods may be increased by 
two per cent of the list. price in 
the stock sereen goods regulation, 
and on combination doors, it 
may be increased three per cent. 

The prices of some retailers 
will. be increased, while the 
prices of others. will be de- 
creased. Freight rates in excess 
of 75 cents per ewt. will apply 
to only a very small percentage 
of shipments outside the south- 
west and the mountain states, 
where long hauls are common. 
A retailer may make this increase 
for freight in excess of 75 cents 
per 100 pounds in his ceiling, re- 
gardless of whether he or the 
jobber pays the freight under 75 
cents. 

All retailers who thus increase 
their prices were required to 
submit to the Lumber Branch of 
OPA by Sept. 1, 1944, a report 
of the shipments of screen goods 
and combination doors received 
from July>1, 1943, to..June 30, 
1944. These reports must include 
the names of the regular sup- 
pliers, the origin and destination 
of inbound shipments, the freight 
rate per 100 lbs. ‘and related in- 
formation. 

The new action makes another 





loose-leaf binder. 
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Retail Stock Screen Goods Sales Prices 
May Include Freight Rate Costs 
Above 75 Cents Per Cwt, By Specified 
Percentages Instead of Exact Amounts 


change in the regulation by pro- 
viding that jobbers who ship to 
retail dealers by common carrier 
may follow their March, 1942, 
practice with regard to allowing 


freight, except that they are not 
required to pay the freight above 
75 cents cwt. Formerly, they 
were required to allow full freight 
up to this amount. 

Before April 29, 1944, some 
jobbers were required to absorb 
freight charges in excess of 75 
cents per cwt. Since April 29, 
all jobbers were required to ab- 
sorb freight charges up to 75 
cents per cwt. and were per- 
mitted to pass on charges in ex- 





cess of 75 cents. 








Sheathing Paper Prices Now 
Subject RPS No. 32 (Paperboard) 


Sheathing paper has been 
added to the list of commodities 
specifically covered by the regu- 
lation establishing ceiling prices 
of paperboard sold by producers 
east of the Rocky Mountains, 
OPA announced on Aug. 8. 

Amendment 16 to _ Revised 
Price No. 32, Paperboard East of 
the Rockies, effective Aug. 12, 
1944, made this provision. 

This action, which is effective 
August 12, 1944, will, in general, 
cause no change in ceilings for 
sheathing paper. Of the manu- 
facturers who have been observ- 


ing the General Maximum Price 
Regulation in the pricing of this. 
paper, many made no change in 
their prices in the six months 
preceding the March 1942 base 
month of the General Maximum 
Price Regulation, The base peri- 
od for the paperboard regulation 
is Oct. 1, 1940, to Oct. 15, 1941. 


An occasional company which in-’ 


creased its prices between Oct. 
15, 1941, and March 1942, would’ 
have its ceilings reduced by the 
new action. Ceilings are estab- 
lished as the highest prices of 





each producer in the base period. 








Consumer Type Radio 


Receivers 


Under MPR 188—Also Phonographs 


The price schedule that pre- 
viously governed manufacturers’ 
maximum prices for consumer 
type radio receivers and phono- 
graphs has been revoked, and 
the articles transferred to cover- 
age by MPR 188 the regulation 
affecting most other consumers’ 


durable goods, the: Office of 
Price Administration. announced 
Aug. 12. 


Pending the formation of an 
industry advisory committee to 
assist OPA in formulating a new 
specific regulation covering con- 
sumer type radio receivers and 





phonographs, the pricing formu 
las of Maximum Price Regulation 
188 will be in effect. These are 
considered more adequately suit- 
ed to pricing these articles than 
either Revised Price Schedule 83: 
or the General Maximum Price 
Regulation. 


The Office of Price Adminis- 
tration, by this action, establishes 
a satisfactory interim method for 
pricing any new models that may 
be manufactured, the agency 
said. Revocation. of _ Revised 
Price Schedule No. 83—Radi: 
Receivers and Phonographs; and 
Amendment No: 39 to Maxi- 
mum Price Regulation No. 188- 
Manufacturers’ Maximum Prices 
for Specified Building Materials 
and. Consumers’ Goods Other 
Than Apparel were-effective Aug. 
16, 1944. 
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Million. Five-Gallon Steel Cans 
Offered By Treasary Sarplas Unit 


The Office of Surplus Property 
of the Treasury Department has 
for immediate sale approximately 
one million five-gallon steel cans 
made for the Armed Forces, now 
declared “Surplus.” They are 
made from 20 gage steel, 

13% x 65% x 18%, solid welded 
construction. Have easy-pouring 
spouts, air vent for quick filling 
and emptying, leak-tight . lock 
with tight seal of synthetic rub- 
ber, eliminating evaporation. 
Three handles make it easy for 
either one or two persons to carry 
when filled. These cans are 
ideal for carrying or storing gas- 
oline, kerosene, fuel oil, or any 
non-corrosive liquid... 

A price of 75c per can is of- 
fered to all organizations fecog- 
nized: as wholesalers, jobbers or 
distributors by the © National 
Wholesale - Association of éach 
trade, the definition of such 
Associations ns to their 
own division of industry. 

A price of 80c. per can is 
offered to all on operated 
mail order ‘houses. 

A price of 90c. is quoted to 
all buyers of any other class of 
trade who shall buy one or more 
car-loads for direct resale to car 
owners, boat owners, farmer, 
trailer-camp operators, or other 
types of small quantity indi- 
vidual end-users, this class in- 
cluding all department stores, 
hardware dealers, sporting goods 
houses, or other classes of retail 
outlets. 





The cans will be sold in car- 
load lots of 4,000, F.O.B. from 
warehouse nearest to buyer, if 
possible. Loading charges will 
be absorbed by the Government. 
The cans are now located in New 
Cumberland, Pa.; Midvale, Utah; 
and Mira Loma, Calif. 

These cans have been stored 
outside in the weather. They are 
painted olive green and about 
50% of them have, or may de- 
velop, an outside rust splotch 
where the paint has _ been 
scraped by handling. It is. also 
estimated that between 5 and 10 
per cent show a_ small _ leak, 
which can be repaired with a 
little solder. The remaining cans 
are in first class condition. Pur- 
chasers must take the cans 
“as is.” 

Samples may be inspected at 
any one of the 11 Regional Trea- 
sury Procurement Offices located 
in the following cities: Boston, 
Massachusetts; New York, N. Y.; 
Washington, D. C.; Cincinnati, 
Ohio; Chicago, Illinois; Atlanta, 
Georgia; Fort Worth, Texas; 
Kansas City, Missouri; Denver, 
Colorado; San Francisco, Cali- 
fornia; Seattle, Washington. 

All orders with certified check 
made payable to the Treasurer 
of the United States and ship- 
ping instructions attached should 
be- sent to the General Products 
Division, Office of Surplus Prop- 
erty, U. S. Treasury, 7th & D 
Streets, 
D.‘€. 





Further Word on WPB-547 
Filing Procedure 


As stated in the Aug. 3, 1944 issue of HaRpware Ace, on page 
67, the Distributor’s Application for Preference Rating, Form 
WPB-547 (PD-1X) must be made in quadruplicate (three copies 
to WPB, the applicant retaining one copy for his own files). Al- 
though these applications are to be filed with WPB field offices 
WPB has stated that “distributors who sell more than 50 per cent 
of their total goods outside of their WPB region may continue 


to file directly with Washington.” 


Such distributors must observe 


the regulation requiring three copies be sent to WPB. 

WPB states that under the new method by which applications 
are first examined in field offices it is expected that this will 
permit a greater consideration of local factors, and that field 
offices will promptly forward applications with recommendations 
Yo Washington headquarters of the Wholesale & Retail Trades 


Division for final action. 


All applicants should file, with the 


office, any requests for further action on applications already 


processed. 


There are 13 WPB regions in the United States and about 100 


field offices. 








1944 


S. W., Washington 25, |& 






















Fast 
Pipe Cutting 
in 
tight places 






















4-Wheel 
Cutter 






Its Popularity Is 
Growing Rapidly 


@ Short handle and 4 wheels make this 
cutter fast anywhere—and worth its 
weight in gold in tight quarters. If 
there’s room for a quarter turn, it cuts 
easily, cleanly. Well balanced in design, 
its strong malleable frame keeps it al- 
ways cutting true—every cutter tested 
and guaranteed. Heavy-duty wheels of 
heat-treated special steel. Made in 2 
sizes: No. 42, 144”; No. 44, 214” to 4”. 
It pays you to stock and sell this popular 
RIzaID 


THE RIDGE TOOL COMPANY, ELYRIA, OHIO 


Rikaclb 


* PIPE TOOLS * 


Heavy-Duty |j 
Cutters, 5 
sizes to 6" 
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Henry S. Wherrett, Chairman of Pittsbargh 
Plate Glass Company, Passes Away 


Henry Scott Wherrett, chair- 
man of the board of directors of 
the Pittsburgh Plate Glass Com- 
pany, Pittsburgh, Pa., died on 





HENRY 8. WHERRETT 


Aug. 13 after a brief illness at 
the age of 68. Mr. Wherrett was 
born, Oct. 24, 1876, in Connors- 
ville, Ind. In 1891, at the age of 
15, he secured employment as an 
office boy with the Diamond Plate 
Glass Company, which became a 
part of the Pittsburgh Plate Glass 
Company in 1895. A year later 
he was transferred to the general 
office in Pittsburgh as a clerk in 
the sales department. In 1905 he 
became manager of plate glass 
sales; chairman of the com- 
mercial department in 1916; vice- 
president in 1919; president in 
1928. In 1941 he was named 
vice-chairman of the board of 
directors, and in January, 1944, 
became chairman. He had been 
with the company for more than 
53 years, the longest service 
record of any one in the organi- 
zation. 

Among his other business ac- 
tivities were the following: Bell 
Telephone Company of Pennsy]l- 
vania, director; Ditzler Color 
Company, vice-president and di- 
rector; Mellon National Bank, 
director; Pittsburgh Corning 
Corporation, president; Southern 
Alkali Corporation, vice-president 
and director; The Thresher Var- 
nish Co., chairman of the board; 
Westinghouse Electric & Mfg. 
Co., director, and Westinghouse 
Electric International Co., direc- 
tor. He was also a director of 
the Pittsburgh Regional Plan- 
ning Association, member of the 
Pittsburgh Convention and Tour- 
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ist Bureau, Advisory Council of 
Pittsburgh Junior Achievement, 
and a member of the executive 
committee of the Carnegie Hero 
Fund. 

He is survived by his widow 
and a sister, Miss Blanche Wher- 
rett, also of Pittsburgh. 





WILLIAM S. JAMES 


William S. James, 62, formerly 
district manager of major and 
heating appliances for Landers, 
Frary & Clark, New Britain, 
Conn., passed away recently in 
Washington, D. C. Mr. James, 
who gained much experience dur- 
ing the first World War under 
the Hon. Bernard Baruch, took a 
leave of absence early in 1942 to 
assist the present WPB. Having 
spent over 30 years in the elec- 
trical industry, he was most ac- 
tive in the wholesaling of appli- 
ances and prior to his association 
with Landers, Frary & Clark in 
1932, was affiliated with the 
Niagara Electric Co., and L. A. 
Wooley Inc., Buffalo, N. Y. 





CHARLES E. SMITH 


Charles E. Smith, sales mana- 
ger of the southeastern division 
of Belknap Hardware & Mfg. Co., 
wholesalers, Louisville, Ky., for 
35 years, and 45 years with 
the firm, died recently after an 
illness of six days. He was a 
Mason and a member of the 
Woodmen of the World. He is 
survived by his widow, two 
daughters, a _ sister, and six 
grandchildren. 


JUSTIN S. RANDALL 


Justin S. Randall, general 
manager of the Rockford Brass 
Works, Rockford, [ll died 
August 12. He is survived by 
his widow and one daughter, 
Mrs. William H. Ross. 





JOHN G. HAMBLEN 


John G. Hamblen, 86, presi- 
dent of the Wales & Hamblen 
Hardware Co., Bridgeton, Me., 
passed away recently after suf- 
fering a short illness. Mr. Ham- 
blen began his business career 
with the Chandler & Wales Co., 
which was later taken over by 
Wales & Hamblen. He was for 
many years a trustee of the First 
Congregational Church, although 
not a member. He was Past 
Master of Oriental Lodge, F. and 
A. M. and P.H.P. of Oriental 
Chapter. He also served his 





town in various official capaci- 
ties. He is survived by a son, 
Maurice W. Hamblen, who has 
been associated with him in busi- 
ness for several years, and a 
daughter, Mrs. Barbara Harvey, 
of Philadelphia. 





GEORGE F. EVANS 


George F. Evans, vice-presi- 
dent and treasurer of Beals, Mc- 
Carthy & Rogers, Inc., Buffalo, 
N. Y., wholesale hardware firm, 
died Aug. 12 in a Buffalo hospi- 
tal. Born in Hamilton, Ont., he 
came to Buffalo when a boy and 
in January, 1905, entered employ 
of the company as a clerk. In 
1920 he was promoted to sales 
manager and in 1939 rose to vice- 
president. A son, Paul W., now 
serves as sales manager of the 
firm. 


A. E. KINSLEY 


A. E. Kinsley, 67, who retired 
last year as eastern Canada and 
United States representative for 
the Animal Trap Co. of America, 
Lititz, passed away recently. Bet- 
ter known as “Bob” Kinsley, he 
enjoyed a wide acquaintance in 
the trade and had been active in 
business for more than 50 years, 
having been a member of the 
Harpware Ace Fifty Year Club. 

At an early age he started 
making chain for traps. From 
June, 1893, to September, 1895, 
he was with Oneida Community, 
Ltd., Oneida, N. Y., as a ship- 
ping and receiving clerk, then be- 
coming a salesman to the job- 
bing trade until Jan. 1, 1913. On 
St. Patrick’s Day, 1913, he incor- 
porated the Triumph Trap Co., 
Oneida, N. Y. In 1922, he 
joined the Norwich Wire Works, 
Norwich, N. Y., to develop a 
game trap department, which 
was sold to the Animal Trap Co. 
of America in the spring of 1931, 
at which time he became affili- 
ated with the latter organiza- 
tion. 





A. E. KINSLEY 





OSCAR FISHER 


Oscar Fisher, vice-president of 
the Ace Hardware Co., whole- 
salers, 1319 S. Michigan Ave., 
Chicago, Ill., passed away re- 
cently. Mr. Fisher entered the 
hardware business with his 
brother Thomas in 1910, but sev- 
ered this connection in 1913 to 
establish his own business at 
3935-37 Irving Park Blvd. He 
was active in the affairs of the 
Chicago Retail Hardware Asso- 





OSCAR FISHER 


ciation for many years, partici- 
pating in its re-organization and 
serving as its president in 1910. 
He also served as a director of 
that organization for a number of 
years. He had served in the ca- 
pacity of vice-president and di- 
rector of the Ace stores practi- 
cally since its inception. He is 
survived by his widow and three 
daughters. 


ELMER E. LUCAS 


Elmer E. Lucas, who with his 
brother, W. P. Lucas, had been 
in the retail hardware and im- 
plement business in Spokane, 
Wash., passed away July 27. Mr. 
Lucas and his brother first began 
their business in Spangle, Wash., 
moved to Davenport, Wash., and 
then came to Spokane. 

Mr. Lucas had been president 
and later secretary of the Inland 
Empire Implement and Hard- 
ware Association which later be- 
came the Northwest Hardware 
and Implement Association. He 
also served as secretary of the 
former Oregon Retail Hardware 
and Implement Dealers Associa- 
tion, the former Idaho Retail 
Hardware and Implement Deal- 
ers Association and as “attorney 
in fact” of the Washington Hard- 
ware and Implement Underwrit- 
ers. He was a member of Orien- 
tal Lodge, No. 74. F. & A. M., 
El Katif Shrine, El Katif Band 
and the Spokane Pioneers Club. 

He is survived by his widow 
and three sons. 
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Minnesota Firm Finds War-Time Profits 


In Oil and Grease Department 


The F. H. Retzlaff Hardware Co., of 
New Ulm, aids farmers by supplying 
them with many lubrication needs 


ya excellent oil and 


grease department has been in- 
stalled during wartime by the 
F. H. Retzlaff Hardware Co., New 
Ulm, Minn. The volume of busi- 
ness on the line is decidedly satis- 
factory as the store already en- 
joys a large farm trade and prac- 
tically every farmer in that sec- 
tion is a prospect for oils and 
greases. 

Tractors are in increasing use 
on Minnesota farms and for such 
trade the Retzlaff Co. has a large 
stock of tractor oils and greases 
which can also be used in trucks. 
A 65-gal. container of a special 
tractor lubricant sells for 68 cents 
per gallon, a 15-gal. container sells 
at 66 cents per gallon, a 30-gal. 
container at 64 cents per gallon, 
and a 50-gal. container at 62 cents 
per gallon. Alvin Rollof, farm 
department manager, reports that 
farmers buy the lubricant in all of 
these quantities. 

A display at the center of the 
farm goods section, showing the 
oil in various size containers, with 
prices posted conveniently, helps 
the firm to sell large quantities of 
this lubricant. 

Near the front entrance of the 
farm department, the firm has a 
display of motor oil in both quarts 
and 5-qt. cans. The quart can sells 
for 25 cents, while the 5-qt. con- 
tainer sells for $1.19. On some of 
these products an extra charge is 
made for the container, but is re- 
funded when the customer brings 
back the can. 

The farmer also needs a wide 
variety of oils and grease for such 
items as electric motors, milking 
machines, pumps, appliances, au- 
tomobiles, trucks, windmills and 
the like. The Retzlaff Company’s 
farm department has a special 
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shelf of oils and greases in small 
and medium sized cans, some of 
which are suitable for pressure 
greasing purposes. The farmer 
who comes to this store is cer- 
tain to get a suitable oil and grease 
for any mechanical device in use 
on the farm premises. 

“This oil and grease department 


has proved very popular,” says 
Mr. Rollof, “We try to keep it well 
stocked at all times. The result is 
that farmers come from consider- 
able distances just to buy here, for 
they are quite certain their needs 
can be met at reasonable prices. 
Naturally, when farmers come to 
this department to buy any item, 
we call their attention to oils and 
greases. This type of suggestive 
selling helps a great deal in build- 
ing business on the line as does 
good display and consistent adver- 
tising.” 





HARDWARE 


226.000 HP. TURBO~ GENERATOR 

OF THE PHILADELPHIA ELECTRIC CO. 

JZ '% 310 INCHES LONG 
AND WEIGHS OVER 


FIVE TONS / 







Oo 
AND STRIKE A BELL--~ = — & 
THUS PRODUCING THE FIRST 
AUDIBLE ELECTRIC SIGNAL !! 





So FAR AS IS KNOWN, 
VARNISH STILL EXISTING IS THAT 
ON THE WOODEN M 


EGYPT... 
1S AT LEAST 2500 YEARS OLD 


.-IT 1S THOUGHT TO BE A SOLUTION OF RESIN 
IN SOME SUCH ESSENTIAL Oil AS OIL OF CEDAR. 


HISTORY 
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OWN, THE OLDEST 









IUMMY CASES OF 
WHICH, IN SOME et er a7 












$/.22 WILL BE PAID FOR EACH INTERESTING AND UNUSUAL FACT ABOUT HARDWARE USED IN THIS COLUMN. 
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Back on 
the job... 





No change in policy. No change in 
quality. No change in distribution 
channels. W.P.B. is permitting us 
to produce some can openers. 
Here’s hoping! 






The juicer that 
ets ALL the 
rravd Meee 















Opens cans of all shapes, 
and sizes, » heaving smooth 
beveled edges. 


National Consumer Advertising schedule 
includes: 


House Beautiful 


Good 
Housekeeping 
Ladies 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
retirees 


MANUFACTURING COMPANY 


KANSAS CITY MiSSCUR 
















By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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ALL ORDERS that have a rating 
lower than AA-3 for: the purchase of 
flat wick lamp burners should be 
treated as unrated orders whether or 
not they were placed before the issu- 
ance of Direction 8 to Priorities Regu- 
lation 3. The direction states that pref- 
erence ratings lower than AA-3 are not 
valid for the purchase of flat wick 
burners, and persons receiving orders 
bearing such ratings may fill them only 
as unrated orders, officials explained. 
Interpretation 1 to Direction 8 was 
made to clarify any doubts regarding 
orders placed prior to issuance of the 
direction, WPB officals said. 

* * * 

REPAIR AND REPLACEMENT 
PARTS for commercial refrigeration 
equipment and materials or finished 
goods sold to a supplier under Priori- 
ties Regulation 13 are exempt from 
Supplier’s Inventory Limitation Order. 
L-63, WPB has announced. By amend- 
ment, L-63 includes the above items in 
List A, which specifies goods not de- 
fined as “supplies” within the meaning 
of the order. L-63, in force for more 
than a year, established supplier in- 
ventory controls for such items as elec- 
trical supplies, hardware supplies, auto- 





* 


* 


motive supplies, plumbing and heating 
supplies, restaurant supplies, etc. 
x * * 

MECHANICS’ HAND SERVICE 
TOOLS will not be available to the 
general public, above present flow levels 
in consumer channels, until require- 
ments of the armed services are satis- 
fied, the WPB Tools Division an- 
nounced in releasing figures on ship- 
ments and new and unfilled orders for 
the first half of 1944. 

Mechanics’ hand service tools include 
pliers, wrenches, ball pein hammers, 
screwdrivers, etc. Woodworking tools, 
edge tools, and such heavy-forged tools 
as sledges, picks, crowbars, etc., are 
excluded from the list of hand service 
tools, the Division pointed out. 

Monthly shipments. of the tools for 
the first half of 1944 remained rather 
stable, with little increase over the cor- 
responding period of 1943. Unfilled or- 
ders, while lower than in the same 
period of 1943, showed little varia- 
tion during January-June, 1944. 

The following table of shipments, 
stated in thousands of dollars, new and 
unfilled orders represents practically 
90 per cent of the industry, and is based 
on reports from approximately 65 
manufacturers: 




















| Adjusted New Orders ——_— Unfilled Orders 
Month | Shipments (Less Cancellations) | (End of Period) 
——— — ~ -- - -—- |- - ----—— --————-- + 
' 

1943—Total..... 98 568 92,754 50.557 
January 8,558 4,981 46.980 
February . 8,913 6.043 44,210 
March... .. 10,081 7,970 | 42,089 
April... 8,446 12,486 } 46,139 
May. 8,836 10,162 47,465 
June 9,083 8.784 47,166 
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‘ Remodeling Rear of 
Store Building Solves 
Lighting Problem 


VERY interesting and profitable 
remodeling program has been 
carried out by the Gulbrandsen 
Hardware Co., Albert Lea, Minn. In- 
stead of remodeling the front end 
of the store, E. Gulbrandsen, owner, 
decided to remodel the rear. He took 
out a lot of ordinary windows and 
put in large block glass windows on 
both first and second floor. The sur- 
rounding brick structure he painted 
a dark red. 

The result of this remodeling was 
to give the first and second floor 75 
per cent more light than formerly. 
Light from the glass block windows 
covers at least half of the store. Up- 
stairs the additional daylight thus 
furnished the service shop results in 
better working conditions and better 
workmanship. Cost of remodeling 
the rear of the store on this basis 
was approximately $1,000. 


Food Producing 
Accessories Build 
Farm Business 


ARMERS aare attracted to the 

Moon & Johnson hardware store, 
Austin, Minn., for it carries a large 
number of items that help the farm 
trade in working for huge food pro- 
duction goals. One table in the store 
is devoted to a showing of large 
metal and glass poultry watering 
founts, as well as a fine showing of 
pails that the dairyman can use in 
the milkhouse and barn. Large 3- 
gal. butter churns selling for $2.49 
each are also stocked. On one end 
of this table is a seed display, in- 
cluding seeds in bulk, some of which 
are contained in glass jars, and 
others such as peas, beans and corn, 
in small, open wooden boxes. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 74 
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LIKE ABARGAIN SALE 


@BUYERS at Housewares Show shower WEATHER-PAK with orders. 
Phenomenal sales of this new plastic product result from smart buyers’ 
knowledge of fuel shortages ahead, and that the public is clamoring for 
anything that will help them cut heating bills. Retails at $1.25. It’s red- 
hot! WEATHER-PAK is sensational, it’s superior, it’s the answer to the 
weatherstripping problem. Anyone can apply it. No tools needed. Press 
it into place with your thumb and it stays put. Shuts out drafts, damp, 
cold. Used around windows and doors, in cracks in floors. It’s cheap, 
° BASILY APPLIED wr chit she Ae a a 
ath—used baek of sinks, around drain 

«NO TOOLS NEEDED . " . 
and water pipes. Keeps out vermin. Each 
reel contains sufficient to treat five win- 
dows. Comes in an attractive box con- 
tainer, backed’ by counter display using 
actual product. Effective, sales-making pro- 
motional helps. Customer may see and 
feel it, be convinced that it’s easy to apply 
and will do the work. STOCK UP HEAVY 
ON THIS TIMELY ITEM. IT’S AN- 
OTHER PHENOMENAL PROFIT 
MAKER. THE CONTAINER SELLS IT. 


e ONE ROLL DOES 
FIVE WINDOWS 






JOBBERS: Write us direct. Dealers: If your 
jobber isn’t supplied, we'll see that you get an 
emergency stock. Electros and mats available. 





BABBITT INDUSTRIAL 
SPECIALTIES COMPANY 


SUITE 3153, 630 FIFTH AVENUE, 
NEW YORK 20, N. Y. 
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1944 Federal Migratory Game Bird 
Hunting Regulations 


Prepared From Releases of Fish & Wildlife Service, 
U. S. Department of the Interior, Washington, D. C. 


NOTE—tThe seasons here shown include both opening and closing dates and are the periods 
when migratory game birds may be taken without violating Federal regulations. These seasons 
may be shortened, however by State law or regulation. Communicate with State game departments 
for late orders or regulations. 

This chart and supplemental data on page 83 of this issue of HARDWARE AGE shows seasons only 


for species protected by Federal law. For other species consult State laws. 
“a See “Supplementary Information” under states on page 77 of this issue of HARDWARE AGE, 


or according to species, on same page. 





























STATE Duck, geese, brant, Rails, gallinule Mourning dove 
Region, District coot and/or sora (except coot) Woodcock Band-tailed pigeon or turtle dove 
1 | Alabama............. Pe es I nc oo ee POs Bho 6. 616606066500 0me-6 cccccehnes sn egmeneed omens Sept. 16—Oct. 15....| 1 
Dec. 25—Jan. 20 ... 
DPE 6469606002 0%08 GR Fo ceccccccccs Ged eMAe cing th: CRMs Hh tes cccccckscsccsesoesseooccccets dyes bb eee ee 2 
Ses on nsw celauhitin et Nov. 2—Jan. 20..... Be ls os closeness ccctasesncs Sept. 16—Oct. 15 Sept. 1—Oct. 25..... 3 
a Nov. 2—Jan. 20..... Sept. 1—Nov. 30....| Dec. 1 —Dec.15.....).... ccc e cc eeecceees Sept. 16—Sept. 20...) 4 
Dec. 10—Jan, 20.... 
Oe Is oc cccevtens Oct. 14—Jan. 1(a)...| No opem season.....).......0..0ecceeeees Dec. 1—Dec. 30..... Sept. 1—Oct. 12..... 5 
I. bon cedeances Oct. 14—Jan.1..... ee a ee errr eer ee (a) Sept. 1—Oct. 12..... 6 
7 | Connecticut.......... Det. 36-——Fias OG). . 1) Dee Bees OO. «. .1 GR BO ——MleWe D. 2. cfocccccvccccccccccccslodcccccceccccccccces 7 
8 | Delaware............ Oct. 14—Jan.1..... Sept. 1—Nev. 30....| Nev. 15—Nov. 29... .j.ccccccccccccccccece Sept. 16—Nov. 9 Rg 
FF es Oe Is cowslidecedcsackasccsncés I nc tN 0:66-0:66 2:0:0.06605.000060a006000600066newbetele 66ccpbedces scagieae > 
te eo cencanenekad Nov. 2—Jan. 20..... ee Seerererrisrrrieri sr rT re eerie te (a) - 10 
ee Nov. 2—Jan. 20..... I PI I 6 cain: tis ad whee be EEOC US SECs Ope beee eae Sept. 16—Oct. 15 ll 
Dec. 25—Jan. 20 
OR RE a Fa ee Se ORE. o« ils 6M die CN adds 00s cckacceesigessccndesaseleeseaneseonss dphénooa 12 
13 | Idaho.. Oct. 14—Jan.1..... IN a cclle do-c.0-b cov codes cétnsdiveseteeeescedaaueean Sept. 1—Sept. 15 13 
oe Pe cee Ee ee ee Sr eee Sept. 1—Sept. 30 14 
fe | aa Oct. 14—Jan.1..... GE, Bes Sic +c. Gs CEE. BD ic. illite co. cndsccepic chonenestincsegds cdedenbecided 15 
Oy Re S Wd ee bicdctese ee NOE Oe cu a, SP OUI aa cia cccccascedecsvccsdincccesensssesntdnp stisahensdededdabnctel< 16 
17 | Kansas. . Oct. 14—Jan.1..... ee OGRE, AtE Dib inctndiedsccccabisedcsscuceoscdocens Sept. 1—Oct. 25..... 17 
is | Kentucky. ........00. Gat, BO. Bc ono sl TR BED... coho dcccccndccccesccdschecccslstensscesecos Sept. 1—Oct. 25..... 18 
19 | Louisiana Nov. 2—Jan. 20.....| Sept. 1S—Dec. 15...| Dec. 15—Dec. 29... .].......cceccccsecees Oct. 15—Oct. 30 19 
Dec. 10—Jan. 20 
SD Bes cdecveccasnes Sept. 20—Dec. S(a)..| Sept. 20—Dee. BS. ...| Det. 10—Oek, 24... foc cccccccccccccccccfesccscccccceceeccecs 20 
ee eee Nov. 2—Jan. 20..... Sept. 1—Oct. 31.....| Nov. IS—Nov. 29... .)......ccsceccesceces Sept. 1—Oct. 15..... 21 
22 | Massachusetts........ Oct. 14—Jan. 1(a)...| Oct. 14—Jan.1..... I Ba occ lec c dass dsc cae ctdicthsidecdsvsteccibeibes 22 
SD) | BNO. 6 nc Kec ccces Sept. 20—Dec. 8....| Sept. 1—Nov. 30.... Gi) Lrccdsmecsaccess Gadd clnes stietascimesacela 23 
24 | Minnesota........... Sept. 20—Dec. 8. ...| Sept. 16—Nov. 30...| Oct. 10—Oct. 24... J... ... cece eee eeeee Sept. 16—Sept. 30...| 24 
25 | Mississippi........... Nov. 2—Jan. 20..... Oct. 15—Dec. 30....| Dec. 15—Dec,. 29... 2)... . cc cece cee eeees Sept. 16—Sept. 30 25. 
Dec. 10—Jan. 20.... 
26 | Missouri............. Oct. 14—Jan. 1......| Sept. 1—Nov. 30....| Nov. 1O—Nov. 24... 0)... ..ccceecccecceees Sept. 1—Oct. 25..... 26 
2 FMD. « oc ccccebesa Se ie G. «cok ee GP IE GA SE dle od occ oso00c0cccccclesedbheode-cpeb + tensilinnsancemedesotneemis 27 
Be PINs o cecacntues Oct. 14—Jan.1..... EE, UZ ALE Be ncacncncbsodebiecanhacessedbeamattnenitacéedebiteesiid 28 
20 | Newada.............. Oct. 14—Jan.1..... EN, 6 ot aided dincnenneccssbaeeetatoenees tava Sept. 1—Oct. 12..... 29 
30 | New Hampshire Sept. 20—Dec. 8(a)..| Sept. I—Nov. 30... .| Oct. 10—Oct. 24... 0)... cece cece cece cece elec cece cccccsececcece 30 
31 | New Jersey.......... Oct. 14—Jan.1..... Gaels PG SR... . «1 Wee Bas. OD cso conic cbncvlan cise cewenelcsbisss césedesbeotese 31 
32 | New Mexico.......... Nov. 2—Jan. 20..... ee rey ey eee Peer eee Sept. 16—Oct. 15 Sept. 1—Oct. 12..... 32 
SD 5 Beate Daa os ccsccvede Oct. 14—Jan. 1(a) Oct. 14—Jan. 1..... MD.» . Riseseeeneietestesnediencotasewusecedeaeedl 33 
34 | Long Island.......... Oct. 14—Jan. 1(a)...| Oct. 14—Jan.1..... BG BEI, BB. wc choc ccdascccdvssedaubimeactteeacsesésceces Rd 
35 | North Carolina........ Nov. 2—Jan. 20..... SR eS) eee rr UTeererrrrr ofr ree Nov. 25—Jan. 20 3s 
36 | North Dakota......... nn on ,. Ln, . 0 ode ie dedadcoendestnehenéeiconssecadeddbessandacenseeas sete 36 
Be Gc be cb wn ds odockide Sept. 39-—Des. Sia)..| Sept. §—BWev. 30... ..| Get. 1m Ook. BE... focccccccccccccccccccheccccocccccccsccoccs 37 
38 | Oklahoma............ Oct. 14—Jan.1..... Sept. i—Nov. 30....| Dec. 1—Dee. 18.....}..cccccccccccccccces Sept. 1—Oct. 12..... 38 
ss as cccceonne Oct. 14—Jan.1..... pS ST ae Sept. 1—Sept. 30 Sept. 1—Sept. 15 39 
40 | Pennsyivania......... Oct. 14—Jan. 1..... at, Bc ets ws i le OB 0 0: tlencihngseccseccessnslsecdnssdéecatdoctabé 40 
41 | Puerto Rico.......... is es Cyc uh es SUPE CNG «.4.cllc-0.c SENN 06 6006b.00dimspobconcdnstesedecbesecshérecedooasadest 41 
42 | Rhode Island......... Oct, 14—Jan. 1(a)...| Sept. I—Nov. 30....| Now. 1—Nov. 15... oJ... cece cccececcccele Sboccbebsteicccies 42 
43 | South Carolina........ Nov. 2—Jan. 20..... I SNe Rn ont Ra ese eSeibsectiereeneuedéadencanene Sept. 16—Oct. 15....| 43 
Dec. 25— Jan. 20 
44 | South Dakota......... Sask, 2D — Tae. B......1 Geet, BT VG ae oo ha eve cvcccccccccloscccccccocccccstetibbcssteteceaetocccece 44 
4S | Tennessee........... Nov. 2—Jan. 20..... I, ck ndinccveddccdanseescsetmenbadhsdncséadesane Sept. 16—Nov. 11 4s 
GEE TMM. csc ctccusensar Nov. 2—Jan. 20..... SL EE He ck odilnn toa 6oceseccepadsocbesewcecedcensesoses (a) 6 
Gee Ws 44.04464essd00n< Oct. 14—Jan.1..... cin 0b 60050 66s shbabehendedeedescesiects 4bueeeeseseseet 47 
Ge PR ob cascileeces Gopt. 30—Dec, 8... .| Sept, F— Blew. BO... | Det; 1O—Oek. 26... . Joc ccccccccccccccscccleccpcccccccccccocecs 48 
St MEE, .nccubecesces Nov. 2—Jan. 20..... Sept. 1—Nov. 30....| Nov. 20—Dec. 4.....]...... cc csececccees Sept. 16—Oct. 25....| 49 
SO | Washington.......... Oct. 14—Jan.1..... pS ere Ie Serre ee so 
Si | West Virginia......... Oct. 14—Jan. 1..... Sa es oc a OOD BD. gc clocccccccccsscccccepecbeccccccocesccececces si 
52 | Wisconsin............ Sept. 30—Dec, &....| Gopts Biwaee, @. ... Dak, 8—-Ooaed, 1B... foc cccccccccccccccccclecscccvccesccccccces 52 
See IE, 5. 2008 commas Oct. 14—Jan.1..... Dah, Gees Bie ccchoccccacccsccctsces cebbbeseccccoossdbccntdieghesssacdadatecros -| 33 
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Supplementary Information 


Alaska—Ducks, geese, brant and 
coot, in Fur Districts 1 and 3, Sept. 21- 
Dec. 9; in the remainder of Alaska 
Sept. 1-Nov. 19. 


Arizona—White-winged dove, may 
be hunted from Sept. 1-Sept. 15. 


California—Ducks, geese, brant and 
coot, open season is Oct. 14-Jan. 1, ex- 
cept in San Bernardino, Riverside and 
Imperial counties where it is Nov. 2- 
Jan. 20. 


Connecticut—Scoters (sea coots), 
in open coastal waters only, beyond 
outer harbor lines, Sept. 15-Sept. 30, 
thereafter from land or water during 
the open seasons for other waterfowl in 
this state. 


Colorado—Band-tailed pigeon, in 
the drainage of the North Fork of the 
Gunnison River in Gunnison and Delta 
counties and in La Plata, Montezuma, 
Dolores, San Miguel, Montrose, Ouray, 
San Juan, Archuleta, Huerfano and 
Las Animas counties, Sept. 16-Oct. 15. 


Florida—Mourning or turtle dove, 
may be hunted in Dade, Monroe and 
Broward counties, Oct. 1-Oct. 31; in 
rest of state, Nov. 20-Jan. 15. 


Illinois—Geese in Alexander county, 
Oct. 14-Dec. 12, from one-half hour be- 
fore sunrise to 12 o’clock noon. 


Maine—Scoters (sea coots), in open 
coastal waters only, beyond outer harbor 
lines, Sept. 15-Sept. 19; thereafter from 
land or water during the open seasons 
for other waterafow! in this state. 


Massachusetts—Scoters (sea 
coots), in open costal waters only, be- 
yond outer harbor lines, Sept. 15-Sept. 
30; thereafter from land or water dur- 
ing the open seasons for other water- 
fowl in this state. Wood duck—no 
open season. 


Michigan — Woodcock, in Upper 
Peninsula, Oct. 1.-Oct. 15; in remain- 
der of state, Oct. 15-Oct. 29. 


New Hampshire —Scoters (sea 
coots), in open coastal waters only, be- 
yond outer harbor lines, Sept. 15-Sept. 
19; thereafter from land or water dur- 
ing the open seasons for other water- 
fowl in this state. . 


New York—Wild ducks, geese and 
brant, in those portions of Essex and 
Clinton counties east of the Delaware 
& Hudson Railroad’ tracks and that 
part of Washington county east of 
aforesaid tracks to and including the 


village of South Bay and all of the 
waters of South Bay and one mile dis- 
tant from such water in any direction, 
Sept. 20-Dec. 8. Scoters (sea coots) in 
open costal waters only, beyond outer 
harbor lines, Sept. 15-Sept. 30; there- 
after from land or water during the 
open seasons for other waterfowl in this 
state. Woodcock in that part of state 
north of tracks of main line of New 
York Central Railroad extending from 
Buffalo to Albany and north of tracks 
of main line of Boston & Albany Rail- 
road extending from Albany to the 
Massachusetts state line Oct. 1-Oct. 15. 
South of line described Oct. 16-Oct. 30. 


North Dakota—Wood duck; no 
open season. 


Ohio—Duck, geese and brant, on the 
Pymatuning Reservoir in Ashtabula 
county and one-quarter of a mile dis- 
tant from said reservoir, Oct. 14- 
Jan. 1. 


Rhode Island—Scoters (sea coots), 
in open coastal waters only, beyond 
outer harbor lines, Sept. 15-Sept. 30; 
thereafter from land or water during 
the open seasons for other waterfowl in 
this state. 


Texas—White-winged dove, may be 
hunted in Cameron, Hidalgo, Starr, 
Zapata, Webb, Maverick, Dimmit, La 
Salle, Jim Hogg, Brooks, Kenedy and 
Willacy counties, Sept. 15, 17, 19, 21 
and 24 from 12 o’clock noon until sun- 
set. Mourning or turtle dove, may be 
hunted in Kinney, Uvalde, Medina, 
Bexar, Comal, Hays, Travis, William- 
son, Bell, Falls, McLennan, Hill Na- 
varro, Henderson, Smith, Gregg and 
Harrison counties, and all counties 
north and west thereof, Sept. 1-Oct. 25. 
In remainder of state but not includ- 
ing Cameron, Hidalgo, Starr, Zapata, 
Webb, Maverick, Dimmit, La Salle, 
Jim Hogg, Brooks, Kenedy and Willacy 
counties, Oct. 20-Dec. 14. In these lat- 
ter counties Sept. 15, 17, 19, 21 and 
24 from 12 o’clock noon until sunset 
and thereafter from Oct. 20 to Dec. 9 
from one-half hour before sunrise to 
sunset. 


Longer Season—Among the fea- 
tures of the new regulations is the ad- 
dition of 10 days to the open season. 
The open season this year will last for 
80 days. The 80-day hunting season 
begins Sept. 20 in the Northern Zone, 
Oct. 14 in the Intermediate Zone, and 
Nov. 2 in the Southern Zone. At the 
request of State authorities, Delaware, 


Pennsylvania and Wyoming have been 
placed in the Intermediate Zone. 


No Open Season—Snow geese or 
on Ross’s geese and swans, in Beaver- 
head, Gallatin and Madison counties in 
Montana, in Idaho and in states bor- 
dering the Atlantic Ocean. 


Daily Bag and Possession Limits 
—Sportsmen will be permitted, as last 
year, to retain birds lawfully taken for 
a period of 45 days following the close 
of the open season in the state where 
killed. On the opening day of the sea- 
son no person may possess any migra- 
tory game birds in excess of the daily 
bag limits. 


Ducks—Daily bag limits (except 
American and redbreasted mergansers) 
are 10 in the aggregate of all kinds, 
including in such limits not more than 
one wood duck, and, in addition, five 
singly or in the aggregate of mallards, 
pintails or widgeons. Any person at 
any time may possess not more than 
20 ducks in the aggregate of all kinds 
(not including American and _ red- 
breasted mergansers), but not more 
than one wood duck, and in addition 
10 singly or in the aggregate of mal- 
lards, pintails or widgeons. American 
and redbreasted mergansers, 25 singly 
or in the aggregate. 


Geese and Brant—Daily bag limit is 
two but not including blue, snow or 
white-fronted geese, and in addition 
(a) four singly or in the aggregate of 
snow and white-fronted geese in the 
Pacific Coast States, or (b) four singly 
or in the aggregate of blue and snow 
geese elsewhere than in the Pacific 
Coast States. Any person may possess 
not more than four geese, including 
brant, but not including, blue, snow 
or white fronted geese and, in addi- 
tion, not more than eight singly or in 
the aggregate of blue, snow or white- 
fronted geese where such are permitted 
to be taken. 

Rails and Gallinules (except Coot 
and Sora)—Limit 15 in the aggregate 
of all kinds, and any person may 
possess not more than 15 in the aggre- 
gate of all kinds. 

Coot and Sora—Limit 25, and any 
person may possess not more than 25. 


Woodcock—Limit four, and any per- 
son may possess not more than eight. 


Mourning or Turtle Dove and White- 
Winged Dove—Limit 10 in the aggre- 
gate of both kinds, and possession is 


(Continued on page 95) 
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Rubber heel ceilings—Rubber 
heels made of higher quality because 
better materials are now available must 
be sold at the manufacturer’s ceiling 
prices applicable since Nov. 1, 1943, to 
lower quality heels, OPA has ruled. 
However, OPA permits an increase in 
ceilings for the higher quality heels be- 
cause their existing ceilings represent 
the prices used in March 1942. By 
another new ruling, manufacturers pro- 
ducing friction scrap soling material 
for new shoes may apply to OPA for a 
specific maximum price on material 
having a “stitch tear” test of 60 lbs. 
wet and dry. 

* > * 

Sheathing paper—Almost un- 
obtainable for general distribution, for 
many months the familiar red-rosin 
building or sheathing paper seems 
likely to. remain scarce all the rest of 
this year. By recent OPA action, 
amending Price Regulation 32, sheath- 
ing paper has been added to the lines 
covered by the regulation which sets 
ceiling prices of paperboard sold by 
producers east of the Rocky Moun- 
tains, 

eee 

Tanks and boilers — Recent 
interesting revisions have been made in 
order L-79, plumbing and heating equip- 
ment. The AA-3 rating assigned to 
sellers, to enable them to buy and 
maintain an inventory of equipment, 
may no longer be used to obtain repair 
parts for stoves rationed by OPA. L-23-c 
is the sole controlling order for do- 
mestic cooking appliances, heating 
stoves, and their repairs. Hot water 
storage tanks and expansion tanks no 
longer require preference ratings for 
purchase by consumers, because such 
tanks are used mainly to replace existing 
tanks which cannot be repaired. Large 
expansion tanks, used in industrial or 
institutional buildings, are cared for 
under CMP regulations. 

* ¢ 

Other L-79 revisions—Order 
L-79 also was revised to state that low- 
pressure steel boilers, designed to burn 


gas or oil only as a fuel, do not re- 
quire ratings from consumers. The 
sale of equipment using gas as a fuel 
is prohibited unless the prospective 
purchaser has obtained a letter from 
the utility company, stating that the gas 
can be delivered. The procedure for 
consumers to follow in applying for 
preference ratings has also been 
amended. If the equipment is to be 
used for residential purposes, construc- 
tion or otherwise, Form WPB-2896 
should be filed with the nearest FHA 
field office. If equipment is to be used 
for commercial or industrial purposes, 
and is of a type restricted under order 
L-41—Form WPB-617 should be filed 
with the nearest WPB field office. If 
not restricted under order L-41, Form 
WPB-1319 should be filed. Applica- 
tions for equipment to be used for farm 
purposes (including farm dwellings) 
should be filed on Form WPB-617 with 
the County Agricultural Conservation 
Committee if the construction is of a 
type restricted under L-41. If not re- 
stricted under L-41, Form WPB-1319 
should be filed with the nearest WPB 
field office. 
a 
Stove and furnace pipe — 
Jobbers report, and manufacturers also 
tell WPB, that at present all normal 
requirements for stove and furnace 
smoke pipe are being cared for prompt- 
ly. WPB has figured that requirements 
for stove and furnace smoke pipe in 
1944 will total approximately 80 per 
cent of 1941 production. 
* ee 
Mechanics’ hand tools—Me- 
chanics’ hand service tools will not be 
available to the general public above 
present flow levels, until requirements 
of the armed services are satisfied, the 
tools division of WPB has said, recently. 
At the same time WPB released figures 
on shipments and new and unfilled 
orders for the first half of 1944. 
Monthly shipments of tools for the 
first half of 1944 remained rather 
stable, with little increase over the 
corresponding period of 1943. Unfilled 


orders, while lower than in the same 
period of 1943, also have showed little 
month-to-month variation this year. 

. o * 

Circular and band saws—The 
manufacture of approximately 50 addi- 
tional types of solid tooth circular saws 
is permitted by WPB—also specifica- 
tion changes in wide and narrow band 
saws are made, by amendments to order 
L-236 just recently. The order, origi- 
nally issued last Nov., 1943, simplified 
and standardized power-driven saw 
blades for cutting wood. Metal-cutting 
saw blades were not included. The 
varieties of blades were reduced from 
more than 5,000 to approximately 1,400. 
The new action permits additional types 
which experience has shown are needed, 
recommended by the Industry Ad- 
visory Committee. Restrictions on the 
length of wide band saws are removed, 
because found unworkable. Only the 
standard type teeth may be used on 
narrow band saws, eliminating former 
permission to use buttress or skip-type 
teeth. 

a . . 

Cold-pack canners—WPB says 
that almost half of the 500,000 enameled 
cold pack canners authorized for 1944 
were completed by the end of the second 
quarter. Out of production since 1941, 
last February WPB granted manufac- 
turers permission to make 50 per cent 
as many enameled cold pack canners as 
they made in the year ending June 30, 
1941. At the 1944 mid-year, seven 
manufacturers had completed 241,233 
canners and started work on others, ac- 
cording to their reports to WPB, and 
the manufacturers expect to complete 
the program before Oct. 1. These can- 
ners are being made in one size only, 
capable of holding seven one-quart jars, 
nine one-pint jars, or four half-gallon 
jars. They may be sold only for can- 
ning and not for use as stock pots. 

. . . 


Aluminum metal cut-backs— 
Aluminum metal production will be 
terminated at plants in Riverbank, Cal. 
(6,000,000 Ibs. monthly capacity), and 
Burlington, N. J. (3,000,000 Ibs month- 
ly). Output is reduced by one-third 
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SPEED THE WAY 
TO HIGHER PROFITS 


WITH THE 
Sf No. 89-J 


¥4” DRILL 
$3950 





For a light weight, handy, 
high powered, general utility 
%,” drill the SpeedWay 89J is 
your best bet. Because Speed- 
Way Tools carry a hardware trade margin 
it mean# the best profit angle in the drill 
line. Ideal for close quarter drilling in 
tight places and for maintenance, installa- 
tion and repair work. Has streamlined, 
air cooled Die Cast Case, specially wound 
toraue SpeedWay Drill Motor, self align- 
ing oillews bearings, Jacobs chuck and 
key, 500 R.P.M. operating speed, and 
every modern feature. 

Light weight (10% lbs.) though sturdily 
constructed—it will give year-in-year-out 
performance. 


SPEEDWAY MFG. CO. 
1836 S. 52nd Ave., Cicero 50, Ill. 
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ead center on the homemakers’ needs. 
“Little Doc’ Window Cleaner Concentrate 
makes 3 full gallons of window cleaner that 
really does a job. Once used, it means repeat 
sales, expanded sales. Its quality gets talked 
abou 


t. 
Four other “Little Doc” dime getters: 


Paint Brush Cleaner, Rug and Up- 
holstery Cleaner Concentrate, 
frigerator Cleaner and 10-Minute 
Car Wash. Details await your 
inquiry. 





Write Today 







GUS J. SCHAFFNER CO. 


534 California Ave 
Avalon. Ditteburgh 2 Pe 
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at the Torrance plant in Los Angeles 
(9,000,000 lbs. capacity) all because of 
an increasing ingot surplus, WPB has 
announced. The total cutback repre- 
sents the shutting down of a monthly 
capacity of 12,000,000 Ibs. The three 
plants, all owned by the Defense Plant 
Corp., have been operated by the 
Aluminum Co. of America. These cur- 
tailments will result in the release of 
an estimated total of 705 workers—but 
the Manpower Commission anticipates 
no difficulty in placing any employees 
released, because of the urgent need 
of workers at other neighboring plants. 
The partial shutting down at Los 
Angeles will conserve fuel oil, critically 
needed on the West Coast, and the 
Burlington, N. J., shutdown will result 
in a substantial saving of coal. 


* > * 


Sprays and sprayers—Con- 
siderable quantities of insecticides are 
not being used because of a shortage 
of hand sprayers, WPB was told re- 
cently by representatives of the Insecti- 
cide & Disinfectant Manufacturers In- 
dustry. They recommend to WPB that 
a Hand Sprayer Industry Advisory 
Committee be formed, to study how to 
remedy the sprayer shortage. Rotenone 
imports for 1945 are expected to be 
somewhat better than for this year. 
Imported from South America, rotenone 
is used chiefly for agricultural spray- 
ing. Hearing also of the shortage of 
pine oil, used as a disinfectant in wash- 
rooms and toilets of schools and hos- 
pitals, WPB asked that on allocation 
applications, the name of the institution 
be specified, and the quantities needed 
in each case. With such information, 
WPB said, pine oil will be allocated in 
each instance, over and above the estab- 
lished civilian quota, to the extent of 
available supplies. 


* ¢+ *# 


Aiding tung oil—Tung oil, so 
important in the paint field, and 
formerly coming from China, is being 
successfully fostered for American 
production. WFA has just announced 
an open purchase offer designed to en- 
courage the maximum domestic produc- 
tion for military and civilian uses. Its 
terms are that CCC will buy any quan- 
tity of the 1944 production of tung oil 
at 36 cents a pound f.o.b. producer’s 
mill, from crushers who pay not less 
than $100 a ton for tung nuts. During 
the last two years the government has 
been buying outright the entire domes- 
tic production, but the recent removal 
of sales restrictions enables domestic 
producers to sel] their tung oil direct 
to the trade. The 1944 crop is expected 
to yield about 9,000,000 lbs. compared 
with 2,000,000 ibs. in 1943 and 5,500,- 
000 Ibs. in 1942. 








NEW 
FAST SELLING 
HARDWARE ITEM! 


Combining the advances of 
the PLASTIC field with those 
of tool designing, Great 
Neck offers this popular de- 
velopment in wood chisels. 





Good Profits 
No. 22 Unbreakable Handle 
Wood Chisel 
Scientifically tempered high-grade ghey 


steel, with the RED- -BLAC 
PLASTIC HANDLE that is— 


Unbreakable Plastic! 
Shatterproof! 
Splinterproof! 
Warp-proof! 


Chisel designed to prevent steel shaft 
from nicking grip-hand. A SURE SELLER 
that means REPEAT BUSINESS. 
Great Neck Saw Manufacturers, 
Inc., specialize in a fine line of 
hack saw, keyhole 
blades, etc., and 
screwdrivers. 
Craftsmen who 
know what they 
need, know the 
trade mark... 


GREAT NECK SAW 
MANUFACTURERS, Inc. 


Mineola, New York 
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HI-TEST S17? 


HEEL PLATES 


HI-TEST Vic PROVELTORS 
t/a S 


WEAR LONGER 
EASIER TO ATTACH 


L. KARNO & CO. cnicsso7' 
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UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our largZe modern plant 
give first call to the war effort, and 
whateveravailable hardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 


We suggest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING : + - ILLINOIS 
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(Thousands of dollars) 


Adjusted New Unfilled 


Orders (Less Orders (End 
Year—Month Shipments Cancellations) of Period) 
1943—Total ........ 417,510 351,977 67,648 
1944—January ..... 27,582 23,059 63,125 
February 26,961 22,105 58,269 
Marc 26,638 17,536 49,167 
eM ty ws 699 23,096 48,564 
Ae 23,602 26,285 51,247 
June 23,269 25,797 53,775 


Metal-cutting tools — These 
tools are still in heavy demand, and no 
immediate additional relief is expected 
in supplying them to the general pub- 
lic, the Tools Division of the War Pro- 
duction Board said Aug. 10, in releas- 
ing statistics on monthly shipments and 
new and unfilled orders of the tools for 
the first half of 1944. The Division 
pointed out however, that some relief 
may be expected later in certain types 
of metal-cutting equipment. Metal- 
cutting tools include broaches, reamers, 
chasers, dies, taps, twist drills, milling 
cutters, turning, planer, shaper tools 
and similar items. The above table 
includes figures only for those tools 
which were manufactured and shipped 
for sale, and does not cover those made 
in factory tool rooms for inplant use: 
The above data represent practically 90 
per cent of the industry. They are 
based on reports submitted by approxi- 
mately 128 companies, instead of 275 
firms, as were previously reported by 
WPB. 


Hand tools—Mechanics’ hand 
service tools will not be available to 
the general public, above present flow 
levels in consumer channels, until re- 
quirements of the armed services are 
satisfied, the Tools Division, WPB said, 
in releasing figures on shipments and 
new and unfilled orders for the first 
half of 1944. Monthly shipments of the 
tools for the first half of 1944 remained 
rather stable, with little increase over 
the corresponding period of 1943. Un- 
filled orders, while lower than in the 
same period of 1943, showed little 
variation during January-June, 1944, 
The following table of shipments, new 
and unfilled orders represents practi- 
cally 90 per cent of the industry, and is 
based on reports from approximately 
65 manufacturers: 





Marine fittings hardware — 
The total value of shipments reported 
by 35 leading manufacturers of marine 
hardware for the month of June, 1944, 
was $3,676,000, a decrease of 14 per 
cent from the previous month’s total. 
Unfilled orders as of June 30 for the 
same group of manufacturers amounted 
to $16,656,000, a decrease of 10 per 
cent from the amount on the books at 
the end of May. This is slightly more- 
than 4.5 months shipments at the May 
rate. Certain types of fittings, how- 
ever, cannot be scheduled for delivery 
in less than six or seven months. 


* * *. 


More pine tar—WPB has in-. 
creased the “small order” exemption. 
for pine tar, previously five gallons a. 
month, to 54 gallons a month. » Indus- 
trially pine tar is used in the reclaiming 
and compounding of rubber. Impor- 
tantly, now, pine tar is also used on 
ships for the treatment of ropes and as- 
a protective coating for winches. Sup- 
plies for ships’ stores, usually 10 to 20 
gallon quantities, now can be purchased 
without special application to WPB. 
As a healing lubricant for the husking 
season, pine tar will soon be in its best 
seasonal demand in the hardware stores. 


* ¢ @ 


Oil burners—The number of 
oil burners shipped curing June, 194,. 
was 6108 as compared with 4712 in 
May, 1944, 6421 for June, 1943 and. 
8441 in June, 1942, according to data. 
released Aug. 5 by J. C. Capt, Director, 
Bureau of the Census, U. S. Depart- 
ment of Commerce. Data included in 
the 1944 summary represents reports 
of 85 makers, 1943 figures for 137 man- 
ufacturers and 1942 data for 148 manu- 
facturers. Fifty-two manufacturers dis- 
continued shipments in 1943. Manu- 





(Thousands of dollars) 


Month Shipments 
1943—Total ........ 98,568 
1944—-January ..... 8,558 

February 8,813 
March ....... 10,081 
DM A wias'cx < 8,446 
MR 6 ise. ows 8,836 
po Se a 9,083 


Adjusted New Unfilled 
Orders (Less Orders (End 

Cancellations) of Period) 
92,754 50,557 
4,981 46,980 
6,043 44,210 
7,970 42,099 
12,486 46,139 
10,162 47,465 
8,784 47,166 

HARDWARE AGE 








~*~ | 


S3S"sis SET°o om CA a 


733 








AU 








are — 
bported 
marine 
, 1944, 
14 per 
} total. 
‘or the 
ounted 
lO per 
oks at 
; more: 
e May 

how- 
elivery 


as in-- 
nption. 
ons a. 
Indus- 
iming 
mpor-- 
-d on 
ind as- 
Sup- 
to 20 
hased 
WPB. 
sking 
; best 
tores. 


pr of 

194, 

2 in 
and. 











* RECOMMEND 


PAINE 


Woodscrew Anchors 


To BUSH Wood 


SCREW 
HOLES 


® Also for Fastenings 
ja Brick @ Tile @ 
Marble ® Slate and 
Wood Furring. 


You simply place anchor in 
hole, insert woodscrew and 
tighten. No setting tool 
Is needed. Anchor expands 
uniformly as screw is tight- 
ened to assure a firm fast- 
ening and a workmanlike 
lob. Available on low pri- 
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ority in a wide variety of 955 950 
sizes. Fiber Type Lead Type 


Ask your jobber or write for Catalog. 


THE PAINE CO. 
2963 Cerroll Ave. 
Offices in Principal Cities 


and HANGING DEVICES 








Chicago 12, lil. 








ARMSTRON( 





WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 





See Prompt deliveries 





5348 Northwest Highway, Chicago, U.S.A. 
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facturers included in this data in- 
cluded approximately 90 per cent of 
the total value of the industry’s output 
as reported for the Census of Manufac- 
turers covering the year 1939. Statistics 
in this report do not include burners 
used in ranges, stoves, water heaters 
and space heaters. 
* . * 

Fertilizers—Production of su- 
perphosphate fertilizers will be ad- 
versely affected by industrial shortages 
of sulfuric acid caused by increased de- 
mands of the army for ordnance re- 
quirements and of the Petroleum Ad- 
ministration for War, the War Produc- 
tion Board reported on Aug. 14. In 
view of this reduction of sulfuric acid 
supplies for industry, the War Food 
Administration has been notified by 
WPB that its requirements for the 10,- 
000,000 tons of superphosphate fertil- 
iers will not be fully met, it was re- 
ported at an Inorganic Acids Industry 
Advisory Committee meeting recently. 
This tonnage is for the fertilizer year 
July 1, 1944, to June 30, 1945. Accord- 
ing to the current rate of fertilizer pro- 
duction, approximately 8,000,000 tons 
of superphosphate fertilizers will be 
available to American farmers for this 
period. This compares with 6,800,000 
tons available in the 1943-1944 fer- 
tilizer year. P. H. Groggins, chief of 
the Chemicals and Fertilizers Branch 
of the War Food Administration, point- 
ed out to the committee that from 
7,250,000 to 7,500,000 tons of super- 
phosphate are needed each year to re- 
plenish ingredients actually removed 
from the soil, with no additional soil 
building. In the light of this require- 
ment, he said, a program calling for 
10,000,000 tons of superphosphate a 
year would be essential to supply the 
American farmers adequately for the 
present as well as for the period im- 
mediately following the war. 

we te 


The cotton report—A. U. S. 
cotton crop for 1944 of 11,022,000 bales 
is forecast by the Department of Agri- 
culture, based upon information as of 
August 1. Such a production would be 
405,000 bales less than the 1943 crop 
and 1,433,000 bales less than average 
production for the 10-year (1932-42) 
period. The indicated yield per acre, at 
263.5 pounds, however, is 10 lbs. more 
than last year, and 37 lbs. above the 
average acre yield. As a result of con- 
tinued and excessive rainfall at seed- 
ing time, the crop got off to a poor 
start over the entire southern part of 
the Cotton Belt. In the last half of 
June and most of July, weather was 
predominantly hot and dry. This held 
boll weevils in check and facilitated 
cultivation. Timely rains late in July 
stimulated the growth and fruiting of 































SELL THE 


“TUFBOY” 


FOR MAN-SIZE 






As its name implies, 

the MASTER Tufboy steel 
tape rule is really tough. The 
sturdy zinc-alloy, chrome-plated 
case is made to withstand hard 
usage under the most unfavorable 
working conditions. Only the fin- 
est, scientifically tempered steel is 
used in the blade, and the numer- 



























































als and graduations are etched on 
both edges. 


This is the kind of accurate 
measuring tool the skilled me- 
chanic prefers, and it’s equally 
popular with workshop fans. 
There’s an added sales feature in 
the ease with which the blade 
may be replaced in a few minutes. 


The Tufboy is only one of 
MASTER’S many types of accu- 
rate measuring tools. Write today 
for further information about this 
complete line of wood and steel 
tape rules. 


Your Customers Will 
Appreciate This 

“Rules for Measurement” is a 16- 
page, pocket-size booklet that illus- 
f trates and describes many ingen- 4 
ious uses for steel tape rules. It’s a 
sales stimulant that isn’t rationed. 
Write today for your supply. 
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MASTER RULE MFG. CO., INC., Dept. A-8 
815 East 136th Street + New York 54, M. Y. 
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El CHICAGO 


a EXPANSION NUTS 


The Dependable 
Machine Screw Anchors 


For machine screw or machine bolt 
anchors, it will pay you to wodty 
Chicago Expansion Nuts. These de 
pendable anchoring devices offer 
the following advantages: 
1. Quickly installed—a few hom- 
mer taps sets them. 
2. Work can be easily dismantied. 
3. Ne part of the anchor projects 
after removal from floor or 
wall. 
4. Large stocks—IMMEDIATE DE- 
LIVERIES. 
Chicago Expansion Nuts have stand- 
able in all sizes from No. 6 up to 
and including %"'. Setting tool free 
of charge. 
IMMEDIATE DELIVERIES 


@ JOBBERS: Get the complete facts on 
this available line. 





CHICAGO EXPANSION 


BOLT COMPANY 














LETS ALL BACK 


THE ATTACK... 


WITH WAR BONDS! 








ard machine screw threads. Avail- - 





the plants. Kauintal) is still needed in 
parts of Texas and Oklahoma, and tem- 
peratures have been unusually high. 
Considerable deterioration may result if 
dry weather continues. Nevertheless, 
prospects Aug. 1 were for yields above 
average for all states except California, 
with record or near-record yields pos- 
sible for a number of states. 


* * * 


Cork—With imports of cork 
substantially increased during recent 
months, the War Production Board is 
studying a proposal to raise the monthly 
allocations of cork to industries, WPB 
said on Aug. 12. Minimum monthly 
allocations of grinding and milling cork 
may be raised from approximately 
7000 tons to 8900 tons for each of the 
next three months, the Cork Industry 
Advisory Committee was informed at a 
recent meeting with WPB offiicals next 
month, a WPB representative said. 
Monthly imports of cork for the first 
six months of this year averaged ap- 
proximately 3775 tons a month, against 
average usage of 8609 tons per month, 
WPB said. Imports increased in June 
and July, averaging about 10,000 tons 
a month. Estimated stocks on July 31 
approximated 64,000 tons, Government 
cork authorities indicated. Cork stocks 
on June 30, 1944, amounted to 58,173 
tons, which was slightly under the 
stockpile minimum. Gaskets, corboard 
insulation and ammunition plug require- 
ments of armed services are increasing, 
the Government presiding officer said. 
However, upward revision of minimum 
allocation for the next 90 days will he 
explored despite any possible decrease 
in cork imports. 

° ss 


Furniture problems—Lack of 


superseded every other factor as an ob- 
stacle to continued production, accord- 
ing to industry analysts. Unless the 
situation is relieved soon, the output 
of furniture is likely to fall far below 
present levels. June shipments, 2 per 
cent more than May, reached the high- 
est dollar total of any month this year, 
except April. However, June shipments 
were 7 per cent below June last year, 
and for the 1944 half year, output was 
5 per cent less than for the same 1943 
period. * * *« 


Kraft paper tightened—To 
assure an adequate supply of paper 
shipping sacks for essential products 
and materials, WPB announced new re- 
strictions governing the manufacture 
and use of new sacks, by amendments 
to Limitation Order L-279. In the first 
place, manufacturers of paper intended 
for making shipping sack paper and 
producers of paper sacks from kraft 
pulp are required to use such pulp for 
no other purpose. Commercial con- 


sumers who used sacks made of ship- 
ping-sack paper prior to issuance date 
of the amended order (Aug. 8), may 
continue to use them for such purpose 
for 45 days. The new amendments re- 
strict the use of kraft paper for pur- 
poses other than those listed in “Ap- 
pendix A.” This includes many agri- 
cultural and chemical products and pig- 
ments; minerals and building mate- 
rials, and essential miscellaneous items, 
which are packaged for storage and 
shipments in paper sacks. Other re- 
strictions cover asphalted paper, par- 
affined and moisture-proof paper when 
used in shipping sacks, to protect chem- 
ically reactive and moisture-absorbing 
materials. The allowable items, listed 
in “Schedule B,” include a number of 
minerals, chemicals, foods and seeds, 
as well as insecticides, fungicides, dis- 
infectants, germicides, asphalt and cer- 
tain moisture-absorbing types of 
cements. 
= * + 

Washing machine economics 
—Washer and ironer manufacturers 
meeting at Chicago, were warned that 
price advances may cut into the an- 
ticipated volume of postwar sales of all 
consumer goods items. The commen- 
tator on pricing policies was B. J. 
Hank, President of the Conlon Corp. 
Saying that the potential demand for 
household washing machines, estimated 
as high as 4,250,000 units, “will be re- 
duced in proportion to the use of the 
optional spendable dollar to purchase 
other appliances,” Mr. Hank added: 
“The price of a product has a direct 
relationship to its sales, sooner or 
later; if that price goes up, buyers 
weigh the difference against other items 
obtainable at the old price, or at less 


manpower in the furniture industry has + f an ‘inctenee. “Even ‘thengh, indinie 


ual incomes as a whole have risen, it 
also will be true that the less our price 
is up in comparison with other prod- 
ucts, the more we can hope to sell.” 
Continuing with a comment applicable 
to any industry, Mr. Hank pointed out: 
“The consumer has repeatedly demon- 
strated his ability to make articles last 
well past their normal period of use- 
fulness. If virtually unlimited wage 
costs force prices of such article to un- 
reasonably high levels, the consumer 
may continue to make his old posses- 
sions ‘do’ for another year or two.” 


* * * 


Christmas wrapping—WPB’s 
Declaration of Policy on wrapping and 
packing materials, made public on June 
30, outlined a general program of re- 
tail wrapping conservation and re- 
quested the voluntary cooperation of 
merchants and shoppers. Supplement- 
ing this, WPB now has issued a list 
of suggestions to guide merchants in 
Christmas gift wrapping. Merchants 
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are asked to save paper by eliminating 
all unnecessary wrappingsfor gifts as 
well as ordinary packages. So that any 
remaining inventories of gift wrappings 
will not be wasted, stores may use 
them sparingly. For both gifts and 
other packages, the Paper Division of 
WPB asks: Avoid double wrapping, 
such as paper over a box. Avoid inner 
stuffing or other inner wrapping unless 
necessary for protection. Avoid dec- 
orative wrapping effects involving any 
use of extra paper. Instruct sales per- 
sonnel to inform customers of the war- 
time necessity for the simplest gift 
wrappings. 
aa a > 

Farm machinery output— 
Output of farm machinery in June to- 
taled $65,677,000, which WPB says was 
the highest monthly total of 1944. How- 


ever, this still left the program 11.3 
per ‘cent behind schedule at the close 
of the industry’s fiscal year. Produc- 
tion schedules were revised some time 
ago to provide an extra month (through 
July) to complete the year’s schedule, 
so a final production report for the 
1944 harvest year will not be possible 
until last month’s figures are tabulated. 
In addition, manufacturers have until 
Sept. 30 to wind up production of about 
eight types of machinery, including 
some of those farthest behind schedule. 
These include small combines, corn 
pickers, ensilage harvesters, peanut 
pickers, corn shellers, hay balers, feed 
grinders and portable elevators. 
+. 2 = 

Lumber for essentials only 
—Home owners seeking lumber for re- 
(Continued on page 93) 





More Liberal WPB Policy Toward 
Civilian Goods in Regulation No. 25 
(Continued from page 47) 


parts; L-275, alarm clocks; L-308, 
domestic food dehydrators; L-325, 
motion picture 35 mm. projection 
equipment and accessories; and the 
following which are not limited by 
“L” orders: Animal traps and cages 
for commercial trapping and pest 
contral; blow torches; gasoline flat 
irons; liquid fuel lamps and lan- 
terns; marking devices; metal in- 
sect screen cloth; padlocks; rivets 
and burrs; watches, weather strip- 
ling; window shade rollers; fire- 
place equipment; furnace scoops; 
hardware cloth; snow shovels; 
wheelbarrows and steel wool. In 
addition, under the steel and copper 
conservation orders the same prior- 
ity assistance will be given for 
watches. 

There are five specific points of 
policy which applicants should take 
into consideration in filing for per- 
mission to manufacture goods. They 
are: 

1. Authorization to produce will 
in no case be granted if production 
will in any way interfere with either 
war production or the production of 
essential civilian articles. 

2. The labor and facilities to man- 
ufacture must be available to the 
applicant and not required for more 
essential purposes. The application 
will be denied if the applicant’s pro- 
posed use of labor would interfere 
with local and interregional recruit- 
ment of labor. 

3. In general, more favorable con- 
sideration will be given to applica- 
tions where the articles can be pro- 
duced from idle, excess or frozen 
materials and components, whether 
in the applicant’s inventory or avail- 





able from others, than where new 
materials and components are re- 
quired. 

4. Preference ratings of AA-5 will 
be assigned but only for the produc- 
tion of utility items of importance 
in civilian requirements. A list of 
these items can be obtained at your 
nearest local WPB field office. In 
general, more favorable considera- 
tion will be given to applications for 
the production of these items. 

5. Before making application, the 
applicant should investigate the sup- 
ply situation of the materia] and 
components which he will require. 
In general, more favorable consider- 
ation will be given to applications 
where the new materials needed to 
produce the product can be readily 
obtained with an AA-5 rating (if a 
utility item) or without a rating. 

Idle and excess inventories, which 
may be used for civilian production 
under the new regulation, are re- 
ported to regional offices which main- 
tain lists of such materials and prod- 
ucts. Information as to types of 
materials available may be obtained 
from WPB regional offices, which 
will try to bring buyers and sellers 
together, so that maximum use of 
these stocks can be made. 

Goods that have been out of pro- 
duction and will reappear under the 
spot authorization procedure will 
obviously create price problems. As 
this issue goes to press, OPA has 
made no definite statement of policy 
on reconversion pricing. However, 
officials have promised that indi- 
vidual prices will be set rapidly 
enough so as not to delay the re- 
conversion program. 
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Every one of your customers is a prospect 
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portable cutting tools will save time 
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And Still Available for Hardware Distribution 


Pro-Tek No. 2 
Hand Protective Cream 


E. 1. du Pont de Nemous & Co., Inc., 
Wilmington 98, Del., has made available 
a new water-resisting hand protective 





cream for workers whose jobs bring 
them into contact with water-soluble 
cutting oils, dilute acids, alkalies, and 
other water-chemical mixtures. This 
cream is intended for operations where 
water js present. It protects against a 
number of chemicals, and thus elimi- 
nates ‘the necessity of separate creams 
for Sgch particular need. Applied to 
the hands, and arms before starting 
work, it forms a flexible. slightly greasy 
film which will act like- an invisible 
glove. One application lasts from 
three to four, hours and may be removed 
by using an industria! hand cleanser or 
washing in hot water with a mild soap. 
Neutral in reaction, and said to be non- 
irritating, it contains a high percentage 
of lanolin. 


Universal Condensed Ver- 
sion of Appliance Catalog 


Condensed version of Universal’s 
catalogs on major and small appliances 
has been published by Landers, Frary 
& Clark, New Britain, Conn., to pre- 


90 


sent distributors and dealers .with a 
brief description of the features of 
representative models in the various 
appliance lines produced prior to gov- 
ernment restrictions. Printed in ma- 
roon and blue, the catalog contains 28 
pages. Featured in the catalog are the 
Universal super model ranges, water 
heaters, home laundry equipment, home 
cleaning equipment, toasters, irons, 
coffee makers, etc. 





Retail Excise 
Tax Manual 


Containing an analysis of the Excise 
Tax regulations and many important 
rulings from the Bureau of Internal 
Revenue concerning the taxability of 
specific articles of fur, jewelry, lug- 
gage and toilet preparations, this book- 
let has 26 pages. Included also are 
scores of articles in the four classifica- 
tions listed for easy reference under 
the headings, “Articles Taxable at 20 
Per Cent” and “Articles Not Taxable.” 
National Retail Dry Goods Association, 
Greeley Square Bldg., 101 West 34th 
St., New York City. 


New Welding Method 
Described in Booklet 


A 48-page booklet just published by 
The Lincoln Electric Co., Cleveland, 
Ohio, tells of an entirely new method 
for increasing the speed of welding mild 
steel, called “Fleet-Welding.” The 
booklet points out ways in which this 
type of welding utilizes the benefits of 
are force to obtain greater penetration 
and the required weld strength. Some 
of the subjects covered in this manual 
include using are force to increase weld- 
ing speed; effect of penetration on weld- 
ing costs; cost reduction with “Fleet- 
Welding”; factors affecting production 
speed and general information for use of 
procedure tables. Has 29 photographs 
and drawings illustrating the “Fleet- 
Welding” technique, and 17 separate 
tables which list plate thickness, elec- 
trode type and size, ete. 





New Fireline 
Lining Container 


Fireline stove and furnace lining is 
now packed in the newly designed can 





shown below. Can is colorfully litho- 
graphed in orange, black, and white. 
With this change in design, Fireline will 
now be packed in 5 and 10 |b. cans, 60 
lbs. per case. These sizes are popular 
for replacing cracked firebox castings, 
or tile of cook stoves and ranges. For 
lining firepots of warm-air furnaces and 
heating stoves, the material also comes 
in 50 and 100-lb. drums. Fireline Stove 
& Furnace Lining Co., 1800 Kingsbury 
St., Chicago, III. 


Revised Edition of Myers 
Wartime Production List 


Profusely illustrated, this new war- 
time production list is complete with 
brief product description, code words. 
and prices. Its 36 pages cover all 
Myers products now being manufac- 
tured. Book was designed to dispe] the 
confusion which results from the use 
of Myers full line product catalog under 
present wartime preduction restrictions. 
A letter to the trade. which accom- 
panies the new list, explains allocation 
of goods and preference ratings. Deal- 
ers may sell directly from the simplified 
list without reference to complete cata- 
logs excepting where sales features and 
detailed information are desired. The 


F..E. Myers & Bro. Co., Ashland, Ohio. 


HARDWARE: AGE: 








Yo 
GUI 


Sani-V 
and fr 
like th 
safe cl 
woodw 
gleam. 
cleans 
nothin 
“best 

departr 


*Based o1 
of establ 


A 

d 
—or 
THE 


AUG 





} Trips and Exposure in 

is Bad Weather 

n @ Will Never Tarnish, Spliz, 
Warp, Rust or Swell 


COLLINS VISIBLE 
The Glass Mail Box... 


Multiplies its Own Sales 
Every Home a Prospect 
The All-Glass Mail Box 


Absolutely No Meta! or 
Weod Parts 


Because of demands of War 
Housing Projects, we cannot 
always fill orders immedi- 
ately. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention THE COLLINS 
VISIBLE creates quick sales, 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Necessity. 


FEATURES 


@ Saves Time, Unnecessary @ Contents Always Visible 
@ Heavy Crystal Glass Body 
in Attractive Stippled 


@ Large Capacity 
A POPULAR SALES LEADER 


Dealers everywhere report increased sales. 
Stock and display now. 


ORDER THROUGH YOUR JOBBER TODAY 


: GEO. F. COLLINS G&G CO. 


SAPULPA 


OKLAHOMA 





Sani-Wax sells quick 
and repeats. Women 
like this easy, speedy, 
safe cleaner that makes 
woodwork and furniture 
gleam... protects as it 
cleans. It costs you 
nothing to prove it a 
“‘best seller” in your 
department. 


*Based on zeae dolla early ~ mn volume 
of establis 
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—or Write Us 











Fastest Selling 
Household Item* 
on Today’s Market 


Sani Wax 


You Can’t Lose on our 
GUARANTEED Sales Plan 


tet $0) wen [0 


THE SANI-WAX COMPANY 


CLEVELAND, OKLAHOMA 
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Chimney Sweep 
Display Card 


Colorful point-of-sales display card 
for Chimney Sweep soot destroyer. 


Chimney Sweep ties-in with fuel conser- 
vation, thus the card will arouse imme- 





diate interest. Merchandising card is 
die cut to hold the 48 oz. container. It 
is printed in two colors, and is 10% by 
13% in. Available free to all dealers. 
G. N. Coughlan Co., West Orange, N. J. 





Hercules Booklet on 
Nitrocellulose 


Basic textbook on the properties and 
uses of soluble nitrocellulose, base for 
plastics, lacquers, coated textiles and 
many other products. Divided into two 
parts, the properties of nitrocellulose 
and, its uses, this technical book is 
designed to be an aid to manufacturers 
already using it as well as those who 
may find in it an answer to their prob- 
lems. Starting with a discussion of the 
history of nitrocellulose, the book con- 
tains a section on its properties. This 
section includes chapters on its manu- 
facture, types, solubility, viscosity and 
other pertinent information. First sec- 
tion contains six tables, one of which 
shows nitrogen and viscosity specifica- 
tion of the 17 Hercules soluble nitro- 
cellulose types, a nitrocellulose blend- 


ing chart, and 22 other charts and 
graphs. Hercules Powder Co., Wilming- 
ton, Del. 

Mimeograph 


Stencil Sheet 


Special Mimeograph stencil sheet for 
use by both prime and sub-contractors 
to produce the 20 or more copies of the 
War Department Inventory Schedules 
usually required for contact termina- 
tion procedures. May be obtained with 
a facsimile of any of the three War De- 
partment Inventory Schedule forms 
placed on the surface of the stencil 
sheet. This form serves as an exact 
guide for the typist in positioning copy 
to be added to the printed War De- 
partment Inventory Schedules. As many 
copies as are needed can be produced 
from the single typing. A. B. Dick Co., 
720 West Jackson Blvd., Chicago 6, 
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Sold Exclusively Thru 
HARDWARE STORES 


NONE-BETTER 


SOCKET AND BOX END WRENCHES 












RITAIN MACHINE CO. New Britain Conn 







All-Purpose Plastic 
Sealing Strip 


“Weather-Pak” is the name of a new 
plastic product used in solving the 
weatherstripping problem. Easy to ap- 


Plaster-Stik 
For Cracks in Plaster 


Made on a paint base so that it needs 
no sealer or treatment, it is designed 
for filling the small cracks in plaster, 
sometimes called hair line, although it 
will repair cracks up to % in. in width. 
Plaster-Stik hardens on the surface only, 
but does not harden to a rock-line hard- 
ness, which allows for expansion or 
contraction in the crack. Stick seals 
itself wherever it has been used which 














ply and no tools are needed—simply 
press into place with your thumb and 
vit stays put. Used around doors and 
windows and to fill cracks in the floor. 
“Also adaptable for use back of sinks 
and around drain and water pipes. Each 
reel contains enough material to treat 
five windows. In attractive box con- 
tainer, backed by counter display using 
actual product. Babbitt Industrial Spe- 
cialties Company, 630 Fifth Ave., New 
York 20, N. Y. 




















THE MASTIC RIBBON OF A 
ul THOUSAND-AND-ONE USES! 


-_ HOME OWNERS WELCOME this modern, stream- 
lined method of weatherstripping, caulking, sealing, 
glazing and packing ... plugs up any and all cracks... 
: easily applied... seals draughts, dirt, cold, heat, mois- 
Pus i) ture, etc. No tools, no fuss, no bother... simply press 

ut ER in place. It’s a natural for profitable, year-round sales! 








Hardware Jobbers. SINGLE 
< Tees. \ PACKAGE 






PACKAGED 13 BOXES TO A 


RETAIL List... *1O" cow 








PUT IT ON DISPLAY 
AND WATCH IT SELL! 


THE TREMICO MANUFACTURING CO 
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WHATS NEW 


AND STULL AVAILABLE FOR HAROWARE DISTRIBUTION 





prevents air from getting into the body 
of the stick. They are packed one doz. 
to a box. Leonard Co., 718 Locust St., 
Des Mines 9, Iowa. 


Solid Plastic, 
Friction-Type Mat 


“Ameritred” is the name of a solid 
plastic, friction-type mat made by 
firmly binding friction compound to- 
gether by a plastic. Can be used for 
building entrances, lavatories, shower 
and locker rooms, runners, stair treads 
and landing mats, Also adaptable for 
use on ramps on front and back of 
counters and for covering worn spots 
on floors. Lies flat and affords a non- 
slip surface and it is easy to remove 





dirt from it. Is jet black in color and 
comes in 29 by 63 by 9/64 in. sheets. 
American Mat Corporation, 1731 Adams 
St., Toledo 2, Ohio. 





Metal Storm Sash 
Ventilator 


Designed so that it can be opened 
from the right or left side, and easy to 
install, this ventilator is made in one 
piece. It requires no painting and is 
zinc plated for rust resistance. Will 
not bind or stick, and will not shrink, or 
swell. If desired the top part of the 
ear end may be bent over with a pair 
of plyers and used as a handle for 
opening and closing the _ ventilator. 
Specialties Sales Co., 2579 N, Thirty- 
fifth St., Milwaukee 10, Wis. 
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How’s the Hardware 
Business? 
(Continued from page 89) 
pair work will get no help from the War 
Production Board or the Federal Hous- 
ing Administration, except in cases of 
real emergency. WPB has ruled that 
applications for preference ratings (to 
be made on Form 2896 to the nearest 
FHA field office) must show that the 
dwelling is unfit for use unless re- 
paired. WPB says that “thousands of 
home owners” are “flooding” WPB and 
FHA field offices with requests for help. 
Those who want lumber for non-emer- 
gency purposes must take their chances 
on buying it without preference ratings. 
Dealers have been allotted small quan- 
tities to meet “essential” requirements 
of small consumers that are not strictly 
“emergency” needs. Home owners are 
urged to curtail all unnecessary use of 
lumber. Deterioration of lumber  be- 
cause of wear and tear will not be con- 
sidered an emergency if the parts to 
be replaced will function without re- 
pair for at least another three months, 
WPB rules. In general, only damage 
caused by fire, flood, tornado, earth- 
quake, storm or a similar occurrence is 
considered justification for emergency 
ratings, and only when the dwelling 
has been made unfit for contintied oc- 
cupancy by such damage as leaks in 
the roof; weakening of the framework, 
separation of lateral supports from 
main supports, or broken joists or 


risers. 
* e * 


Retail sales rise—In the 
United States, overall retail sales in 
June were 4 per cent above June, 1943, 
and for the first six months of 1944 were 
8 per cent above the corresponding 
1943 months, as reported by the U. S. 
Commerce Department. Sales of retail 
stores in June totaled $5,592,000,000, 
and for the first six months $32,113,- 
000,000. Sales for all major groups of 
“nondurable” goods stores showed gains 
for the first six months. Among July 
feports are noted a 10.7 per cent gain 
for Sears, Roebuck, and one of 5 per 
cent for Montgomery Ward, compared 
with July, 1943. For the year to date, 
Sears gained 11.7 per cent, but Ward’s 
were 7.3 per cent under a year ago. 
Woolworth sales were off a shade in 
July, but for the seven months were 
15 per cent above last year’s compari- 
son. 
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Your postwar planning 
should start today... 
with an extra War Bond 
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Over 50,000 of these 
Heaters are giving Comfort® 
to our boys all over the Country. 


SIX MODELS AVAILABLE NOW. . . . . . 
- « « «+ «  « WRITE FOR ILLUSTRATED FOLDER 


TENNESSEE ENAMEL MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 
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LEATHER 
AND 
SADDLE SOAP 





Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 
except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 
cans. 


ASCO CHEMICAL CO 








641 Lexington Ave., Brooklyn, N. Y, 








Give -— to the 
wea 
Red L! Cross 


War Fund 


SILO- SEAL SAVES 
the SILO! 


Year ‘round seller to farm trade. 


















Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 


Prompt shipment. Write or wire 
for prices and full information. 
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Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 





Trenton 4, NW. J., U.S.A. 








The Post-War 
Hardware Store 
(Continued from page 42) 


will, creating different arrange- 
ments for seasonal needs.” 

The columns have been covered 
with structural glass in two colors. 
The floor and base of counters are 
rubber tile. 

A small repair and workroom 
has been added as a desirable fea- 
ture. 

Many features in this interior 
will be optional. For instance, the 
ceiling might be plaster instead of 
opaque glass broken up by trans- 
lucent glass squares. The florescent 
light might be exposed instead of 
covered. The woodwork can have 
a light or hard natural finish. 

The largest volume of store mod- 
ernization in history is expected 
upon the lifting of building restric- 
tions. Post-war competition will 
be keen, and the store owner who 
is ready with his plans for mod- 
ernization will have a head start 
in meeting this competition. With 
the public already conscious of 
modern stores, the behind-the- 
times store will have a difficult 
time to exist. 


‘Sales of China, Glass 
and Gifts Doubled 
During Wartime 
(Continued from page 49) 
scheme and numerous sales here. 

A sidewall showing of figurines, 
glassware, novelties and other 
items, as well as‘a row of pictures 
placed at a high level, attracts 
many women customers, accord- 
ing. to Mr. Mahler. These items 
are all shown on glass shelves 
which enhance the beauty of the 
area. Women like to linger at this 
display and inspect the merchan- 
dise. Many sales are made in this 
manner. 

The Mahler china and glassware 
line is given frequent window dis- 
play, according to the owner. 
This helps to attract many women 
shoppers as do the occasional 
newspaper ads featuring the line. 
“We certainly are well satisfied 
with our china and glassware de- 
partment,” says Mr. Mahler. “It 
has helped us through the war 
period very nicely. It is a perma- 
nent ‘up front’ department with 
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THEY PULL—CLINCH—HOLD 
The cutstanding fastener for making, resairing 


ORDER NOW FROM YOUR Rh JOBBER 
CORPORATION 








SUPERIOR F 
2949 Eiston Ave. Chicago (18) fll. 


PRECISION LEVELS 


Available from stock without Priority 





TORPEDO LEVELS 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 
Established in Geneva, Ohio in 1913 
Hibernia Bldg., New Orleans 12, La. 














Changes 


New products and new 
trade names are constantly 
being added to the listings 
fer the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


100 E. 42nd St, New York City 
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Supplementary Information 
(Continued from page 83) 


limited to not more than 10 mourning 
doves or more than 10 white-winged 
doves. 

Band-Tailed Pigeon—Limit 10 daily, 
possession is limited to that number. 


Hunting Method s—Permitted: 
Shotgun only, not larger than No. 10 
gauge, fired from the shoulder; bow 
and arrow; dog; blind or floating de- 
vice other than a sinkbox. 

Prohibited: Automobile; aircraft; 
sinkbox (battery); power boat, sail- 
boat, or any device towed by power 
boat or sailboat; automatic-loading or 


hand-operated repeating shotgun of 
more than 3-shell capacity in the maga- 
zine and chamber combined; live duck 
or goose decoys; the hunting of mi- 
gratory game birds by means, aid, or 
use, directly or indirectly, of corn, 
wheat, oats, or other grain or product 
thereof, salt, or any kind of feed what- 
soever, placed, deposited, distributed, 
scattered, or otherwise put out; or 
through the use as blinds of cattle, 
horses, or mules. 

Consult state game laws for any ad- 
ditional restrictions on migratory game 
bird hunting. 





Coming Conventions and Events 


American Hardware Manufac- 
turers Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. Charles F. Rockwell, 342 Madi- 
son Ave., New York 17, N. Y., is sec- 
retary-treasurer of the manufacturers’ 
association and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the wholesalers. 


American Society of Architec- 
tural Hardware Consultants, an- 
nual meeting, Oct. 46, 1944, at the 
Palmer House, Chicago, Il]. John R. 
Schoemer, 411 Lexington Ave., New 
York 17, N. Y., is executive secretary- 
treasurer. 


Boston Gift Shop, Sept. 11-14, in- 
elusive, at Hotel Statler, Boston, Mass. 
Directed by George F. Little Manage- 
ment, Inc., 220 Fifth Ave., New York 
City. 


National Contract Hardware As- 
sociation, annual meeting, Oct. 4-6. 
1944, at the Palmer House, Chicago, 
Ill. John R. Schoemer, 441 Lexington 
Ave., New York 17, N. Y., is executive 
secretary-treasurer. 


National Retail Farm Equipment 
Association, National Food Produc- 
ing Equipment Conference, Oct. 10-12, 
1944, at the Knickerbocker Hotel, Chi- 
cago, Ill. -Paul C. Mulliken, 207 Hotel 
De Soto Bldg., St. Louis, Mo., is execu- 
tive secretary. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 16-19, 1944, at The 
Marlborough-Blenheim, Atlantic City, 
N. J. George. A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treas- 
urer of the wholesalers. Charles F. 
Rockwell, 342 Madison Ave., New 
York 17, N. Y., is secretdry-treasurer of 
the manufacturers’ association. 


New York Gift Show, Aug. 28- 


Sept. 1, inclusive, at the Hotel Penn- 
sylvania, New York City, sponsored by 


-AUGUST 31, 1944 


the National Gift and Art Association, 
Inc. Directed by George F. Little 
Management, Inc., 220 Fifth Ave., New 
York City. 





You Can’‘t Blame Him 


HE following letter from Joe 

Sety of Sety’s, Chewelah, Wash., 
is self explanatory. “In Time Maga- 
zine, dated July 17, 1944, under 
‘Miscellany’ is an item entitled 
‘Taxation Representation’ which 
goes on to say: 

“ “In Chewelah, Wash.. Joe Sety. 
advised that he owed $45 income 
tax, wrote a check for that amount, 
sent it along with a note: “I don’t 
know what this is all about as I 
employed an expert to figure out 
my tax. However, it’s all right, 
when you need more, let me 
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know”. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 58) 


l—Answer. No. Net cost on the 
line is the same in either case. 

2—Answer. Dollar value under each 
rating on the order is as follows: $50, 
MRO-AA5; $250, AAA, and $200 MRO. 
AA3. 

3—Answer. $980. Sales $28,000 x 
3.5%=—$980. 

4—Answer. Net margin on con- 
tractor sales is 27.7 per cent. Contrac- 
tor would pay 90 cents for a tool selling 
regularly at $1. Cost of the item would 
be 65 cents—(35 per cent of the regular 
selling price of $1). On contractor sales 
company would secure 25 cents margin 
which is 27.7 per cent of the 90 cent 
contractor’s price. Since the company’s 
cost of doing business is 25 per cent of 
sales, this business would be profitable. 

5—Answer. $6.50 retail selling price. 








Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 


at ten convenient plants. Ask for 


a Ryerson Stock List —your guide 


to quick shipment of steel. 


Principal Products Include: 


Bars « Shapes « Structurals « Plates « Sheets 

Fleer Plates - Alloy Steels « Stainless Steel 

Shefting + Screw Steck « Wire « Mechanical 

Tubing + Boiler Tubes + Reinforcing Steels 

Tool Steels + Babbitt « Nuts « Bolts » Rivets 
» Welding Red «+ Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


en ASURE CURE 


@ This sensational plastic 
eork coating prevents condensation drip 
frem metal, concrete, brick, wood, plas- 
ter or composition surfaces.. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
\%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE woDrip Cir- aust, TRo, 
cular about C KY a 


densation Drip 











and its Preven- & , Pp 
tion. vite - 
J. W. MorTeLt Co. peel oH 
Technical Coatings 
Since 1895 


508 BURCH ST. 
KANKAKEE, ILL. 














| _Clansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words....... « oes 
words.. 
Each additional word....... ee er 


Positions Wanted 
— b ted set solid, maximum, 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply om Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check er money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded te boz 
number advertisers unless accompanied by 
sufficient postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 








Essential Workers Need Release Statements 








REPRESENTATIVES 
WANTED 


Prominent builders and cabinet hard- 
ware manufacturer has exclusive terri- 
tories open throughout Country. Men 
must be intimately acquainted with 
builders hardware distributors and 
wholesale houses. Please give full par- 
ticulars in your letter. Statement of 
availability required. 

Address Box H-516, care of HAROWARE AGE 

100 East 42nd St., New York 17, N. Y. 








PROMOTION AND MERCHANDISING 

EXECUTIVE 
Tecord of achievement in building ox 
cellent Dealer ae. Ability to stain 
maximum volume from territori le sue- 
coms in training ~~ forces. ‘Available October Ist. 
Remuneration, Sala and Incentive arrangement. 
References 








Address Bex H-524, care of HARDWARE. — 
100 Eest 42nd St., New York 17, N. 





MANUFACTURER’S AGENTS — TERRI- 
TORIES OPEN FOR reliable men calling on 
hardware, paint, variety, t stores and 
stationers to sell new line of Decal Transfers— 
New merchandising plan—av ng about 20% 

commission on new and repeat ness. State- 
ment of availahility pipaieedk. Address Box 
H-497, care of Haspware Aoz, 100 East 42nd 
St.. New York 17, N. Y. 





WANTED MANUFACTURER’S REPRE- 
rast? ———, get Eastern Canada, 
years 


ware business. 
Address Charles Gendron, 8 8614 ‘ions St., Mon- 
treal, Que., Canada. 





WANTED: HARDWARE WALL _ CABI- 
NETS with doors and wers. Also, bins suit- 
able for parts on rd motors. Also interested 


outboa 
in all hardware fixtures. Address Evinrude Sales, 
113 North Front St., Wilmington, No. Car. 


6 





WANTED 
SALES PROMOTION MAN 


. .. @ prominent organization 
of wholesalers desires the ser- 
vices of an experienced mer- 
chandiser and sales promotion 
man, with thorough knowledge 
of layouts and copywriting. In 
reply state experience, and full 
details about yourself. State- 
ment of availability required. 


Address Box H-518, care of HARDWARE AGE 
100 East 42rd St., New York 17, N. Y. 




















MANUFACTURER'S REPRESENTATIVE 
OR DISTRIBUTOR, interested in representation 
for New England or any part. ae aoe 
ence contacting Jobbers, Retailers, an gg 

and Manufacturing Plants. 

reliable, executive ability, cay Oy 
resentation, at present and fi ally War. Ad. 
dress, Ray ibdanen, 7 Twiss Ave., Meriden, 














WANTED ,REGIONAL SALES MANAGER 
FOR ESTABL varied FAST-SELILING $60 





STA tT 

QUIRED. ADDRESS BOX H-523, CARE OF 
HARDWARE sc 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 














HARDWARE AGE 








! 
Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 
Al 
evi 
Bea 
Sast 
Deo 
and 
and 
Lea 
Mee 
IT a 
ATTENTION, SALESMEN To 
w 
With Hardware Store Connections = 
Responsible paint manufacturer has 
openings in Connecticut, Westchester WE 
County, Northern New Jersey, Southern for 
New Jersey, Eastern Pennsylvania, Cen- St 
tral Pennsylvania, Eastern New York or 
State, and Central New York State. Neb 
Excellent opportunities for salesmen 
who have been cailing on paint and 
hardware stores. Paint experience not 
essential. Write full details: Age, past — 
experience and earnings, marital status, 
etc., to First Class Mail, P. O. Box 117, 
Newark 1, New Jersey. Statement of TROL 
availability required. ence h 
tion n 
manuf: 
export 
WANTED—HARDWARE ENGINEER excelle: 
Manufacturer hy oe reliable Hardware — 
and Production Manager. One capable of ARDW 
producing locks iiders N. Y¥. 
items. me opportunity with California company. 
Top salary wet XY considerable experience with 
g record. rticulars of MAD 
Extter will be held. tn ct confidence. Statement IN Vz 
of availebility required. serving 
Address Box H-512, care ef HARDWARE AGE Lumbet 
100 East 42nd St., New York 17, M. ¥. additior 
through 
tion, et 
DISTRIBUTOR—Interested im acting as dis- Harpw 
tributor or manufacturer’s representative for New N. Y. 
York City and any parts < the eastern seaboard. — 
Have numerous ema me tant aie, YOu 
hardware dealers and jobbers and with wubite istrativ 
utilities and various manufacturing plants. If ply hov 
—_ _ 4 —— at — interested in Machin 
tion. Address charge 
MELATRE “DisTRIBUTING ‘CO. 420 Lexing- State a 
ton Ave., New York 17, N. Y. care of 
York 17 
WAN 
DEPENDABLE by pr g Uo epee tail Ha 
50.000 WEEKLY. Year hatches. New Yo 
Purebreeds & Crossbreeds. Postal brings mee Stateme: 
ture. STANDARD TATCHERIES. 121 W. H-517, 
Third St., Terre Haute, Ind. St., New 
WAN 
CALLT} 
NTED ESTABLISHED HARDWARE furnishi: 
STORE OR Will Purchase in Established known ° 
Hardware Business in Town in Cen- propositi 
tral.or Northern Florida. Address Box H-520, care of 
care of Hanpware Ags, 100 East 42nd St., New York 17 
York 17, N. ¥. | 
AUGU 
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| Chansikied Opportumitien. Section... 





Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








“ATTENTION BUYERS" 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 


NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRAKDS IN 
oo FOR IMMEDIATE DELIVERY 


A Large Assoriment of PREWAR Finishes op Bronse 
and heel consisting of— 
Cylinder Look Sete. 


Bronze Piaia & Gall 

aot y | Butts. Mortise Knob Essutehoons 

Deer Holders Kucckers. Cabiect Narguare-Chreme 
and Gaked Enamel Transom Lifts. 

and Omg Oe 3 Miscellaneous Items. Also 


Brands of— 
harle's Hand Tools. Padlocks. Cylinder Night 


™ 
and numerous other items on the Critical and Nard 
To Get “is YOUR VISIT WILL BE WELCOME 
Write Bex H , cere of HAROWARE A 
100 East 42nd St, New York 17, M&M. a 








WE NEED ONE ADDITIONAL LINE 


for Jobbers, Chains and Department 

Stores for Missouri, lowa, Illinois, 

Nebraska, Kansas and Oklahoma. . 
Herman 4, eh re & Associates, 


Forest, 
. Lovis 19, Me. 











SALES- PURCHASING-INVENTORY CON- 
TROL EXECUTIVE, twenty-two years’ experi- 


ence heavy bardware, mill supplies and construc- 
inery secks Position with 
wholesaler. - 


| cco geo or progressive 
ground includes Fee pg net ga oor and 











MERITORIOUS ITEM OR LINE 
WANTED 


FOR SALE TO HARDWARE, 
IMPLEMENT AND ALLIED TRADES 


OUR ORGANIZATION WELL ES. 
TABLISHED AND HIGHLY RE 
GARDED IN THE STATES OF ILLI- 
NOIS, WISCONSIN, MICHIGAN, IN- 
DIANA AND PARTS OF OGIO, 
IOWA AND MISSOURI. 


ITEMS HAVING SALES APPEAL TO 
BOTH CITY AND FARM TRADE 
PREFERRED 


WILL ACT AS MANUFACTURERS 
REPRESENTATIVE, OR AS DIS- 
TRIBUTOR WHO WILL BUY AND 
WAREHOUSE IN OUR OWN CHI- 
CAGO PLANT. 
Address Bex H-S19, care ef HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932. FINANCIAILLY RESPONSI- 
BLE. Now selling leading Hardware and Auto- 
motive jobhers covering Pacific Coast with ware- 
houses Los Angeles and San Francisco. Desires 
an additional quality line. Can assure manufac- 


























export phases. loyed at — ut have | turer permanent connections with immediate vol- 
lll excellent in 3 for ous . = a pompoest ~ rama ge basis am. eed Box 
oo os care of . -521, care o arpwarz Acez, 100 42nd 
designing ton non 10 100 East 42nd St., New York 17, | St.. New York 17, N. Y. r 
ence with na 
perience. MANUFACTURER'S AGENT LOCATED SALESMAN, 36 YEARS OLD, MARRIED 
Statement IN VANCOUVER, British Columbia, Canada, | WITT! Children: intereeted in making post-war 
serving Aircraft, Hardware, Automotive and large connection. Covered Southern States for five 
E AGE Lumbering cerns is in a position to represent | years. Now holding respon: position in de- 
¥. ; have excellent connections | fense work. Prefer handling one direct line a 
throughout Western Canada. Further informa- | reputable manufacturer. Reference and hond shall 
tion, etc. Please reply to Box H-515, care of | be furnished upon request. Address Box 11-511, 
g as dis Hanpwaze Ace, 100 East 42nd St., New York 17, | care of Harpware Ace, 100 East 42nd St., New 
“for New A York 17, N. Y¥. 
mt stores, YOUNG MAN DESIRES executi in- 
th publie istrative position with large Hardware Mill Sup NATIONAL SAIES ORGANIZATION 
P Q ge ip- 
ts. If ply house. 26 years of ence in Hardware | ESTABLISHED 1927 WISTIES Additional 
erested in Machinery Tools & Mill Supplies. Can Lines. Covering Hardware. Mill Supply, Elec- 
Addrese — charge of any Dept., also familiar with City, trical. Automotive Fields. Interested in all open 
0 Lexing- State and Gvt. business. Address Box H-514, | territories. Address Box 1-464, care of Harn- 
care of Hanpware Ack, 100 East 42nd St., New | WAZ Aoe, 100 East 42nd St., New York 17, 
York 17, N. Y. N. Y. 
WANTED: SALESMAN CALLING ON Re- nD 
eat tail Hardware Stores in Territory adjacent to wane ROSINESE. Pe es Mar tame 
ches, 1 New York to take on si of M ic’s Tools. | area doing around $75.000 and up yearly. Advise 
a w —— of ee py eg ig mag Box full particulars. Address Box H-522. care of 
-517, care o arpware AGE, st 42nd J 
St. New York 17.N.¥. Hah Acz, 100 East 42nd St., New York 
WANTED—MANUFACTURERS’ AGENTS 
CALLING ON hardware, paint, lumber, honse FOR SALE: THRIVING HARDWARE AND 
RDWARE furnishings dealers and jobbers to sell nationally | Auto Parts Business in Arizona farming town. 
Established known waterproofing products. Very interesting | Established 23 years doing over $199,090 vear 
m in Cen- Proposition for live wires. Address Box H-493, | gross. Invoice ahout $20,090. Address Box 
ox H-520, care of Harnware Ace, 100 East 42nd St., New | H-526, care of Harpware Acg, 100 East 42nd 
| St., New York 17, N. Y. St., New York 17, N. Y. 
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Distribution — Present and Postwar 
Established — Reliable —- Aggressive 
Selling Agents 
ANCO CORPORATION 


Pittsburgh, Penna. 


Branch Offices 
New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 


Covering all classes of jobbers. We will 
carry the accounts or you can bill direct. 
Write for jurther injermation and 
references. 








BUYER 


Box 4-468, care of HARDWARE AGE 
100 East 42nd St., New York 17, MN. Y. 
4. of Ag bilisy qm. - i 














RESPONSIBLE SELLING AGENCY 
WANTS ADDITIONAL LINES FOR JOB- 
BING TRADE OF HARDWARE—MINE AND 
ney SUPPLIES--OIL WEI.L SUPPLIES— 
MARINE AND PLUMBING SUPPI.IES— AG- 
GRESSIVE SOLICITATION THROUGHOUT 
TEXAS AND LOUISIANA. EXCELLENT 
REFERENCES. ADDRESS P. O. BOX 1150, 
HOUSTON, TEXAS. 





FOR SALE: OLD ESTABLISHED HARD- 
WARE STORE in good Nevada town excellent 
location. Stock and Fixtures around $12,500. 
Sickness reason for sellittg. Brokers, Scalpers 
and Agents need not answer. Address Box H-505, 
care of Harpware Aor, 100 East 42nd St., New 
York 17, N. Y. 





HAVE YOU MONEY STANDING OUT you 
can’t collect? NOW is the time to get after your 
old bills. They may be hard to collect later. We 
collect wholesale, retail accounts anywhere. No 
collection, no charge. Write for free copyrighted 
notices, drafts.. Credit Merchants’ Association, 
612 Commonwealth Annex, Pittsburgh 22, Pa. 





HARDWARE MAN — THOROUGHLY EX- 
PERIENCED IN Hardware and Kindred Lines 
desires permanent connection with Manufacturer, 
Jobher or Retail Firm; formerly manager ~f large 
retail store. Address Box H-513, care of Harp- 
ware Ace, 199 East 42nd St., New York 17, 
N. Y. 





SALESMAN WITH CAR, COVERING 
po ig tank one STORES. in the New York City 
and New Jersey area, well established in his ter- 
ritory, desires additional sideline, preferable 
housefurnishing or paints. Address Box H-525, 
care of Hanpware Ace, 100 East 42nd St., New 
York 17, N. Y. 
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ANYONE CAN USE IT EASILY 


FAULKNER 
MOLDING MORTAR 


A dry, ready mixed refractory to form 
solid, stone-like lining inside cracked 
furnace firepots and stoves. Guaran- 
teed to withstand 2500° F. Easy to 
use and apply by anyone. . . depend- 
able to sell . . . good profit margins. 
Used for 20 years. 





NOW AVAILABLE 


Write today for prices. 


The J. A. FAULKNER REFRACTORIES CO. 
404 MAHONING BANK BLDG., YOUNGSTOWN, OHIO 











_P\ ROPE * « * 











Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


















COLUMBIAN ROPE CO. 





Stipss SQUEAKS END 
i _ K 


othe 3-color SLIPSTICK point-of- cule 

# merchandiser with one-dozen sticks of 
@ DIXON'S new soft, wax-like graphite 
* lubricant is available to help you increase 
your sales. 
Sell this handy stick for fast rub-on applica- 
tion to bicycle chains, fire arm actions, to 
doors, windows and drawers — wherever 


RETAILS 


l5c 


cient friction-fighting graphite. 
Write for name of nearest jobber 











JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, NW. J. 


Genui"® TJQMES°/ SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
I SET SAVE FURNITURE 
& FLOORS- CREATE QUIET 


Look for name 
“Domes of Silence" 



















Domes of Silence — Insulated Cushion Glides 


chairs and all furniture. 





ok lf he is 


DOMES of SILENCE, Inc., 


sticking, squeaking, squealing demands effi- , 





Qndex SJo_ Adwentisen 





A M 
American Chain & Cable Co., Inc. 99 | | Macklin Co. cae ae 
American Chain Div. ...... . 99 | Magor Car Corp. oo 
| American Grease Stick Co......... 57 | Malleable Iron Range Co......... t 
| American Shearer Mfg. Co........ 94| Manco Manufacturing » a sebeea 9° 
| American Steel & Wire Co........ 25| Master Rule Mfg. Co., ! 7 
| Ames Baldwin Wyoming Co....... 24 ae 4 McCambridge 
| Armstrong Bray & Co....... 87 iecaduadex sxiauabe 7 
Asco Chemical Co. ....... re. Mckee MMI «ic. scyasnascnes 33 
Atlas Tack Co. eopaan 62 | McKinney Mfg. Co. ............- 68 
Automatic Products Co. .... 9| Miller, Inc., Robert E. ...........- * 
Minnesota Mining, & Mfg. Co..... 12 
Mortell Co., J. W......-- eee eeeee s 
| Myers & Bro. Co., F. E. 26, 70 
8 
Babbitt Industrial etetie Co.. 81 N 
Bailey Prihoda & Co. 26 | 
Barlow & Seelig Mfg. “Ceencsicses ON National Brass Co. ; .. 100 
Blackstone Corp. -soses- 10] Notional Ideal Go., The ......... 24 
Briddell, Inc., Chas. D.. nnd 18 | National Mfg. Co. ih a 
Buffalo Bolt Company 36 | National Screw & Mig. Co........101 
New Britain Machine Co.......... ” 
| 
c | 
° 
Carborundum Co. ...... 0+ ete 
Central Tool Co. 21 | O-Cedar Corp. . veo 
= “ARON implement & Mfg. Oster Mfg. Co., John ............- 7 
eae? 71 
Chicago Expansion Bolt Co. 88 
Chicago Spring Hinge Co. 22 P 
Ser boa i. ae ae 19 
ark Co., Robert H. ............ 29 A #p4) mee 
Collins & Co., Geo . Poles Np A ano ae 
Pearl-Wick Corp. ........ 
a Steet Co. “° . Penn Supply & Metai Corp..... .- 4 
Corning Glass Works (Consumer eI ONS Seine J. 44665. .8 
Products Div.) ......... 
e 
Ray-O-Vac Company 
i) 9 mg eg Co., 
Ridge Too = 
Dearborn Stove Co. ..... oe 26 
Dixon Crucible Co., Joseph fone Ser eee Re ener 





Rochow Baa Mixer 


Domes of Silence ...... Co.. 
Russell, sch 8 4 Ward Bolt & 


Duo Therm Div. of Motor Wheel 
IEE 6 025563 BERR dete nc ST . 3% 








. Ss 
Electrite Fence Co. ...... 24 
Electro-Line Fence Co. ........... 67 pin Gompeny niacin cdeiaad ” 
a a rere ” 
Schafiner Co., ou dhs 465 oan open LJ 
Shabert Se, A wee precy te+> 2900 we 
FE Shapleigh Hdwe. “Co. MP peeerere 102 
| ta eg b ah Snead = 
ae oe a ee ee eee 17}; 2” Ee, KENTON Moores: -2-occce 
Faulkner Refractories Co., The J. A. 98 | S0!0 Products Corp. ..........++0 4 
French Lick Springs Hotel....... 32 | Soss Mfg. Co. .......--.0.. eee eee 
Speedway Mig. he lS 
i Lock ‘Wesker & Mfg. Co., 2 
ce netey teeter 20S @ 
} Superior Fastener Corp ........... % 
| Goulds Pumps, Inc. Swift & Co. "Vigoro Div."........ 16 
= Neck Saw Manufacturers, 
dreeites Tool Gare. ...... et ee T 


For Tile, Marble, Cement and Bathroom Floors. | 
Noiseless. Sizes for metal beds, wood beds, large 


Tennessee Coal, Iron & Railroad 
Co. 2 











H Tennessee Enamel Mfg. Co......... i] 
Tennessee Valley Association...... 12 
Hall Level & Mfg. Works... ... $4 | Toxite Laboratories ............... ” 
Teemee Wile: Ges secre o5sc6508 2 
ee tee Tee es 
J 
E U 
Johnson's Arms & Cycle Works, 
Iver veseecseeeeecccesesee 26] Union Hardware Co. ............+ is 
United States Steel Corp . 2 
Utility Fon Corp. ............ 14 
K 
Karno & Co., a? ee rr . 8 w 
Kaul importing Agency, Inc., Leo. 32! witine, Cartage Co., F. A...... 4 
Kay-Tite Company ........ os Wickwi h 
Klein & Sons, Mathios ...... a) ckwire Brothers, Inc. .......... be 
Kol-Gas Heater Co 23 Noodenware Products Corp....... oe 
. aie Satiade . Woodruff & Sons Inc., F. H....... 16 
Wood Shovel & Tool Co., The ... 34 
Wooster Brush Co. ............... 2 
L 
Lamson & Sessions Company....22, 70 Y 
Lavelle Rubber Co. ......... oti On 
Lockward Hardware Mfg. Co...... 39 | Yale & Towne Mfg. Co............ 3 


HARDWARE AGE 
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- KILLS 
Red Mites 
100 Bed Bugs 
‘-m This powerful dis- 
ey " infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, 
roaches, ants and similar pests. 
Something to Sell When the Going is Tough! 
7 Nationally advertised — widely distributed — 
mrsee* Satisfied customers in all parts of the country | 
as a result of years of successful useinhomes ff 
and on farms. This powerful disinfectant [fi 
“ helps control diseases. { ogl cd 
<8 TOXITE LABORATORIES | RGgtviia mele) bh y THE STANLEY 
ae BOX B CHESTERTOWN, MARYLAND NEW BRITAIN. CONNECTICUT 
Pe ' 
sone 51-52 
svivveo 4 
on RadDevil ¥ 
Bolt & THE LEADERS FOR OVER 73 YEARS 
pi .'4 Red Devil Glass Cutters ond other glaziers’, 
REE painters’ tools and machines are designed to the 
times—there's no substitute for quality. 
Send for Catalog 18 
LANDON P. SMITH, Inc., Irvington, WN. J., U.S.A. 
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veneee 6 INVISIBLE HINGES because of the | | : 
flush, streamlined effect these hinges of a certain product and want to know "Who Makes It?" 
provide for doors, panels and cabinet look in the General Directory Section of the “Who Makes It?" 
work of all kinds. Nationally adver- Number of HARDWARE AGE for the trade-name. You'll find 
ailroad tised in the Saturday Evening Post it listed alphabetically under the product heading of the item 
aye RE .) and Architectural Journals. It pays . . ° ay 
Yi re oo: Geaill denen) Wee Wap tatemmadton, in question. Alongside the trade-name you will find the name 
EPEE 12 ons senianbiabaians of the manufacturer, also the address of the maker arranged 
oe % a — IN ara, alphabetically in the same list. Keep your "Who Makes It?" 
es ” 4 | Number close at hand where it will serve your wants quickly. 
acct " l 100 East 42nd St. New York City 
ieee ae 
Recvons ta 
jnih Be b 
ug haa “4 
ES 16 
he... #4 
4 heh 2 2 
PSP 5 
- ACE AUGUST 31, 1944 99 























In the days of Charles the Second 
of Spain all gentlemen of the 
king's household carried gilt mas- 
ter keys to every room of the 
royal palaces. The large handles 
projecting from their right pocket 
and secured with ribbons served 
as badges of distinction and later 
as the emblem of the Order of 
the King's Bedchamber. 
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EVEN | KNOW IT’S EASIER 
TO DRILL A ROUND HOLE 


mtasioe) 9964 War Housing Calls for 
DEXTER-TUBULARS 


Castles in Spain are glamorous only in story books, lack the elementary 
conveniences available to every American home. Dexter Tubulars are 
certainly to be numbered among such conveniences. Convenient, 
because they are so easy to install. With the aid of the Dexter bit 
uide, Dexter Tubulars require only a fraction of the time over old- 
) sere scn laborious mortise methods. Convenient, because their high 
quality of materials and workmanship (backed by the written Dexter, 
lifetime warranty) assure you, and those you build for, a lifetime of 
satisfactory, trouble-free, service. 













Now available in limited quantities as provided by Government regu- 
lations. Our regular established dealers served first. Write for your 


LOCKS and LATCHES | 27155 eco Srdee’Laie, “ieee: Howins Marca conforming 


Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 





100 HARDWARE AGE 





























NATIONAL SCREW OF CLEVELAND 


Make top-quality wood screws...use advanced 
production and inspection methods to insure 
easy starting, faster driving, BETTER SCREWS 


tical 


Slot well centered, cut 


to proper depth. 


Well formed, smooth 
head with flat bottom. 


Smooth countersink, free 
from burrs, properly 


angled. 


Z Sor and smooth cuf—__e 
4 thread. 


— 


3 , 4 Well formed gimlet point. 


Careful selection of raw materials 
INSURES QUALITY, too 








Wood screws, made by The 


National Screw & Mfg. Company 


of Cleveland, are top-quality 
fasteners. 

They are inspected on a per- 
centage basis through all pro- 
duction runs, for one purpose— 
to insure a faster and easier driv- 
ing, 2 better screw. 

Note carefully how with the 
slot well centered the strength is 
evenly distributed; how the well- 
formed gimlet point will cut its 


way into the wood, and the 
gradually tapering thread will 
insure a uniform “bite” in the 
wood to withstand withdrawal. 
Make your postwar plans now 
to carry the “National” depend- 
able line of Wood Screws. 





THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 








Nothing but Dependable Quality and Unfailing 

Service in the hands of the users could have 

sustained increasing demand for DIAMOVD EDGE 

and AEEW AVITER Tools and Cutlery for more 
Than 70 Years. 


100 Years of Continuous Service evidences 
Confidence in this Company and in its policy, 
as well as its products. Continuing the same 
policy of honest values and Service. 


Wels RECORD OF Wels PAST 
tS Wels PROWMUSS OF Wels FUT ORE 


SHAPLEIGH HARDWARE (COMPANY 


24.LOUNS 


Shapleigh National Series No. 2431 











